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Best holiday wishes to all the wholesalers and retailers who have done so 
much toward making Slaymaker a big name in the hardware field. Exciting new 
plans are in process. You will continue to profit in 1953 with Slaymaker Padlocks. 


SLAYMAKER LOCK COMPANY 


World’s Most Complete Line of Padlocks 


Nationally Advertised in the Saturday Evening Post 


LANCASTER, PA., U.S.A. 





Especially for You... 


BIGGEST CAMPAIGH 


IN SCREENCLOTH HISTORY 
“Double-barrelled power! 
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If you find the name of your main trading area center listed, 
you may be eligible to sign the big Lumite advertisements. 


ALABAMA 
Mobile 


CALIFORNIA 
Long Beach 
Los Angeles 
Oakland 
San Diego 


CONNECTICUT 
Bridgeport 
Hartford 
New Haven 


DELAWARE 
Wilmington 


FLORIDA 
Jacksonville 
Miami 
Or!ando 
Pensacola 
St. Petersburg 
Tampa 
West Palm Beach 





ILLINOIS 
Joliet 
INDIANA 
Evansville 
Fort Wayne 
Indianapolis 
MAINE 
Portland 
MARYLAND 
Baltimore 
MASSACHUSETTS 
Boston 
Cape Cod 
Springfield 
MICHIGAN 
Detroit 
Grand Rapids 
MISSOURI 
St. Louis 
NEW JERSEY 
Asbury Park 
Newark 
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NEW YORK 
Albany 
Binghamton 
Buffalo 
Hempstead 
New York 
Rochester 
Schenectady 
Staten Island 
Syracuse 
Troy 
Watertown 


| 
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NORTH CAROLINA | 


Charlotte 
Washington 
Wilmington 

OHIO 
Cleveland 
Columbus 

Toledo 
Youngstown 
PENNSYLVANIA 
Lancaster 
Philadelphia 
Pittsburgh 


RHODE ISLAND 


Providence 


SOUTH CAROLINA 
Charleston 


TEXAS 
Becumont 
Corpus Christi 
Houston 


VIRGINIA 
Norfolk 
Richmond 


WASHINGTON 
Seattle 
Tacoma 


WISCONSIN 
Appleton 
Fond du Lac 
Green Bay 
Manitowoc- 
2 Rivers 
Milwaukee 
Sheboygan 
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BIG NATIONAL . 
Advertising Campa'g® 


Next Spring, such great 

homemaker magazines as 

Better Homes & Gardens, 

American Home, Small 

Homes Guide, Sunset, 

Farm Journal, Progres- 

sive Farmer, Popular Me- 

chanics, Popular Science 

Monthly, Mechanix Illus- 

trated, Family Handy- 

man, Home Maintenance 

& Improvement will carry 

a strong Spring Lumite 

Screening campaign. It 

will deliver many thou- 

sands of messages right 

into your territory. And if 

‘ou are in one of the key newspaper areas, 

you'll have the strong tie-in of the local news 

tising to tell your customers where to buy 
Lumite—in your store. 
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LUMITE peg Mills, Inc., 
DIVISION | 47 Worth Street, New York 13, N.Y. 
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BEHIND THE SCENES AT 








Thousands of howrs of research and development 
help create quality Kwikset products. 
Kwikset locksets are precision manufacturer 


and unconditionally guaranteed. 


KWIKSET SALES AND SERVICE COMPANY 


ANAHEIM, CALIFORNIA 
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DEAL YOURSELF z 

A PROFIT WINNING Waco 

HAND--KEEP Your , oe 
EVER-HANDY-aa,y 
SCREW DISPLAY = 
















DON’T WAIT 'TiL 
YOUR STOCK IS 


DOWN TO 
3 OF A KIND! 
























There is an old adage, “You can’t do business from an empty 
wagon’... nor can you sell screws from an empty screw mer- 
chandiser. Maintain a stock of Eagle screw refill units... don’t wait for 


an empty bin. Offer your customers the widest and most conveniently Onder Refilllo Mow- / 


packaged selection of screws at a minimum of inventory cost. 
It takes but a few minutes each day to continue your low-cost, high-profit, Order from your Jobber today — get an extra refill unit of 


self-service screw sales by keeping your Eagle Screw Merchandiser full mts. cere a ea 


THE EAGLE LOCK COMPANY tridges of one screw size...16 units for a complete merchan- 
Subsidiary of Bowser, Inc diser refill...one Ever-Handy* Rack with each refill unit. 


TERRYVILLE, CONNECTICUT 







GIFT FEATURE 
“gyeR-HANDY” RACK 
AN IDEAL 
CHRISTMAS GIFT 
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AMERICAN Favorites 


@ These popular AMERICAN chains are bread and 
butter items. There is a demand for them every day 
—particularly now. 
Chain is easy to sell if you show it—get it out 
where customers can handle it. The acco Chain 
Sales-Maker and ACCO-PAKS are dandy display pieces 
that will definitely increase your chain sales. 
Order these ‘American favorites”’ now from your : . 
AMERICAN CHAIN wholesaler. — 
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AMERICAN CHAIN & CABLE 
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Just Among Ourselves 


Informal Editorial Comments 


A Story That 
Should Be Told 


One of the more significant events of the 
recent convention of the National Wholesale 
Hardware Assn. in Atlantic City was the an- 
nouncement by the Association’s Committee on 
Wholesaling of its plans to carry to other seg- 
ments of the hardware trade the full story of 
the vital role wholesalers play in modern dis- 
tribution. A summary of this announcement 
was published on page 112 of the Oct. 30 issue. 

The committee’s report indicates that it is 
shaping up a well planned and carefully thought 
out program. Thus far its plans have been con- 
cerned largely with bringing its message to 
manufacturers. 

We sincerely hope that not too much time 
will elapse before the wholesaler’s story is put 
before retailers, too. 

In our mail from readers we receive a sur- 
prising number of letters that question the be- 
lief that wholesalers are essential. 

This is certainly not a new or an original 
expression. But the very fact that it is made 
gives us concern for it indicates a lack of under- 
standing of how basically important the whole- 
saler is to the preservation of the independent 
dealer. 

Too often the same dealer who insists that 
hardware wholesalers should not sell super- 
markets or be interested in rack jobbing opera- 
tions, is the same person who is bending every 
effort to buy direct. 

We are unhappily aware that too often simple 
logic has little influence in settling competitive 
situations. 

But it seems to us that as the supermarkets 
and the rack jobbing picture unfolds, it becomes 
more and more apparent that the meeting of 
this competition (which will not require a 
wholesaler’s service once it is operating well) 
demands closer and closer co-operation between 
hardware wholesaler and hardware dealer. Not 
only co-operation, but loyalty, and loyalty is 
difficult to establish without a full knowledge 
of each other’s contributions. 

The NWHA Committee on Wholesaling is in 
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a position to supply this knowledge. 

Too many of the starry-eyed experts on hard- 
ware distribution who feel that the wholesaler 
is unessential, lose sight of the fact that of the 
approximately 35,000 dealers in the U. S., more 
than 22,000 are in the small store classification 
in that they do less than $50,000 a year (ac- 
cording to the latest Census). 

Direct buying is just not economical nor 
practical for most of these stores. The role of 
the wholesaler in servicing these stores, han- 
dling credit, etc., cannot be eliminated; it can 
only be transferred. 

As far as the bulk of hardware merchandise 
is concerned, it would not be feasible in direct 
selling to decentralize shipping and other fa- 
cilities to the degree possible when wholesalers 
are used. 

This situation would inevitably lead to 
higher distribution costs and ultimately higher 
retail costs, not to count the inconvenience to 
the dealer and the increased capital that would 
be required to keep a store running. 

These truisms, admittedly very general, are 
too often overlooked these days in the arena of 
competitive selling and they need frequent and 
emphatic re-assertion. 

The program of the NWHA committee in 
tackling this task will undoubtedly do much 
to strengthen the backbone of our independent 
hardware trade. 


It Can't Be 
Done Overnight 


The election of Gen. Eisenhower was the re- 
flection of the widespread desire of Americans 
generally for a change in the manner in which 
their Federal government has been operated. 

The actions of the president-elect to date in- 
dicate that he fully understands this feeling of 
the voters and plans to live up to his campaign 
promises of a house cleaning. But this is not a 
job that can be done overnight. 

We are now hearing people urging greater 
speed in this clean-up, in making the changes. 
Some already seem to be impatient, despite the 
fact that Eisenhower has not even taken office. 
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The Federal government has grown terribly 
complex over the past two decades; its fingers 
reach into every nook and cranny of the nation. 
That is how socialism integrates itself. To re- 
verse this process in an abrupt, unplanned man- 
ner could result in serious, if not tragic, disrup- 
tion to some of the vital activities of the 
government. 

The reversal of the trend of the past 20 years 
must be made slowly and carefully, and must be 
based on carefully laid plans in order to preserve 
undamaged the essential functions while pruning 
the unessential operations. 

Take, for example, the Tax division of the 
Treasury Dept. Here, indeed, real changes are 
needed. The first changes will no doubt take 
place among the 3000 lawyers who serve in the 
unit but who are not in civil service. 

If in a sudden sweep, these 3000 men were re- 
leased, where would 3000 capable replacements 
be quickly found as substitutes? These replace- 
ments would have to be screened and examined 
and given time to move to Washington. This 
would take time. It cannot be done overnight if 
an effort is to be made to replace the incom- 
petents with competent men. 

It will take time to get the changes underway. 
It may well take as much as two years, one 
authoritative source suggests, before the full ef- 
fects of changes will become apparent to the 
public. 

Gen. Eisenhower is a man of proved adminis- 
trative ability. The clean-up he is tackling calls 
for administrative ability. Let’s give the new 
administration a fair chance to get going, before 
we start judging it. 


The Pace Is 
Being Set 


There are numerous indications that some 
plans have already been made that will eventu- 
ally lead to the changes the voters want Eisen- 
hower to make. One such straw is the calibre 
of the men being appointed to cabinet posts. 

Most of the appointments to date have been 
applauded by everyone. The lone exception, the 
one that has resulted in raised eyebrows, is 
the appointment of E. T. Benson as Secretary of 
Agriculture. 

The exact basis for calling Mr. Benson a “mar- 
keting authority,” as has been designated, is a 
little confusing. Also disturbing is his long con- 
nection with, and the high office he now holds in, 
the farm co-op movement. Having such an ex- 
ponent of farm co-ops in the cabinet is not heart- 
ening to those of us who have been working for 
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tax equality. But here again, the test will be 
the man’s actual performance. 

Another straw is the tax plan proposed by Sen. 
Carlson. The senator was one of the earliest 
Eisenhower supporters and was among the top 
men who guided the campaign. His opinions 
should carry weight in the next congress. 

Sen. Carlson’s plan calls for a definite ter- 
mination of the present excess profit tax when it 
is up for renewal this June. He also proposes 
advancing the termination of the surtax on per- 
sonal income taxes from 1954 up to June, 1953. 

This would result in some measure of tax re- 
lief next June to business and individuals. 


Fair Trade And 
Self-Service 


Two subjects that are much discussed these 
days in hardware circles are Fair Trade and 
self-service. 

Our frequent discussions of Fair Trade in 
these pages have brought from our readers the 
suggestion that we give them a basic discussion 
of Fair Trade that they might pass along to 
their salespeople to make them better acquainted 
with the subject. 

This knowledge would be of great value, they 
told us, in explaining Fair Trade to customers. 

Wholesalers, too, told us they would like to 
have some basic information on Fair Trade to 
pass along to their salesmen. 

We think you’ll find these requests well filled 
by the article on Fair Trade that begins in this 
issue on page 25. Written by Mr. Keagy, our 
Store Management Editor who has closely fol- 
lowed the subject for many years, the article not 
only brings you up to date on the outlook for 
Fair Trade, but it also contains a series of ques- 
tions and answers covering the fundamental as- 
pects of this pricing method. 

This primer on Fair Trade would make an ex- 
cellent basis for a discussion at your next sales 
meeting. Why not try it? 

Another article in this issue that deserves 
careful reading is “Self-Service with Service,” 
that begins on page 65. 

In this article you’ll learn of a hardware store 
that is combining self-service selling with the 
selling of items that require service. 

This idea of utilizing the self-service method 
where it is most suitable, but at the same time 
emphasizing the service aspect of a hardware 
store, the strong point of the independent store, 
seems to be a very practical way of meeting 
today’s competition. You'll get some very worth- 
while thoughts from a reading of this article. 
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It’s two door closers in one... right hand or left hand 
mounting without mechanical change or adjustment of any 
kind. 

That means two big advantages to you: (1) no double in- 
ventory necessary to keep a full stock (2) easier, quicker in- 
stallation . . . always a factor of importance to your customers. 

And look at these outstanding features: 


Extra powered helical coil spring 


Heavy, forged steel one-piece shaft and crank 
eliminates breakage 


Single valve provides dual speed control... 
one speed for closing . . . one for latching 


Precision machining throughout . Rugged 
construction - Leak-proof 


Call your jobber or write us direct. 


cio INDEPENDENT LOCK CO. 


Fitchburg, Massachusetts 
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The lico Ball Bearing, 
Rack and Pinion Door 
Closer assures precision 
door control... provides 
back-checking action... 
operates at maximum 
efficiency with minimum 
maintenance. . 





No. 3002 Iico Deluxe Screen and 
Storm Door Closer has an extra heavy enclosed 
spring. Attractive design, finished in durable 
silver gray. Reversible. 


j No. 3001 Iico Sénior Screen and 


Storm Door Closer, slightly smaller than Deluxe 
model, excellent value at moderate cost, silver 
gray finish. Reversible. 














*GUARANTEE: Ilco Ball-bearing Door Closers are 
unconditionally guaranteed for two years, except 


lied or abused 





when 
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OPS Split on Removing Price 
Controls From Consumer Items 


Any government move to use the so-called Phelps 
plan for lifting price controls off the vast majority 
of consumer items is not likely to affect curbs on 
major electrical appliances. 

Assistant Price Stabilizer Ed Phelps took most Fed- 
eral officials by surprise when he made known his 
view that limitations on virtually anything but de- 
fense-related materials could well be suspended by 
about March 1. 

Possible exceptions to his decontrol proposal are 
major appliances, some petroleum products, certain 
services, certain foods, beer, and cigarettes. 

Even for those items, Mr. Phelps admits there is 
little evidence to show that scrapping of controls 
would lead to exorbitant prices. 

On the other hand, he recommended that controls 
be retained on copper, steel, aluminum machinery, 
crude oil, and natural gas. In his view, lifting curbs 
on sales of these materials would boost defense costs. 

Mr. Phelps considers his plan a gap-bridger be- 
tween the old and new national administrations. 


OUTLOOK—Not all features of the plan 

are acceptable to Economic Stabilizer Roger 

B Putnam, who outranks Phelps. High-placed 

officials in general, though, agree with the 
idea of keeping controls on basic metals. 


GOP Sweep Seen As Bringing No 
Immediate Change in Economy 


Government economists are coming to the conclu- 
sion that the impact of the GOP sweep has been 
largely psychological; that it has had very little effect 
on production, prices, or orders. 

There has been no slowdown in defense production. 
Consumer durables’ output is even improving. This 
maintains employment and pay rolls. 

But majority opinion is that manufacturers and 
suppliers in the distribution chain will play their cards 
a little closer to their chests. 


10 


ashing ton 


NEWS and VIEWS 


Back orders are reported still high. But tae politi- 
cal shitt may speed up decontrol of both production 
and pricing. This is expected to cause a sharper watch 
on inventories. 

The idea would be to get rid of the excess; not to 
overstock. The economists even expect producers of 
hardware and other consumer durables to do a little 
second-guessing as to buyer trends—and schedule 
production accordingly. 


OUTLOOK—Don’'t look for any change in 

the consumer saving rate. And don’t expect 

¥ changes in his buying rate during the first 
half of 1953; only more selective buying with 

an eye on price. 


Construction Rate Climbing; 
1953 May Make New Records 


Government economists are now willing to concede 
that dollar volume of new construction during 1952 
will hit a new peak, as predicted by HARDWARE AGE 
earlier this year, in spite of materials scarcities, gov- 
ernment restrictions, and so on. 

They say it may go as high as $32.5 billions, partly 
because of great industrial expansion, and the unex- 
pected volume of home building. 

When this was being written, construction figures 
were available only through October, but it was becom- 
ing clear that only a prolonged siege of bad weather 
could prevent more new family units from going into 
place than last year. 

Guess is that there will perhaps be a total of 
1,150,000. The usual October decline did not set 1m, 
and before the recent storms in the Mid-West, the 
November rate was staying at October levels. 

The economists now cautiously predict that next 
year may set another new record despite probable de- 
cline in factory building as industrial expansion 1s 
completed. 

About 25 pct more retail stores, and other com- 
mercial construction, will go into place as materials 
supvly improves. Home building rate is expected to 
go back up to the 1,200.000 level or higher. 


(Continued on page 144) 
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Master Jock Company, Milwaukee 45, Wis. 
World's Leading Padlock Manufacturers 
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@ For more information 
on these products and 
services use free post 
card on page 115. 





Glass Knob 


This new interior door glass 
knob is solidly supported all the 
way through by a metal core. 
Called the Capri, it is held perma- 
nently in place by two metal plates 
front and back; four metal prongs 
embedded in the glass prevent slip- 
page, and the glass is tempered for 





extra toughness. Special displays, 
lock mounts and descriptive circu- 
lars are available. Schlage Lock Co. 


For more data circle No. 1 on postcard, p. 115 


Paint Brush Line 


This complete line of pure black 
bristle paint brushes with plastic 
handles and stainless steel ferrules 
comes in various assortments. Called 
the Gem Line assortments, they are 
supplied with free, self-selling, 
bright red counter display stands. 
Display units available hold either 
three, five or seven different sizes 
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facets [UH 


of brushes: In the 7-assortment, 
sizes range from 1 to 4 in., dealers’ 
price for which is $62.04. Also 
available is brush assortment of five 
sizes packed in counter display unit 
instead of free stand, at a dealer 
price of $29.78. A. G. Jacobus’ Sons, 
Ine. 

For more data circle No. 2 on postcard, p. 115 


Hedge Trimmer 


Here is a new electric-powered 
hedge trimmer that features light 
weight, perfect balance and a 
double cutting action that mini- 
mizes vibration and noise. Known 
as model No. 112, it is driven by a 
compact 115-volt motor which op- 
erates on AC or DC. Model No. 





LATEST INFORMATION ON NEW PRODUCTS AND SERVICES 


112-LH is available for left handed 
users. Twin 12-in. blades of hard- 
ened tool steel cut smoothly in both 
directions. Motor efficiency is in- 
creased by a built-in cooling fan. 
Henry Disston & Sons, Inc. 

For more data circle No. 3 on postcard, p. 115 


.38 Target Revolver 


Equipped with a finely tapered 
barrel for precise balance, which is 
especially adapted to target ammu- 
nition, this .38 caliber revolver has 
an Accro rear sight built as an in- 
tegral part of the gun. Sight has 
positive one-minute clicks for both 
elevation and windage. Broad ham- 
mer spur assures effortless cocking. 





Gun has new custom-type, walnut, 
full-checkered target stock. Called 
the Officers Model Match, it retails 
for $79.75. Colt’s Mfg. Co. 


For more data circle No. 4 on postcard, p. 115 


Carving Set 


This attractive two-piece carving 
set, called the Veri-Sharp, has 
streamlined design and high qual- 
ity. Designated No. CS-72, its 
blades are made with the Frigid 
Temper steel process—hardened in 
high heat then deep frozen in ex- 
treme sub-zero cold, the blades at- 
tain a more refined steel grain struc- 
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Want more information on these 
products? Then use free post 
card on page 119 
in hard handi 
In nadraware mercnandise... 
FOR THE HARDWARE DEALER TO HELP YOU 
anded pump, drop-pawl starter and shock 
hard- absorber propeller. A complete line eee ee oe ee - 
| both of fittings and accessories is also AND OTHER DEALER 
is in- available. The 74% hp. model is wee HELPS 
- fan. priced at $219.50, the 10 hp. at 
$279.50. National advertising cam- 
ip. 115 paign is planned for January and _ a 
February. Scott-Atwuter Mfg. Co. Holiday Tool Promotion 
For more data circle No. 6 on postcard, p. 115 To focus on local outlets across 
the country, this complete and 
pered Shaker Set colorful point - of - sale Christmas 
ch is Seeum on the Mo. 8 Third display package for dealers is sup- 
nmu- Shaker Set, this set, consisting of ported by a national consumer pro- 
r has pons Pig “RRA “pre oll motional campaign. The package 
n in- : three 4-oz. glass jars and a plastic consists of six individual cardboard 
; has ture which makes for keener, longer- pieces, lithographed in eight colors 
both lasting edges. Blades are also hol- and featuring Santa Claus and 
ham- low ground and hand honed. DurO- other holiday motifs. Four pieces 
king. wooD handles are fastened securely hold units of the Utility tool line, 
by strong compression rivets. Set is 
packed in fine-grained hardwood 
block. Imperial Knife Associated 
Cos., Inc. 
For more data circle No. 5 on postcard, p. 115 
Shift Outboard Motors 
In the Gold Pennant line, these 
two-tone gold and green outboard 
motors in both 74% and 10 hp. fea- 
ture complete shift, 6-gal. fuel tank, 
two-stage Twist Grip Speed Control, _ rack, includes a jar for salt, pepper 
nut, single knob carburetor control, and Ac’cent (monosodium gluta- 
lled cushioned steering, automatic fuel mate). Each jar has ceramic let- 
ails tering that will not wash or wear 
off. Shaker tops are of red poly- 
. 115 styrene plastic with embossed let- 
tering on top. Set can be hung on 
wall or set on shelf. Individually | the fifth is a consumer card and the 
packed in three-color gift box, sug- J sixth a mobile which hangs over- 
ing gested retail price is $1.49. Fed- head. Black & Decker Mfg. Co. 
has eral Tool Corp. For more data circle No. 8 on postcard, p. 115 
lal- For more data circle No. 7 on postcard, p. 115 
its , . 
gid Electric Lawn Sweeper Wrench Repair Pamphlet 
in This “28” electric lawn sweeper How to get long, useful life 
= model has a Westinghouse ball from adjustable wrenches is the 
at- bearing motor, % hp., 1750 rpm., subject of this four-page pamphlet 
wal (Continued on page 112) (Continued on page 132) ; 
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Source: UL. S. Dept. of Commerce 











Trade Prospects Good 
As Holidays Approach; 
Executives Optimistic 


As the year’s end approaches, op- 
timism is high over the prospects 
for holiday sales and steady retail 
trade extending well into the new 
year. 

Christmas gift business seemed 
somewhat slower in late November 
because of unseasonably mild 
weather in most parts of the coun- 
try. Merchants were waiting for 
the first heavy snowfall that always 
has a good psychological effect on 
Christmas shoppers. 

Promotional efforts on nationally 
advertised goods has_ probably 
never been as intensive as in the 
current selling season. Television is 
having a greater impact as entirely 
new markets have been exposed to 
this new medium. 

Latest retail sales estimates of 
the U. S. Dept. of Commerce put 
October sales of all stores at $15 
billion—9 pct above the same month 
of 1951. 

Sales gains were registered in 
October by all major groups of re- 
tail establishments, with the auto- 
motive group continuing to show 
the most substantial grain. 

After adjusting for seasonal fac- 
tors and trading day differences, 
total retail sales were up nearly 5 
pet from September to October, 
reaching a new high for the year. 

Durable goods stores had an 8 
pet advance. 
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> October Retail Trade Up 


> Expect Higher Holiday Sales 


> Nation's Spending at Peak 


Higher sales in the first quarter 
of 1953 are expected by 55 pct of a 
group of retail business executives 
quizzed by the New York Times. 
Wholesalers and manufacturers 
were even more confident. 


Remington, Peters 
Win Fair Trade Edict 


A permanent injunction restrain- 
ing the Great Milwaukee War Sur- 
plus Store, Milwaukee, Wis., from 
violation of Fair Trade agreements 


in the sale of Remington sporting 
firearms and ammunition § and 
Peters ammunition has been grant- 
ed by Federal Judge Robert E. 
Tehan. The suit was brought by 
the Remington Arms Co., Inc., 
Bridgeport, Conn., manufacturers 
of these products. 

It was charged that the store ad- 
vertised and sold Remington and 
Peters Ammunition below Fair 
Trade prices and that it also of- 
fered for sale Remington sporting 
firearms below Fair Trade prices. 


Holiday Selling Season Will Exceed 1951's, 
Indicates Study by Credit-Granting Company 


Household appliance dealers in 
December should exceed the busi- 
ness in the same 1951 month by at 
least 5 pct and dollar volume of 
radio television dealers will show 
increases from 5 to 15 pct over last 
Christmas, according to a survey 
by Standard Factors Corp. The 
company deals in accounts receiv- 
able financing, factoring and in- 
stallment financing. 

The survey indicates that variety 
store Christmas trade would run at 
least 10 pct above last year and de- 
partment stores will exceed 1951 
holiday volume, with no percentage 
given. 

Theodore H. Silbert, president of 
the company, who released the sur- 
vey, noted one unfavorable factor. 

“Retailers,” he said, “were burnt 
on inventories last year and the 
year before, with the result that 


many chains and stores are operat- 
ing at rock-bottom inventories this 
year. They obviously wish to avoid 
the January mark-downs, but in 
some cases inventories are so low 
that it appears they may run short 
on merchandise for the Christmas 
rush.” 

In surveying the whole retail 
field, Mr. Silbert found that “the 
gradual pickup in consumer buying 
which began last spring has gath- 
ered momentum. Much uncertainty 
has vanished, although businessmen 
are still cautious. Caution is a com- 
mendable virtue, but the battle may 
be lost by conservativeness as well 
as by foolhardiness.” 


The survey reported that house- 
hold appliances are “moving ex- 
tremely well.”” Dishwashers, freez- 


(Continued on page 174) 
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“Loaded” with sales appeal, the new PROTO 
*Rotomat Toolmart” is a store owner’s dream 
come true! Actually, it was tested for many months 
before being offered to dealers, and everywhere 

it was tried it proved highly successful. Designed 
to draw and impress customers, it sharply boosts 
impulse sales and thereby increases turnover. 
Like other PROTO tool departments, it contains 
the tools in greatest demand. And these tools 

are the finest obtainable—PROTO professional 
tools. Why not plan right now to buy a 

low-cost PROTO tool department? As your 

first step, write for Booklet 4930R to 


PLOMB TOOL COMPANY 
2227M Santa Fe Ave., Los Angeles 54, Calif. 


5187 


PROTO * TOOLS 


REG US MADE 


PAT OFF LOS Al GELES INUSA 
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We mean business... 


for you! 
ae 


Yale features fast-selling hardware 
in special fall ads aimed at 


Y, million customers 


THAT MEANS MONEY IN YOUR POCKET 





Ch k t k Here’s a natural money-maker...an all-out advertising cam- 
ec S 0C $ paign featuring only fast-selling hardware products. That's 
exactly the kind of profit deal Yale has for you! Starting 

n Ow November, power-packed ads... like those shown at the right 

eee ... will pre-sell Yale #197 nightlatches, #570 door closers and 

#830 padlocks. So, stock up now and add punch to your own 


lace our selling by writing for FREE reproductions of these Saturday 
Evening Post and Better Homes & Gardens Ads. Write: The 
Yale & Towne Manufacturing Co., Dept. A, Stamford, Conn. 


order today! (In Canada: St. Catharines, Ontario) 
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FOR MORE 
SATISFIED CUSTOMERS 


SELL WOOD SCREWS 


THAT MEET 


FEDERAL 
SPECIFICATIONS 


LOOK FOR THESE FEATURES WHEN 


FULL-SIZE SHANK, of equal diameter to 
threads. Federal Bureau of Standards tested 
10,000 individual wood screws in 7 different 
kinds of wood, concluded full shank has far ( ~ 
greater holding power. Full-size shank re- “ 
quired by Government Specifications. s 

© \y 

ra 


D 


wi 
fay! 


GIMLET POINTS. Sharp gimlet points bite into 
wood and hold on, resulting in much easier 
handling and faster starting. Other types of 
points require greater pressure to start, are apt 
to slip more readily. 





You'll find precision-milled, single-thread Southern wood 
screws provide all these advantages. And that’s not all! It’s 
important to you to know that your orders will be filled 
promptly, accurately, and that your supplier has full stocks 
in a wide range of sizes and types. 

Southern delivers promptly from its warehouses centrally 
located in all sections of the country. Our factory stock is 
currently 534,000,000 wood screws... production capacity 


4100 DELL AVENUE 
NORTH BERGEN, N. J. > 


FACTORY WAREHOUSES: 


SOUTHERN 


BY 
CLAIMS FOR OTHER TYPES 


Your customers want wood screws of the type that has been 
Government-tested and proved to have the strongest con- 
struction and greatest holding power... screws with husky, 
full-size shanks, sharp gimlet points and clean, keen 
edged, cut threads. 

Manufacturers of items using wood screws want fasten- 
ers made in accordance with Federal Specifications, so that 
they can qualify for Government orders. ; 

Only screws with rugged single-thread construction meet 
all these requirements. 


YOU ORDER WOOD SCREWS 


PRECISION MILLED SLOT. Milled slots with 

parallel sides mean safe starting and driving. 
* Other methods of making slots, such as strik- 
ing the slots when cold heading, result in 
tapered sides, causing screw driver to slip. 


THIN, SHARP, CYLINDRICAL, NON-TAPERING 
THREADS. Cut through wood cleanly, without 

* tearing fibers. Only cut threads can provide 
this sharp cutting feature. 


14,000,000 screws per day! Sizes range from 14” No. 0 10 6” 
No. 24 in both steel and brass, slotted or Phillips heads. Pack- 
aging is modern... bulk screws are shipped in hermetically 
sealed steel containers, with easily removed and replaced 
covers. You’re safe when you sell Southern! They’re top 
quality, precision-perfect products, meeting Federal Speci- 
fications and bringing you bigger sales, more repeat business 
and greater profits. Write for our catalogue today. 


325 WEST OHIO STREET 
CHICAGO 10, ILL. = 


280 DECATUR S.E. 
ATLANTA, GEORGIA 


104 RICKERT ST. 


SCREW COMPANY _ STATESVILLE 


NORTH CAROLINA 
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Griffin Butts are Quality Butts . . . pro- 


duced from highest grade steel, carefully rolled in our own plant 


and finished by expert craftsmen. You can be sure of satisfied 
customers when you sell them any items in the Griffin line of fine 
builders hardware. 

For more than a half century Griffin has been producing fine 
products. That experience assures you of the best. Sell Griffin... 
and you sell Quality. 


aan * (jRIFFIN bok hyo 5 COMPANY 


FFIN PROD 
ERIE + PENNSYLVANIA 


Wa 


WILBUR H. DAVIS 
1639 W Fargo Avenue 
Chicago 26, Illinois 


REPRESENTATIVES 


CHARLES L. LEWIS R. F. BEVERS H. C. GLOVER 
1355 Market Street 4524East 60th Street 2611 Garrison Bivd. 
San Francisco 3, Calif. Seattle, Washington Baltimore 16, Maryland 


GEORGE A. GREGG WALTER S. JOHNSON & SONS L. G. FULLER, JR. ROY L. ROGERS 


17134-6 Wyoming Avenue 
Detroit 21, Michigan 
ANY AUSTIN & EDDY INC. 
115 Broad Street 
Boston, Massachusetts 
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917 St. Charles Avenue 644 Wellington Rood 1620 Garfield Street 
Atlanta, Georgia Jackson 6, Mississippi Denver 6, Colorado 
E. H. FARRAR HARVEY D. RUSH & SONS W. C. MEIBAUM & CO. 
6637 Golf Drive 4638 Nichols Parkway 6954 Oleatha Avenue 
Dallas 5, Texas Kansas City, Missouri St. Louis 9, Missouri 
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PROFESSIONAL QUALITY 
TOOLS 











Reach ALL the Buyers 
with McKaig-Hatch Tools 


iTKAIG-HATLA.. 


Sirecsubised Des (qu “100 





* Your sales will increase over night when you display * You and your customers can depend on McXaig-Hatch 
tools that meet quality and price requirements of 


ALL buyers. 


quality of alloy steel forgings, streamline design and 
finer chrome plated finishes. 


* McKaig-Hatch can give you professional quality tools 
in finish grades to match the various needs of Me- 
chanics, Maintenance workers, Home owners, Hobby- 
ists, Farmers—and shoppers for Gifts. 


* Tools available in open-stock assortments and in at- 
tractive sets. Special display boards and metal mer- 
chandisers conserve space and increase sales for you. 


Each McKAIG-HATCH TOOL is GUARANTEED 


See Your Jobber Write for Catalog and Prices 


BUFFALO 7, N.Y. 
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NO.5 OF A SERIES 


NEWS, IDEAS AND INFORMATION 
OF INTEREST TO STARRETT DIS- 
TRIBUTORS AND THEIR SALESMEN 








THE L. S. STARRETT COMPANY 








Starrett pay 


SALES LEADS 


SINCE 1880 WORLD'S GREATEST TOOLMAKERS e¢ ATHOL, MASS., U.S.A. 


NEW AIR HARDENING DIE STOCK 
UPS DIE AND PUNCH LIFE TO 50% 





Up to 50% more pieces per sharpen- 
ing... that’s the clincher that sells 
the new Starrett No. 497 4ir Hard- 
ening Precision Ground Die Stock. 
5% chromium content plus a special 
analysis to insure good hardening 
properties makes it highly wear re- 
sistant — ideal for long run produc- 
tion dies and punches and for stamp- 
ing silicon, stainless steel, Monel and 
other abrasive materials. It’s non- 
deforming — no distortion, no crack- 
ing, no costly rejects, less finish 


grinding. And it’s fully spheroidized 
annealed for easy machining with a 
wide hardening range for foolproof 
heat treating. Available in 36” 
lengths, in a wide variety of widths 
and thicknesses. Be sure your cus- 
tomers have copies of the new folder 
and wall chart which give complete 
size and heat treatment information 
on Starrett No. 497 Air Hardening 
as well as No. 496 Oil Hardening 
and No. 495 Water Hardening Pre- 
cision Ground Flat Stock. 





168 SIZES 
pS 


No. 277 No. 275 
Toolmakers’ Toolmakers’ 
Dividers Outside Calipers 








AND TYPES 


G) 


No. 274 
Toolmakers’ 
Inside Calipers 





STARRETT CALIPERS AND DIVIDERS 


They’re basic tools in every me- 
chanic’s kit . . . essential equipment 
everywhere from home workshop to 
industrial tool crib. And nobody, but 
nobody, makes ’em like Starrett — 
with extra-strong spring tempered 
bows, hardened fulcrum stud, care- 
fully fitted screw and nut, highly 
polished throughout. 168 different 
sizes and types from 2 inches up to 
36 inches, representing a complete 
line including spring, firm joint, lock 
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joint, hermaphrodite, thread and 
transfer calipers and dividers. It will 
pay you to stock them, display them 
and sell them at every opportunity 
. .. over the counter, on sales calls, 
whenever you talk to tool buyers 
and users. 





Coming your way + watch for it 
THE NEW STARRETT 
DISTRIBUTOR SALES PROMOTION PLAN 
FOR 1953 











MECHANICS’ HAND MEASURING TOOLS AND 
PRECISION INSTRUMENTS - DIAL INDICATORS 
STEEL TAPES - PRECISION GROUND FLAT STOCK 
HACKSAWS, BAND SAWS end BAND KNIVES 








INDUSTRIAL 
DISTRIBUTOR 





TO HELP YOU SELL 
YOURSELF TO INDUSTRY 


To help you do the big and im- 
portant job of selling industry on 
the value of Industrial Distributor 
service, we now offer you the 
Starrett Distributor seals in three 
forms... all at no cost. 

GUMMED STICKERS 11” high for 
tipping on letters, quotations, order 
acknowledgments, shipping notices, 
packages, etc. 

DECALCOMANIAS 534” x 8” for 
your windows, doors, counters, dis- 
play cases, delivery trucks and 
salesmen’s cars. 

ELECTROS 114” and 3” high; one, 
two or three colors; for use in your 
own adveftising. 

If you have not received our an- 
nouncement and order blank, ask 
your Starrett salesman. 








PNOTIONS.,| 
































Sarra-James 


HELPS YOU SELL MORE IN LESS SPACE 
Here’s a complete Power Tool department... 


tl ONLY ¢ ft 


FLOOR SPACE 


ATTRACTIVELY DISPLAY 


7MAJOR POWER TOOLS 
in this 

Bis. =” % 3 STREAMLINED UNIT 

i — F Packed With Sates Power 



























Bis: or apis © oe ; sk ered Here, in a space of only 4 feet, is the 
ae; coal 5 ll pee streamlined answer to dealer space prob- 
rerieee eaeneegee 7 ee “teas lems; enabling you to install a complete 
DS Darra-James Power Tool Merchandising 
, Department. 
Actual floor dimensions are 4 ft. wide, 
2 ft. deep and 5 ft. high. Display is port- 
able and easily moved for window or 
floor use. Design includes adjustable 
See ’ oi “ 7 shelves, illuminated shadow box sign, 
ssa3] pial er “i a © 4% and durable finish of washable plastic 
" colors. 


arra-(James 


POWER TOOLS INCLUDE: 


Model 32, 8” Tilt Arbor Saw, with exten- 
sions, V-belt, motor mount and motor 
& pulley. 

=) Model 212, Jig Saw 

Model 325, Belt Disc Sander 

Model 350, 12” Drill Press 

Model 595, 91%” Band Saw 

Model 900, 9” Gap Bed Lathe 

Model 395, 414” Jointer (Cast Iron) 


COMPLETE AS SHOWN 


Ouly, #294, 






CONTACT YOUR 
LOCAL JOBBER CORPORATION 


OR WRITE DIRECT SPRINGFIELD ) MASSACHUSETTS 
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The BEST is now BETTER than ever 


CHAN yg, LOCK 





Look at these features... 
1. Interlocking principle positively prevents slipping under any load Here’s the new, improved Channellock 
... the heavier the job, the greater the interlocking action. Plier—-bringing to you new features 


which offer more positive gripping, 
greater strength and longer wear. The 
undercut interlocking channel is the 


2. New type wide base lugs provide maximum cross section strength 
. . cannot shear. 


3. New nose design provides greater utility for gripping small objects. first really new idea in plier design in 
4. Patented design of tension edge provides more strength and elimi- years. Engineering skill has developed 
nates stress concentration at channels. a plier with new patented features 


which give you the newest, strongest, 


5. New interlocking design minimizes stress on joint bolt. mesh quate dies yeu Ginitek Ghee 
6.. Precision machined interlocking surfaces provide perfect fit, thus is a plier that will last for years! Chan- 

distributing pressure evenly. nellock Pliers—made only by Champion 
7. “Rite Angle’ teeth guarantee maximum bite and minimum wear. DeArment Tool Co., Meadville, Pa. 


Channellock pliers are listed in 


Sead fr YOu Catalog Loday. the Yellow Pages of most Tele- 


phone Directories under "'Tools"’ 


DESIGN > 
g Ha 
vt r OTH 
SALALAEL AA i . S8soretes A e, 
(2 la 


CHAMPION DeARMENT TOOL CO. e MEADVILLE, PA. 
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Make a resolution right now to simplify your saw 
line next year . . . concentrate on the fast-movers 
. . . standardize with Atkins Silver Steel. 

Here in one quality line you’ll find the right saw 
for every customer, the right blade for every wood 
or metal, the right size for every cutting job. With 
this one complete line, you’ll eliminate confusion in 
pricing and inventory. You'll save time in stocking 
and handling. Your salespeople will know the fea- 


tures and do a better selling job. 


CATCH THOSE 
LAST-MINUTE SHOPPERS! 
You still have time to get a good share of 
Christmas business by featuring Atkins 
Silver Steel Saws. Put these popular gift 
Items on display right now—in your win- 
dow, on your counters, in all your special 
Christmas promotions. 























IMPLIFY 


your saw line... 


_ 
we 
standardize with 


Silver Steel 


Take the Atkins 65, for example. This famous ship 
model answers every hand saw need—with the Per- 
fection handle that’s always comfortable and gives 
accuracy to any job, with three lengths for personal 
preferences, with a special scaled-down 65-J counter- 
part for smaller hands and tighter work. Other uni- 
versally-used models in every price range. 

Call your Atkins wholesaler now. Let him check 


over your stock and recommend the Silver Steel 


models that cover the requirements of your trade. 


ATKINS 


Siler Stel 








ATKINS SAW DIVISION, BORG-WARNER CORPORATION 


(Successor to E. C. Atkins and Company) INDIANAPOLIS 9, INDIANA 
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SET No. H-97. Four high 
speed drills, 54” to 4”, all 
with 14" shank, for use in 
metal or wood. Steel con- 
tainer with slide cover. 


SET No. H-14. Five 
drills, 144” to 14”, all with 
\4" shank. These are spe- 
cial woodworking drills, 
but they also can be used 
in soft metals. 









SET No. H-57. High Speed 
(Set No. H-26, Carbon). 
Eight drills, 4%" to %”". 
Plastic container, with 
drill sizes plainly marked. 







SET No. H-13. Bit-stock 
carbon steel drills, for 
use in metal or wood. 
Clear plastic case; drills 
always in full view. Nine 
sizes, 4” to 34”. 





i ie a Ld | 


SET No. H-271. Seven 
high speed, short length 
drills—%" to 4%" by 
32nds. Container is a 
clear plastic cylinder 
with screw cap. 


SET No. H-374. High 
Speed (Set No. H-174, 
Carbon). Contains 21 
drills, from 4%” to 34” by 
64ths. Sturdy steel con- 
tainer with hinged lid. 


FARMER ¢ HOME OWNER « ELECTRICIAN 
REPAIRMAN ¢ MACHINIST e HANDY MAN 
HOBBYIST @ SERVICE MAN @ MECHANIC 
Everyone who buys drills is a good prospect 
for C@veland Drill Sets. These sets have 
many advantages, such as— 

e A range of sizes for every type of work. 

@ Always the right drill on hand for the job. 
® Compact, good looking containers keep 

drills neatly in place. 


e Less chance of drills being lost or mis- 
placed. 

e Each set contains C@eeland Dcills, 
famous for high quality and dependable 
performance. 

That’s why it pays to display C@veland Drill 

Sets for steady profits all year ’round. Six of 

the popular numbers are shown here. There 

are many others. Ask your Hardware Jobber 
for information on the complete line. 


rut CLEVELAND must ven co 


1242 East 49th Street 


Cleveland 14, Ohio 


Stockrooms: New York 7 * Detroit 2 + Chicage 6 « iis San Francisco 5 * Los Angeles 58 
E. P. Barrus, Ltd., London W. 3, England 
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@ Glass cc 


attractively 
oe TO nen ey items ¢ Stu 
Choose CRESCENT oz CRESTOLOY | ‘--: 
finish ¢ Co! 
@ Since more Crescent and Crestoloy Adjustable The 15”, 18” and 24” sizes, available in Single End nite oe 
Wrenches are sold today than any other brand, an pattern only, are distinguished by their tapered mess 
explanation of the differences in these two famous handles. There is no stronger or finer Adjustable mig ’ 
Crescent tools may be appropriate. Wrench than CRESTOLOY. uses, f oe 
CRESTOLOY Wrenches are forged from a special CRESCENT Wrenches are forged from selected — 
alloy steel permitting thinner, trimmer design with carbon steel and specially heat-treated to increase 
greater strength and less weight than conventional their toughness and durability. Due to their lesser 
types. They are available in Single End patterns, cost and relatively great strength, they are widely WHY EV 
4” to 24” size. Double- used in industrial and service operations where MODERN 
end in four models thinness is not essential. Available in Single End 
combining 4-6; 6-8; Patterns, 4” to 18”. @ Comple 
8-10; 10-12 inch sizes. . ; : 
Both iepocund represent the best in design and @ Balanc 
GET YouR FREE COPY! workmanship, and carry the same guarantee. end we 
This new 20-page booklet ‘i 
provides many useful how- t Retail 3 
to-do-it ideas for both 
amateurs and professional ¥ The bo 
mechanics, as well as basic 
information on the proper é Hel s 
lection, u d f ‘ PS | 
the aa CRESCENT TOOLS 
tions. Write today. ® Increas 


Crescent is our trade-mark, registered in the United States and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YORK 
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pen BOLT BAR 








@ Glass compartments 
attractively display 106 
items ¢ Sturdy construc- 
tion, washable enamel 
finish ¢ Colors: Coral & 
gray with black kick- 
board Illuminated illus- 
trations of typical bolt 
uses, fluorescent light, 









approved wiring. ; (| | . 
\ re \ 
~ > 


* 


% 


WHY EVERY 
MODERN HARDWARE STORE NEEDS A BOLT = 


ay Sh 
@ Completely eliminates time-wasting fumbling Ag and searching. 
@ Balanced stock of 106 fastest moving hardware sizes of carriage, machine, lag, stove bolts 


and washers. 


@ Retail price tickets -@ each item priced for 50% profit. 
@ The bolt gauge gt and carry home bags ‘jp save your time and your customers’, 
@ Helps you beat chain store competition! 
@ Increases store traffic ARERR and helps sell other products, 


and most importantly. ee 
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When you sell a DeEWatt “Power Shop”... 
look at all the extra business you create! 








ories! 





The wonderful thing about the De Walt ‘Power Shop’”’— 
beside the fact that it practically sells itself when you 
demonstrate it—is all the extra business that it brings you. 
You not only make a high profit on the ““Power Shop”, 

but customers also buy accessory attachments like shapers, 
sander-boring sets, dado heads, lathes, jig saws and 
grinders. And, too, your customers buy all the 

materials and items necessary to make pieces of 

furniture and other equipment. 


Profit-Padding Access 
\ 





—-——— 
———— 
_— 





Your profit possibilities on a wide range of products are 
almost unlimited when you sell the De Walt “Power Shop”. 


Remember, the De Walt “Power Shop” is nationally advertised 
in widely-read publications that pre-sel/ your customers. 


. - an x 
Write to Dept. WA-12, Lancaster, DeWalt Inc fj i) Lancaster, Pa 
Pa., for full details on the DeWalt Ast 


“Power Shop’’. Find out how easy 
it is to demonstrate and sell...how 
it will bring quality-minded cus- 
tomers to your store for greater 


sales and PROFITS. POWER SAWS 
Subsidiary of 
AMERICAN MACHINE & FOUNDRY COMPANY, N.Y. 








GRINDER 
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different gradings of flint paper 















































3 

eee with the new simplified EXTRA COARSE 2" 
grading system pioneered by CARBORUNDUM - 
Now 5 simple descriptive gradings in Flint Paper by CARBORUNDUM 
— Extra Coarse, Coarse, Medium, Fine, and Extra Fine— replace the COARSE 1% 
cumbersome old 10 grade system! 
Makes your stocking job easier, because you need just half the num- i 
ber of gradings to cover all your customers’ sanding needs. Saves you MEDIUM Y% 
money on stock investment. Conserves valuable shelf space, too. = 
Best of all, selling these new descriptive gradings is easier. Every 1/0 
customer can understand the new markings. No more guessing or FINE 2/0 
“translating’’ what your customer asks for to the old number system 
which is puzzling to so many. 3/0 
STOCK...DISPLAY...SELL Flint Paper Sheets by CARBORUNDUM. EXTRA FINE 4 
Call your wholesaler today — order the new simplified gradings. /0 








Look to CARBORUNDUM 


TRADE MARK 


for PROFIT MAKING ideas in ALL abrasive products 


“Carborundum’” is a registered trademark which indicates manufacture by The Carborundum Company, Niagara Falls, New York 
90-73 


HARDWARE AGE, DECEMBER 11, 1952 29 














No. 845. 514 
plated with p 
aged 12 per | 
per box. 


No. 848. 8” | 
with polished 
per box. Wei; 


No. 8410. 10 
plated with p 
aged 12 per b 
per box. 


EDGE TOOL COMPANY 


Established in 1843 
LEWISTOWN, PENNSYLVANIA 


BARCA 
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BARCALCG 


BUFFA » 3 


No. 846 BARCALO SLIP JOINT PLIERS 


(with Diamond Knurling) 


614” long. Chrome plated with polished 
faces. Pkgd. 12 per box. Weight 4 lbs. 4 oz. 
per box. 


VERY man who lives in a house (and most of them do) is a 

prospect for not one pair of Barcalo pliers, but two. A pair 

for the basement work shop — and a pair for the garage... or 

Me. 845. 514” long. Chrome kitchen. That’s the smart way to sell ’em, because you get a 

plated with polished faces. Pack- faster turnover and a better profit. The smart way for you to 
aged 12 per box. Weight 3 lbs. a ; er a 

buy ’em is to always insist on Barcalo. Barcalo Pliers are drop- 


per box. 
forged from special analysis tool steel, and scientifically heat treated 
to insure customer satisfaction for years. Barcalo Slip Joint Pliers 
No. 848. 8” long. Chrome plated ; : ae ae 
ide polished fom: Packaged 12 have slim noses for work in confined places. Handles designed to 
per box. Weight 7 Ibs. per box. give added leverage. Diamond knurling provides surer grip. 


No. 8410. 10” long. Chrome 


plated with polished faces. Pack- P ° 
aged 12 per box. Weight 12 Ibs. iS 
per box. lo IG 


BARCALO MANUFACTURING COMPANY, BUFFALO 4, N. Y. 
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A farmer doesn’t wait long 
to show off his new Bethlehem 
Fence. He’s proud of its trim, busi- 
ness-like appearance, confident of 
its rugged durability. 

One glance at Bethlehem 
Fence—on the farm or in your 
store—shows why smart farmers 
are buying it. Inspect the tried- 
and-proved hinge joints “est the 
strength of the tough steel wires. 
Examine the smooth, vise-tight zinc 
coating that fights off rust! 

Here’s another reason for 
selling Bethlehem Fence. Your cus- 
tomers know the Bethlehem em- 
blem. They consider it a promise 
of superior farm products — the 
kind that pay off in extra years of 
dependable protection. 

Bethlehem Fence is made 
in all standard styles and sizes. It 
goes up faster and lasts longer 
when it’s installed on sturdy, easy- 
to-drive Bethlehem Steel Posts. 

Talk over your fence needs 
with your jobber today. And ask 
him about Bethlehem’s other top- 
quality steel products. They’re 
shown below. 


BETHLEHEM STEELCOMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast 
Steel Corporation. Export Distributor: Bethlehem Steel Export Corporation 





AUTOMATIC 
BALER WIRE 


BALE TIES 


BARBED WIRE 
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Advertisements like 
these, appearing regu- 
larly in regional farm 
Papers, catch fence 


buyers’ attention. 


NAILS AND STAPLES 


ae = 
1} 
| 


V 





7 \ 
VASE AA 


| “And we'll have a little white cottage with 








Bethlehem Fence around it.” 





CLOTHES LINE 


FENCE POSTS 
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STOCK eee 


CampBeLt CHAIN comes to you in tough 
fibre-board containers—made to withstand 


DISPLAY... 


the roughest handling. 


No wood to splinter . . . no nails to 


AND SELL 


snag hands or clothing . . . takes less 
storage room... in many cases, saves you 
cost of re-packing for re-shipment. 


.¢ a M P b E a i \¢ Hi Al Size, Grade and Working Load Limit is 


printed on label for quick, easy identification, 





more easily and 






profitably with 


: 
? 
"CAM-PAK” | [ifi=s 
: 
: 
1 


CAMPBELL CHAIN (ermpow 


Campbell Campbell 
“Cam-Pak” "Lever-Pak"” 
standard for all grades 
package unit of Campbell 
for Proof Coil Chain 
Chain and 
BBB Coil Chain 






a ps 


AVAILABLE IN 


These sizes and quantities, in self- These Fibre Drums—capacity 600 Ibs. 

colored and hot galvanized finishes —can be re-used. Lever action metal 
3/16”—250 ft. 5/16” —100 ft. head is easily replaced after opening. 
1/4” —150 ft. 3/8” — 75 ft. 


Chain for everyneed... INDUSTRIAL... MARINE... FARM... AUTOMOTIVE 


CAMPBELL CHAIN Coxsauy 





Ss 
lentes OFFICE ~YORK. PA. + Mectorice-<Vack, Be. ond Week Gedington, lowe EE 


MAKERS OF FAMOUS CAMPBELL LUG-REINFORCED TIRE CHAINS 


HARDWARE AGE, DECEMBER 11, 1952 33 








MANY USES MAKE MORE SALES 





makes play 
of spraying 











— 








shrub and bush ‘spraying. 





flower protection fly and mosquito control 





















the first consumer-priced power sprayer 


Now you can add another profitable product to your line of power equipment. Sell the John 
Bean Spraymate, the first high pressure power sprayer built to meet the consumer’s needs and 
pocketbook. Versatile, efficient, and rugged, the Spraymate is as much at home in the nursery- 
man’s business as in the flower fancier’s garden. It makes outdoor living more comfortable 
while it beautifies the home and grounds. It makes present methods of spraying as old-fash- 
ioned as the ice-box. It makes more money for you. 


SPARTAN FOR THE 
BIGGER JOBS 







Mail in this coupon today for the com’ 
plete story of opportunities for new profits 


with the Spraymate and the Spartan. Running mate of the Spray- 


mate is the John Bean Spartan. 

It steps in to fill the need for great- 
er capacity, or higher pressures. More 
and more in every way the trend is toward 
power equipment. 


dae wa B E A N bef AND. 


CHEMICAL CORPORATION 


NAME 








ADDRESS 











I 
! 
1 
1 
{ 
| 
{ 
1 
| 
! 
! 


rac i a ce a sie er i Sei a coca ae cams as ea ae ae 4 LANSING 4, MICHIGAN @ SAN JOSE, CALIFORNIA 
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WORK —that's what Columbian Rope 
is made for — brutal, punishing work 
where every fibre must be able to stand 
sudden strains and heavy loads month 
after month, in all kinds of weather. 


Fishermen who know their ropes insist on 
Columbian. It's easier to handle even 
when wet — non-kinking — waterproofed 
against rot — resistant to abrasion and 


wear. 
Look for the red, white and blue markers 


identifying Columbian Pure Manila. 
There is no finer working rope. 


COLUMBIAN ROPE COMPANY 
Auburn "The. Cordage City,” 


New York 


400-70 Genesee St., 


Red 


‘White 
Blue SSN +). 
4 
\\ | ROL 


2 ~~ COLUMBIAN | 


= : , TWINES Y ey 


TRADE cS 
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(Chase Pp: BRASS & COPPER 


WATERBURY 20, CONNECTICUT + SUBSIDIARY OF KENNECOTT COPPER CORPORATION 


36 


Chase’ screens on every door 
make mosquitoes plenty sore 


Made especially to 
meet your needs in 
varying widths. 


Choice of Chase Bronze or 
Chase Alclad Aluminum. 


Cuts faster, easier. 


Non-roll hexagonal 
packages, easier to handle 
and store. 


Lasts longer. 


¢ The Nation’s Headquarters for Brass & Copper 


Albanyt Cincinnati Houston t Minneapolis 
Atlanta Cleveland Indianapolis Newark 
Baltimore Dallas Kansas City, Mo New Orleans 
Boston Denver t Los Angeies New York 
Chicago Detroit Milwaukee Philadephia 





Pittsburgh 
Providence 
Rochester T 
St. Louis 

San Francisco 




















Seattle 
Waterbury 


( Tsales office 
only 
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HURRICANE SALES 
OUTLOOK BRIGHTEST 
IN HISTORY! 


JOBBERS REPORT SPECTACULAR 
SELLING SEASON AHEAD FOR ALL 
HURRICANE DEALERS! 


For another consecutive year, Hurricane Rotary 
Power Mowers have reached a new peak in popu- 
larity! The proof is plain to see. Many dealers 
are doubling —even tripling— their last year’s 
inventory commitments. Everyone handling Hur- 
ricane has discovered that customers want a better- 
built, quality mower—and that’s exactly what 
the Hurricane line offers! 

If you want a power mower line that really sells, 
one that builds bigger sales volume year after 
year, take on Hurricane. Use the handy coupon 
below to get full particulars. 


fe Sg. ui ” a 
HURRICANE SENIOR — one reason Hurricane sales are up year after year. 
This big, sturdy, 20” powerhouse is just what the doctor ordered for 
heavy-duty work of large suburban and estate lawns. Proper mowing with 
a smooth-cutting, close-trimming Hurricane is as much a part of good lawn 
care as seed, sod, fertilizers and weed-killers. 


HURRICANE PARTS AND SERVICE 
are always available. There's 


HURRICANE JUNIOR — a trim, lightweight, 18” copy 
of the big Hurricane that’s ideally suited for 
small and medium-sized city lawns. Here's a 
mower that builds business with every sale. Word- 
of-mouth advertising by satisfied customers brings 
prospects flocking to your store! Rugged con- 
struction, flawless mechanical design and economy 
of operation make Hurricane Junior a dream to 
handle. These mowers stay sold — customer com- 
plaints are a thing of the past! 


NATIONAL METAL PRODUCTS CO., INC. 


EPT, H-15, 2722 CHERRY STREET 
KANSAS CITY 8, MO. 


good money for you in this side- 
line, too. Your parts order is 
shipped the day it’s received... 
there’s no long wait for delivery, 
no embarrassing delay to explain 
to customers. Replacement parts 
and new modifications fit all 
machines — from a 1946 model 
right up to the latest 1953 design. 


MAIL NOW FOR COMPLETE INFORMATION! 


NATIONAL METAL PRODUCTS CO., INC. 
Dept. H-15, 2722 Cherry Street 
Kansas City 8, Mo. 


YES! Show me how Hurricane can boost my power mower sales and profits! 


WURRICANE GLIDER —the economy model. A 
sturdy, powerful, 18” mower that fills the bill for 
the “price-conscious” customer. Like all Hurri- 
canes, it has a 2 h.p. gasoline engine, automatic 
governor, full-floating friction drive, adjustable 
cutting height, hinged safety guard and grass 
throwout, and vacuum-lift suction blade. These 
quality features make selling simple — give sales- 
people powerful points they can hammer home 
with profit-making results! 


ao > z 

a 9 > 

20 ¢: 
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nn 
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They'e constant hardware users 
— these millions with Buy ON THEIR MINDS! 


ap ONLY natural that the families who are most active 
in improving their homes are your most active customers. 








guv- And the readers of Better Homes & Gardens represent 
— 3¥%-million such families! They undertake nearly 1%4-million 
— home improvement jobs a year. In addition, 7 out of 10 


families who are building new homes read BH&G! 














BH&G attracts just such families because it screens out indif- 
ferent readers—by devoting its pages exclusively to practical 
house improvement ideas—ideas for making home life richer, 
more enjoyable. 

The result is that hardware ads in BH&G are read with real 
interest—by readers with BUY on their minds. 


Br BUYOLOSICAL BRIEFC 


e 1,134,000 BH&G families bought cooking utensils for 
Christmas, 1951. 


e 514,000 BH&G families bought work-shop tools for 
Christmas, 1951. 


© 3,092,000 BH&G families bought something for their 
homes as Christmas gifts in 1951. 


MEREDITH PUBLISHING COMPANY, Des Moines, lowa 


a 


Serving tn More 
Se-iltion a 
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Thousands of dealers experienced a 
merchandising miracle in 1952! Thou- 
sands more will find the real pay-off in 
1953! 


And, all because Krilium*—a new name, 
a new product, a new idea—in six months 
became the leading national soil condi- 
tioner brand, outdistancing by a wide 
margin a large field of competitors. 


This record is not the result of a pub- 
licity “stunt.” It is a record of new sales 
—of important volume and _ profits— 
particularly significant since these new 
sales were made in an off season for 
garden products. 








KRILIUM DEALERS! 1953 will be the pay-off 
year—the first real all-out selling season! 
Start this year with confidence based on 
these key points: 


(1) The prestige and proved consumer 


acceptance of the Krilium name... (2) 
The experience of thousands of users 
who will be ready to buy again... (3) 


New customers, eager to buy since they 
have seen their neighbors’ results . . . 
(4) A line of Krilium products for every 
soil-conditioning need... (5) The back- 
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ing of a powerful toe-to-toe national ad- 
vertising campaign with tremendous 
local impact... (6) Abundant sales aids 
which deliver a strong selling punch 
across the retail counter. 


Krilium for every need 


Krilium is now being packaged in a line 
that appeals to every buyer—a home- 
garden mixture (Merloam* formula- 
tion) in 1-lb. and 5-lb. packages—full- 
strength Krilium (Loamaker* formula) 
in the 10-lb. package and the 25-lb. and 
50-lb. drums, especially for economical 
treatment of larger areas. 


Get your supply of the KRILIUM GARDENERS GUIDE 


This handy 16-page customer booklet is 
packed with useful information. Tells 
what Krilium is and how it works—in- 
cludes tables and charts on soil problems 
—how to determine soil requirements. 
Get bulk quantities from your distribu- 
tor, or write MONSANTO CHEMICAL 
COMPANY, Merchandising Division, St. 
Louis 4, Missouri. In Canada, Monsanto 
Canada Limited, Montreal, Toronto, 
Vancouver. 











wonderful “break-in” value for 
your customers. Packed 12 to the 


: 1-Ib. Package—Best for indoor use 
... handy shaker-top canister. A 
inlivs! 
Ne °g 
earton, 4 cartons per case. 


5-Ib. Package — Packs easily on 
your shelves. For both indoor and 
outdoor applications, setting out 
bulbs, repairing bare spots in 
lawns. Packed 6 per case. 


New 10-Ib. Package —Full-strength; 
more economical for large-area 
plots, for commercial and pro- 
fessional applications. Packed 4 
per case. Also in 25-lb. and 50-Ib. 
drums. 


*Monsanto Trade-mark Copyright 1952, M.C.C, 


7 
MONSANTO 


Ad. 


SERVING INDUSTRY . . . WHICH SERVES MANKIND 
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Hodeli Dog Chain assortment includes 12 chains 
complete with snaps and holders, on attractive 
two-color metal display hanger. 
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Make it easy for your customers to remember that 
they need chain... and ring up extra dollars on 
your cash register. The sales-building value of these 
Hodell Chain merchandisers has been proved in 
thousands of hardware stores. Available through 
leading hardware distributors, together with the : 
complete line of Hodell Welded and Weldless Chain 
—for home, farm, marine and industrial use. Hodell 
is the name for dependable chain! 


HODELL 


fo Hodell Chain Company, Cleveland 3, Ohio - 
. ca Div. of National Screw & Mfg. Co. § 


“National” Products 
Fasteners @ Hodell Chains 
Chester Hoists 








about these fast-selling e 


HODELL CHAIN 


ASSORTMENTS | 





The Chain that 
Serves the Best/ 










uustHOLa 











cand a 





Other profit-producing Hodell 
Hardware Specialties include: 


Hodell “Chainvenders” are available with any a complete line of Animal 


of six different fast-selling assortments. For a 
complete, compact chain department, display 


Chain assemblies; Hodell 


the Chainvender with Hodell Little Drums con- Porch Swing chains, a com- 


taining the four most popular sizes of Proof Coil “ 
Chain in either 100 Ib. or 100 ft. quantities. plete set to the carton; and of 


pa 


ait | ational 


exxexxexe’ 
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course the complete line of 
Hodell welded and weldless 
chains in standard hardware 
packaging. 





Hodell Household Chain counter display 
contains four of the most popular sizes 
of small chain for household use. 50 feet 
of each per reel: No. 16 Single Jack, No. 
2/0 Safety, No. 18 Register, No. 7 Bulldog. 





FASTENERS Sf HODELL CHAINS 


CHESTER HOISTS 


a ee ete sr 


nace teil tee eee 


HARDWARE AGE, DECEMBER 11, 1952 















Furnished ' 
Offset whee 


Removable 












20” TRIMMER TYPE ROTARY POWER MOWER 


The Cooper Cyclo-Mo model was designed with proper balance particularly 

in mind to provide the greatest possible ease of handling. The large 8-inch 

diameter rubber tired roller bearing wheels actually make handling much 
easier than pushing an ordinary hand mower. 


This new Cooper gives you everything expected in a Rotary mower - good 

design and construction, easy handling with plenty of smooth engine power 

under all cutting conditions, plus the added advantage of side delivery from 

the Cooper-built adjustable chute to the front that ejects all cuttings - grass 
and weeds - and eliminates wind-rowing or clogging. 


COOPER MANUFACTURING CO. vere nts 


Cyetomo §—— KLUWER 


The heavy full size 20” suction, or 
lift type blade fashioned from high- 
est grade tool steel mows fast and 
clean and is readily accessible for 
easy sharpening. The operating 
shaft is set in rubber to absorb ex- 
fra shock and prolong the life of 
the motor. 
18” and 20” cufting widths 


The tubular type all steel handle } Fully enclosed oversize Dia 
with comfortable rubber grips f mond chain drive @ Over 
stands up for easy and compact | & size enclosed Timken Ree 
storage. / bearings with aufomati 
takeup @ Unbreakable tubu 
lar steel handle @ Patented 
positive action, non-wearin; 
clutch. Simple, powerful 
Furnished with Briggs and Stration or Clinton (according fo availability) 2 HP self-locking @ Extra strong 
Vertical Shaft, 4 cycle engine, for plenty of power. H } zinc die cast alloy frame £ 
Offset wheels to one side provide closest possible trimming (within one inch of . u ; Zinc die cast alloy driv 
obstructions). r¢ aD es pinions with hardened stee 
Removable wheel studs with corresponding paris in solid aluminum deck provide : ’ inserts e Patented Quich 
range of cuffing from 112 low to 342 inches high. set’ height adjustment wit 
“ a range of “2” to 2%" ¢ 
Power driven weed cutfe 
(optional) 


27” Roller Type Mower /|jj/iM| ; Get the 


Rubber covered steel roller and | rr - re . 
» caster wheels. New positive } ty - j “EXTRA 

5 reel adjustment and new all- ‘ Bl ead = ' f c 
steel welded deck. Powered . —y: ~ rs 0 oope 
with 3.1 HP Briggs & Stratton — am | P 
motor. Rubber tired Riding Exclusiv. 

ulky (optional equipment). 

Feature: 


BUILT FOR THOSE WHO WAWT THE BEST 


FOR '53 - BIGGEST SALES PROMOTION IN COOPER HISTORY 


. ,. AMERIC 
Post . t Beller Homes American City FRICAN Flower Growel PARK 









= Ocean CITY-MONTAGUE DEALER NEWS 


“A” and Somerset Sts. 
Philadelphia 34, Pa. 





Montague City, Mass. 


ee 


IT AIN’T LOLITA, PEPITA, OR CHIQUITA! 
IT’S WANITA—back after nearly 12 months! 


One of the greatest fly fishing favorites of all time—the Ocean City Wanita Reel 
—is now back in production! Almost a year ago, metal restrictions clamped down 
hard and forced us to curtail production on the Wanita. Now that restrictions 
have eased off slightly, we’re going ahead on this famous reel as fast as we can. 


You'll remember that there is a “35” and “36” Wanita Fly Reel. Both are 
light, sturdy, and balanced to perfection, with a handsome black-baked enamel 
finish on die-cast aluminum alloy frame. The “‘35” has a 60- 
yard line capacity; the “36” a 100-yard line capacity. The 
**35” retails for $3.95; the “36” for $4.50. 


We know you'll be as glad as we are to see this appealing 
beauty back in circulation. 


And speaking of things new, the new 1953 catalog—con- 
taining complete illustrations and prices for both Montague 
Rods and Ocean City Reels—will be mailed to you during the 
first part of January. Naturally, all of our 1953 consumer 
advertising will offer the catalog free. 


If you should happen to miss your copy of the catalog 
in January, drop us a card asking for same. After all, not 
only does the catalog show you the stuff that will make 

ae money for you in the coming year, but it’s also mighty 
oa handy for fanning yourself when your Ocean City- 
Montague sales get even hotter than usual. 


By the way, have we wished you a Merry Christmas 
& { ___ and Happy New Year yet? We haven’t? Well, we'll just do 
Co something about that right now—good and loud, too— 


MERRY CHRISTMAS 
7 and a HAPPY NEW YEAR! 
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Tapatco 
leads in Dealer 
: | Cooperation 




















- Tapatco learned long ago that it takes more than just 
= good merchandise to do a successful job of merchandis- 
ns ing. That’s why, year after year, season after season. 
n. Tapatco does everything in its power to cooperate with 
an jobbers and dealers. Things like national advertising, 
counter cards, packaging . . . dealers everywhere agree 
el that Tapatco does the best job in its field. When co- 
0- operation like that goes along with truly outstanding 
1e merchandise, it’s a combination that’s hard to beat 
for sales and profits. 
2 If you haven’t handled Tapatco products... haven’t 
experienced Tapatco cooperation . . . call your jobber 
or write us. 
’ THE AMERICAN PAD & TEXTILE CO. 
GREENFIELD, OHIO 
: The Tapatco Reversible Parka is designed to pull in 
Tarpat-co produats make ideol gifts. Feature SSvicrauci nm 100% wot haem Doan 
them during the Christmas shopping season! scarlet. Choice of green or blue outer color. 





SPORT SHIRTS — Many pat- SLEEPING BAGS — Complete BOAT CUSHIONS — Recognized 
terns and materials. All designed assortment and price range. ow as the finest. U. S. C. G. approved. 
especially for the sporting goods available in FULL COLOR. Many attractive designs. 


Ta pato ... You Can’t Buy Better to Save Your Life 
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THE FIRST REAL PIPE 
THAT IS PLASTIC! 
CARLON CARLON .. . the fastest selling pipe in America 
1S today . . . is its own salesman! The features H 
FLEXIBLE! your customers want in piping are built into ol 
CARLON. It is easier to handle, faster to in- — 
stall, and lasts many years longer than ordi- ot 
nary pipe. CARLON is convenient to stock, too, ing 
because it requires minimum space and 400- : 
, , ‘ be 
EVERY FOOT foot -_ weigh as _ as ™ son _ oa 
IS FACTORY Try it . . . tomorrow's pipe today! % ~ 
TESTED! Write today Leadon, are 
for literature. 17S rec 
are 
ho: 
STRIPED FOR wil 
POSITIVE he: 
IDENTIFICATION LENGTHS ] 
UP TO sur 
400 FEET sut 
| toc 
GUARANTEED , Role) ai ze): 
AGAINST THIS EMBLEM 4 
ROT, RUST AND SMOOTH INNER ON ALL CARLON 
CORROSION | & WALLS CUT FITTINGS! It 
Sug FRICTION LOSS Pa ah stir 
sy | 
A Ww ‘ Ot of 
—" (CP) is 
wa 
Fai 
’ » PRODUCTS 
‘ Ng CORPORATION 
Pioneers in Plastic Pipe . 
: In Canado: Micro Plastics, Ltd., Acton, Ont. PUI 
oueet 10302 MEECH AVENUE - CLEVELAND 5, OHIO SET: 
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Here is a brand new cellar drainer! The com- 
plete unit— motor and pump — operates under 
water. You'll sell more of this model than any 
other —for newly built homes, and for replac- 
ing old pumps. 

The new Fairbanks-Morse cellar drainer can 
be installed in a sump with a base 16” square 
and 16” deep. No float adjustment is necessary; 
operating range is set at the factory. Big screen 
area in base permits only trash-free water to 
reach the impeller. Motor and operating switch 
are enclosed in a water-tight, stainless steel 
housing, which also serves as a float control. It 
will discharge as much as 3600 gph. against a 
head of 10 feet. ’ 

Be ready to get more than your share of the 
sump pump business in your area with this new 
submersible unit! Check your stock and order 


today! 


Our dealers are “going to town” with 
FarRBANKS-MorsE Submersible Pump! 


It will be a shame if you fail to get your share of the deep well business 
stirred up by our sensational Submersible Pump. 

This new pump has many selling features including water lubrication 
of motor and pump, simple installation, minimum use of pipe, and abso- 
lutely quiet operation, because both pump and motor are down in the 
well! Get the facts on a profitable Fairbanks-Morse dealership for 
water systems, cellar drainers and other fast-selling products. Write 


Fairbanks, Morse & Co., Chicago 5, IIL. 
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FAIRBANKS-MoRSE 


a@ name worth remembering when you want the best 








PUMPS * HOME WATER SERVICE AND LAUNDRY EQUIPMENT * ENGINES * GENERATING 


SETS © HAMMER MILLS © MAGNETOS »* 
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You dont have to sell a woman on 
Stanley “Roll-Up” barage Doors 


If she drives—and each year more and more married women operate 
the family car—you don’t have to sell her on Stanley “Roll-Up” 
Doors. Give her an upward-acting garage door every time ...a 
door she can easily manage herself, in any kind of weather. 

But drive or not, the smart modern appearance of Stanley 
“Roll-Up” Garage Doors appeals to a woman. ‘‘Dresses up’’ her 
home. And with the lady of the house responsible for 83% of the 
family’s purchases*, her preferences have an important influence 
on the things a man buys. 

That’s where the Stanley trade mark on garage door equipment 
comes in—helps you clinch the sale. Women as well as men know 
the name “Stanley” . . . know that it stands for the best in hard- 
ware. More than a trade name, it has become, over the years, almost 
a household word. 

Stanley capitalizes on these sales-advantages in its national ad- 
vertising. Which makes it easier still—and more profitable for you— 
to sell Stanley Garage Door Equipmentf. Write for full details. 


* According to recent estimates; source of information on request. 
g 3 


TFOR ANY RESIDENTIAL GARAGE DOOR THAT LIFTS * SLIDES * SWINGS * ROLLS * FOLDS 





ST A N LEY The Stanley Works, New Britain, Conn. 





tan «sea — 

Stanley “Swing-Up” Doors 
One of the most popular types of up- 
ward-acting garage doors today. 
Stanley “Swing-Up” Door equip- 
ment can be applied on new or old 
stock doors. With remodeling ex- 
pected to outstrip new construction 
in the months ahead, “Swing-Up” 
Garage Doors should be among your 
biggest profit-builders. 


HARDWARE e TOOLS e ELECTRIC TOOLS e STEEL STRAPPING e STEEL 


Reg. U.S. Pat. Off. 
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3 cmart moves foward hettor business... 








(1) A modern 
Pittsburgh Store Front 
... colorful and attractive 


Blish Hardware Company, Manchester, Connecticut. 


(2) An interior 
that’s on display... 
night and day 


W. P. (Bill) Atkinson Lumber & Hardware, 
Midwest City, Oklahoma. 


Architects: Noftsger & Lawrence, 
Oklahoma City, Oklahoma. 


(3) A doorway that says ““welcome”’... and ““come back again” 


R. Landriault Hardware, Eastview, Ont., Canada. Designer: Pierre Guibert Ltd., Eastview. 








HESE three examples indicate the unlimited possiblities of Pittsburgh Prod- 
ye in helping to attract the passer-by, stimulate his desire to buy, draw 
him inside to make a purchase. (1) A bright, sparkling front—such as this one 
featuring a Carrara Structural Glass facia and Pittco Metal pilasters and bulk- 
heads—gives your store that progressive look that critical shoppers look for. 
(2) An open-vision front of Pittsburgh Plate Glass and Pittco Metal dramati- 
cally displays your hardware for all to see . . . and want.*(3) An unobstructed, 
all-glass Pittsburgh Doorway fairly beckons the prospective customer inside. 
Give your hardware store the power to make passers-by stop, look . . . and buy. 
Modernize with sales-winning Pittsburgh Products. 





Store Fronts 
and Interiors 
by Pittsburgh 
% 7 


Pittsburgh Plate Glass Company 
Room 2168, 632 Duquesne Way, Pittsburgh 22, Pa. 


7 your Without obligation on my part, please send me a FREE copy of 
e your modernization booklet, “‘How To Give Your Store The Look 


store That Sells.” 
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CHEMICALS - BRUSHES - PLASTICS - FIBER GLASS 


GLASS 


PAINTS 








PITTSBURGH PLATE GLtass COMPANY 
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More and more people want 


G-E HEATING CABLE SETS 


for home, farm, and garden 


This forceful Sales Promotion 
Program backs G-E Heating Cable 





Ads in Sat. Eve. Post, 
Better Homes & Gardens 





Newspaper ad mats 


Fact-filled leaflets 














Section D61-1238, Construction Materials Division 
GENERAL ELECTRIC COMPANY 

Bridgeport 2, Connecticut 

Dear Sirs: 


| | want information on heating cable sets. Please give me 
| the names and addresses of G-E distributors near me. 


Address__ — 


City__ a State 


| 

| 

| 

; | 
| 

4 


Here’s cold-weather business that’s yours for the asking. 
Thousands of homeowners, farmers, growers, and small 
businessmen need and want General Electric heating-cable 
sets ... to protect water pipes, eaves, gutters and down- 
spouts from freeze-ups . . . to heat hotbeds, cold frames, 
greenhouse soil. 


Compactly packaged for eye-catching display, backed by 
forceful sales promotion, G-E heating-cable sets move fast. 
They come in handy sets of 30 and 60 feet of cable formed 
into 15-foot and 30-foot “hairpins” with ends assembled into 
a weatherproof plug .. . for 110 volts. Also 120-foot sets 
formed into 60-foot “hairpins” for 220 volts. Get your share 
of this big-profit market. Order the complete G-E heat- 
ing cable promotion program from your G-E Construction 
Materials distributor. Convenient coupon brings address of 
those nearest you. Construction Materials Division, General 
Electric Company, Bridgeport 2, Connecticut. 


GENERAL G@ ELECTRIC 
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cked by 
ve fast. 
formed 
led into 
s0t sets I . ; : . ‘ 
> sheen TS SIMPLE. U.S. Royalastic first of | ance to water, oils, acids, alkalies and 
» teak all does the job better. It is easy to ap- corrosive chemicals. Sticks snugly to 
peiatied ply, saves space and has high dielectric irregular surfaces. 
Sioa strength. Royalastic, makes a slender United States Rubber Company is 
“eer splice—no more bulky, crowded junc- now a single source for every electri- 


tion boxes—saves work time in 
jammed-up, hard-to-get-at spots. This 
tape provides complete mechanical 
and electrical protection. It has high 
tensile strength and excellent resist- 


cal tape. In addition to U.S. Royal- 
astic, there is U.S. Security Friction 
Tape, and U.S. Security Rubber Tape. 
For more repeat business, the thing 
to do is to use “U.S.” 


In plastic tape, 


why do electricians 


prefer 


U.S. Royalastic? 






C UNITED STATES RUBBER COMPANY 


MECHANICAL GOODS DIVISION + ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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gift 
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Libbey “Treasure Island” Host- 
ess Sets are beautifully pre- 
packaged. Stemware to re- 
tail for about $5.00 for box 
of eight; Tumblers to re- 
tail for about $3.00 for 
box of eight. 


Jiggers to retail for about $1.25 
for box of four. Prices slightly 
higher in South and West. 


50 








RASTABLISURD 


‘Treasure Island” 



















HOSTESS 
SETS 


ready for immediate delivery 


Here’s your chance to repeat on 
one of the most popular and success- 
ful Hostess Sets in the Libbey line. 

The tumblers and stemware in this 
complete beverage service set are 
decorated with scenes from Steven- 
son’s novel. Colors are permanent, and 
crowning each glass is a sparkling rim 


of 22-kt. gold. Like every glass made ; 
e 


by Libbey, drinking edges are guaran- 
teed: “A new glass if the rim of a 
Libbey ‘Safedge’ glass ever chips.” 
‘Treasure Island” Hostess Sets are 
beautifully prepackaged in Treasure 
Map gift boxes. They’re easy to wrap, 
easy to handle, easy to build into 
eye-catching selling displays. 


1818 


Many of your customers will want 
to complete the sets they’ve already 
started. Many others will want to 
give—and receive—them as gifts. 
Place your order now. Contact your 
Libbey Glass distributor . . . or write 





LIBBEY GLAS $-toitat Sot- @ 


LIBBEY GLASS, Division of Owens-Illinois Glass Company, Toledo 1, Ohio 
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TEST THIS SENSATIONAL APPLIANCE IN YOUR HOME! 


me ae, 
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7 way 


Complete Electric Si agemaey; 
Kitchen! = / 


e barbecues 


e roasts 
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e grills iio aoe 
e fries 
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HEAT CONTROL! 

e HIGH AND MEDIUM 

« LOW WARMING HEAT "WINDO-VU' 
SPATTER SHIELD 

*THIS IS THE ONLY GRILL-TOP 

ROTISSERIE MADE WITH 3 

CONTROLLED, ADJUSTABLE HEATS! 










JAY BROILER CO. 











192 E. 4th ST., N.Y.C. 9 8 

a 

Yes, send me _fiestas” @ $3597! 5 

Trial Test a 
‘tae Dealer's Name r) 
Dealer's Address a a 

2 

City State . 

Attention . 





JAY BROILER C0., 192 E. 4th ST., N.Y.C. 9 SA 


SEE JAY KAY REPRESENTATIVE AT THE HOTEL CONGRESS IN 
CHICAGO DURING HOUSEWARES SHOW JAN. 14th—JAN. 21 
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It will wreck your business if 
you let it 


@ It will make your last year’s 
best seller as unwanted as 


To lick it — to put new pep into your 


business — you need new merchandise, the plague 


fresh ideas, new contacts, more personal 


contact with the top men of your sources @ It will put a hole a mile wide 


of supply. You can’t beat obsolescence in last year’s sales 


— or your competition — with yester- 
day’s products or ideas. Bring yourself @ It will be the best friend your 


and your business up to date at the ee competition ever had 











NATIONAL HOUSEWARES EXHIBIT 
JANUARY 15-22, 1953 


(Exhibit not open Sunday, Jan. 


NAVY PIER, CHICAGO 


ae 


ae 


~WATIONAL HOUSEWARES MANUFACTURERS ASSOCIATION 


{incerporated not tor profit) 
1140 Merchandise Mart, Chicago 54, Illinois 


ee 
fs radiant 
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Ever since the last war started-—and 

we were chosen by Uncle Sam to make fuzes— 
we’ve been doing our best to keep on top 

of the flattering demand for Westclox. 


Now the government has called 
on us once again to make fuzes. 


The timing devices we’ll produce for the 
Armed Forces will be as near perfect 

as Westclox craftsmen can make them—even 
though the timing of this defense order may 
not be too healthy for your Westclox 

sales picture. But we know you wouldn’t 
have us do anythimg else. 





de 


We’ll still be making clocks, of course. But 


ur 
not as many as you’ll want or as we’d like. 


America will have clocks—just not as 
many Westclox as all our friends would like! 





In light of our long years of valued 

association, we hope that you will understand 

T and that we may continue to enjoy your 
encouragement and support in this 

most difficult situation. 


WESTCLOX 
riba & 


WESTCLOX, La Salle-Peru, Illinois + In Canada: Western Clock Co., Ltd., Peterborough, Ontario 
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Is a customer 
for 


Automatic 


Cabinet 
Model 


Combination 
Model 


Can and Jar Opener 


Standard 
Model 


Bachelor-girls, brides, mothers, 
grandmothers—EVERY WOMAN is 
a can-opener PROSPECT—and Most 
women want SWING-A-WAY—the 
can opener that gives them most in 
LOOKS, PERFORMANCE and PRICE. 


If you are not getting your share of 
the annual 12 million can opener 
market, let us show you how— 


Phone, Write or Wire: 


a IN CANADA: 
FOX AGENCIES, LTD. 


PORT CREDIT, ONT. 


SWING-A-WAY MFG. CO., 4100 BECK, ST. LOUIS 16, MO. 


HARDWARE AGE, DECEMBER 11, 1952 
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Retailer “= Jobber» Reabbermaid! 


. 


x: BR. Jones, vice-president, Blish, Mize & Silliman Hardware Company, RUBBERMAID SAYS: “Rubbermaid can 


Atchison, Kansas; Clarence Hartman, owner, Hartman & Sons Hardware, 

Shawnee, Kansas; C. B. Henshaw, salesman, Blish, Mize & Silliman Hard- P pay off in sales and profits for YOU . be- 

ware Company. cause women everywhere want and need*it. 
STOCK the complete Rubbermaid line . . . 

\\,. all items, sizes, colors. DISPLAY the com- 
plete line in a busy traffic spot . . . on the 
sales-tested Rubbermaid display unit. AD- 
VERTISE Rubbermaid in your local papers 
. .. tie-in with national advertising (mats 
are available). REORDER regularly to keep 
your Rubbermaid stocks complete.” 


JOBBER SAYS: “We promote Rubbermaid at 

every opportunity for good, basic business reasons. 

_ Rubbermaid sells fast for us and sells fast for our 

“<3 dealers. The profit is worthwhile and the product 

is supported by aggressive trade paper and national consumer 

advertising.” R. B. Jones, vice-president, Blish, Mize and Silliman 
Hardware Company, Atchison, Kansas. 


RETAILER SAYS: “Each year I find Rubbermaid 

sells better! It has now grown in demand to the 

point where Rubbermaid is one of the largest dollar 

volume housewares lines I carry in my store. I just 
wish we had more lines like Rubbermaid because it would be 
easier for me to run my store at a profit.” Clarence Hartman, 
owner, Hartman & Sons Hardware, Shawnee, Kansas, 


Kilbermai, @ wouseware 


The original ... complete... nationally-advertised line of rubber housewares. 


MO. THE WOOSTER RUBBER COMPANY, WOOSTER, OHIO 
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GILLETTE REPEATS 
RETAILERS’ ALL-TIME 
MONEY-MAKING DEAL / 

a 






















raves) Gillette Shaving Cream 


Wem | Here’s Another Chance 
eed Oe Sispenser To Profit On Famous 

Bonus Offer With The 
Fastest Sell-Through 


On Record * 
FULL PROFIT TO YOU! 


Special display cartons hold 
ten 98c units (5 Lather and 
5 Brushless—Blue Blade 
combinations). You pay only 
the regular wholesale price 
of 10 Gillette Blue Blade 
Dispensers holding 20 
blades each (200 blades). 


RETAIL—carton of 10 units $9.80 
This Offer Expires March 31,1953 





oK No. 1 personal-care 
products promotion as 
determined by America’s 
foremost market re< 
search authority. 





@ (ral - 
ON GILLETTE’S TELECASTS AND BROADCASTS OF THE ROSE 


Fegrure AND ORANGE BOWL GAMES AND FRIDAY NIGHT FIGHTS 
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a Wallace Tableware Line 


CREATED -PACKACEO -PRICEO 70 SELL{ 


#828—A low-priced yet dur- 
able line of spoons, forks and 
knives in a popular design. Car- 









bon steel base, double coated 
with pure Malacca tin. Bright 
sand lasting finish. 


44s 
4 











Topping the great Wallace tableware 
line this season are two exciting pat- 
terns of graded stainless — designed 
like sterling by famous Wallace crafts- 
men. “Trellis” and “Fleetline” (shown 
at right) will be advertised in five 
leading national magazines this fall 
as “The Tableware That Needs No 
Care.” It’s the tableware you can fea- 
ture for added volume—added profits. 
Complete display, promotional and 
merchandise details are available 
from your Wallace salesman or 
jobber. 





























FLORETTE—A distinguished 
steel base, silver plated pattern. 
Knives have stainless steel 
blades, silver plated handles. A 
popular seller. 









THE ADMIRAL pattern has a 
lovely, burnished, lustrous finish 











hold on chrome stainless steel. Qual- 
ity and value are outstanding in 
and their price class. 
(4 Ai] f f , a 
ade U4 Uj ly 
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BONNIE — Allegheny stainless 








9.80 with a bright mirror polish fin- 
ish. Dinner knives are two-piece 

3 all stainless steel. The pattern is 
neat, modern and smartly styled. 

e 

$ 

$ 

7 


WALLACE BROTHERS 


Division of R. Wallace & Sons Mfg. Co 


WALLINGFORD, CONNECTICUT 
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Why the Color Gallery is 
... an outstanding salesmaker 


Simple system — easy for your customers to under- 
stand and use. 








The colors you need to meet today’s demands, either 
traditional or modern ... pastels, in-between shades, 
deep tones. But not so many colors that customers are 
confused, sales slowed down. 


Shopper stopper display case — exquisitely beauti- 
ful “showpiece” that draws people to it and makes 
them buy. 


Brings in new customers — once they get the word 
from your old customers, lots of new ones will be in 
to see this marvelous Color Gallery. And to buy paint! 









more sales... 
more painter 





.» that’s what my 
new Color Gallery 
has done for 
John Schonveld 


“the paint man” from Kalamazoo 





“Take-home” chips that make it easy for customers 
to match up colors with home furnishings — that also 
tell them which colors go together. 


Pocket edition—a special “tool” for selling big- 
volume prospects, such as real estate developments, 
factories, hotels, schools, etc. 


Big name brand that’s nationally advertised . . . that 
people know and have confidence in. 


Outstanding paint value — every Color Gallery 
paint has the top quality all “Dutch Boy” products 
are famous for. The interior finishes are modern alkyd 
resin enamels ... with all this means in easy applica- 
tion, uniformity of finish, long service. 


Priced right— customers pay no premium for Color 
Gallery paints. They’re popularly priced, to appeal to 
the widest market. 
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more customers... 
and decorator business 














North, East, South, and West the “Dutch Boy” 
Color Gallery is helping dealers sell more paint 
.. + make extra profit. Put it to work for you! 


“The Color Gallery has increased our 


interior paint sales at least 17%,” writes Able 
Swanson, Swanson’s, Inc., St. Paul, Minnesota. 






Why the Color Gallery is 


... an outstanding profit-maker 








No Complicated Mixing—you save time. The Color 
Gallery is a simple “one-shot” system. You use only 
one blender for each gallon or quart of paint. 


Small Investment — you don’t tie up a lot of money 
in inventory. All you stock is a few bases, plus the 
necessary color blenders. 


Little Shelf Space Required — your entire stock of 
color blenders fits into an area the size of an average 
door. 


Exceptional Turnover —as you carry only a few 
base paints, you get much faster turnover with the 
Color Gallery than with regular paints. 
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The Pocket Gallery is a 
special tool for selling big- 
volume prospects: real 
estate developments, fac- 
tories, hotels, schools, etc. 


A beautiful “showpiece”. . . 


Filled with “take-home” chips that make 
color matching easy, the new “Dutch 
Boy” Color Gallery is 
an exquisitely beauti- 
ful “showpiece” that 
draws people to it and 
makes them buy. 


“The ‘Dutch Boy’ Color Gallery has 

turned out to be the outstanding 
salesmaker in our store.”” This from Elton Paint 
Company’s E. H. Schiller, Brooklyn, N. Y. 


BACK Easy 





[Down Sourn “Our increase in business of 27% can 
= be attributed to the ‘Dutch Boy’ Color 
Gallery.” |van H. Servais, Southland Paint & Lacquer 
Corp. of Miami, Florida, is doing the talking! 





“The Color Gallery has helped increase 
our wall paint volume by about 50% ,”’ 
says Arthur W. Ruff of Uptown Hard- 

ware, Portland, Oregon. And what's the report from 

Kalamazoo? Read the letter at left from John Schon- 

veld, “the paint man.” 





OUT WEST 





Have a look at this remarkable money-maker in 
your own store. It will pay you to do this whether 
or not you now have a color system. Just write or 
phone our nearest branch office, and a “Dutch Boy” 
salesman will be glad to show you the Color Gallery 
and explain its money-making possibilities more fully. 








* 


NATIONAL LEAD COMPANY: New York 6; 


Atlanta; Buffalo 3; Chicago 8; Cincinnati 3; Cleveland 13; 
Dallas 2; Philadelphia 25; Pittsburgh 12; St. Louis 1; San 
Francisco 10; Boston 6 (National Lead Co. of Mass.). meg. u.s. Pat. Of 
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THESE WIZARDS WITH WO00D 


Get the town’s population 
To thank helpful Hank 
With a great celebration 


— 
































Order 


from your 
Wholesaler 














Largest Selling Wood Glue — 


PLASTIC RESIN G L U e 
pag For making things 






or fixing things, 


( wetowaee) recommend Weld- 
tc =) wood Glue—for all 









wood - to- wood 

mC: “ bonds and many 
other uses. Makes joints stronger than 
the wood itself. Mixes easily with 
water. Stain-free, rot-proof, highly 
water-resistant! For hobbyists, home 
owners, contractors, carpenters! In 
self-selling display cartons! 10c, 15c, 
35c, 65c, 95c; 5 Ibs., 10 Ibs., 25 Ibs. 


RS aE 


WELDWOOD 

















Blond or pickled effects call for 


wire FIRZITE 


Recommend WHITE 
Firzite for magical 
b woodsy effects on 
hardwood or soft, 
plywood or solid 
lumber. For light 
pastel tones, recom- 
mend WHITE Firzite 
tinted with Colors. 
in-Oil. For soft wood and fir plywood 
paint jobs, recommend WHITE 
Firzite as an undercoat, to help pre- 
vent grain raise or checking. (For soft 
wood or fir plywood stain jobs, recom- 
ment CLEAR Firzite, to tame wild, 
unsightly grain. Over 40 million feet 
of fir plywood sold every week — what 


a market for Firzite!) “ In pints, quarts, gallons, drums. 
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How? How? How? A dozen 


times a day customers ask you 


how! How to fix wood... how to finish 


wood! Well, here’s how! Recommend 


Weldwood Glue, Firzite and Satinlac. These 
wizards give such wonderful results, they make 
friends for you wherever you sell them. 
And each sale gives you a healthy profit besides. 


UNITED STATES PLYWOOD CORPORATION 
Dept. 154, 55 West 44th St., New York 36, N. Y. 


caetnciineseiamaiaie 


Big demand for natural wood finishes, sells 


SATINLAC: 


The big modern style 
trend is for light 


: SATINLAC ® natural wood fin- 

é ishes — on furniture, 
24 wood panelling and 
woodwork. When 
customers ask you 
what to use, you'll 
make friends by re- 
commending SATINLAC. It brings 
out and preserves the natural grain 
and color-beauty of any plywood or 
solid wood. Water-clear Satinlac 
avoids that “built-up” look. Easy to 
brush or spray; dries “dust-free” in 
20 minutes, ready for next coat in 3 
or 4 hours. 
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from BOSTON, MASS. 
THE BOSTON PUTTY & BUILDING SUPPLY CO. 
Salesman A. I. MILLER reports: 


“The town of Brookline has an indoor swimming pool under 
which is a wash room, used for the purpose of washing 
towels and so forth. At one time, loose tiles were detected in 
the pool. As a result, the pool was drained and the tile 
repaired. For some unknown reason, the pool developed 
a condition of seepage outside so bad, that it made con- 


KAY-TITE Jobbers Tell Us... 
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ditions in the washroom unbearable. 








KAY-TITE 


PROTECTS MASONRY 
AGAINST 
WATER SEEPAGE 








FOR WHITE 


BRICK and 
CREAM GREEN 
STUCCO BUFF BLUE 
CINDER BLOCK | vow ints 


ROSE 


ROUGH MASONRY SPANISH BUFF BRICK RED 
UNGLAZED TILE | COLORS 
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“Mr. Talmanson of Brookline Hardware Co. was consulted. 
He recommended the use of Kay-Tite. As a result of this 
application, the seepage was stopped. The town of Brook- 
line now recommends and specifies Kay-Tite, and only Kay- 
Tite, for any similar condition, regardless of claims of com- 
petitive products.” 


from NEWARK, N. J. 
IGOE BROTHERS tell of two large suburban depart- 


ment stores with their entire outsides finished in Kay-Tite. 
They are Lord & Taylor at Millburn, N. J., and Best and 
Company in East Orange, N. J. 


from RICHMOND, VA. 
RICHMOND BUILDERS SUPPLY CORP. states: 


“We have recently sold sufficient of this material to do about 
nine houses in Maymont Section of Richmond. These houses 
are owned by Mr. Sid Jaffe who operated as Mohawk 
Improvement Company. He was well pleased with the job 
which Kay-Tite did for him and we shall be very happy to 
show this project to anyone who may be interested in seeing 
same.” 


ARE YOU GETTING YOUR SHARE 
OF KAYTITE BUSINESS? 


WRITE FOR FACTS and PRICES 
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One of a Series of Historical Advertisements Illustrating Progress in the Housewares Field 
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When the curtain rose on the grand-daddy of all housewares shows 
—August 6, 1906—not even its most optimistic sponsors could fore- 
see the great influence that trade shows were to exert on housewares 
merchandising. Both buyer and manufacturer benefit by the oppor- 
tunity to meet—to examine new items... to re-evaluate established 
products with eyes sharpened by current market needs. As far back 
as 1906 and to this day, Autoyre products and policies have always 
been shaped by market needs—to the benefit of our customers... 


1 953 7 and our customers’ customers. 
... See you at the 


National 

Housewares Show a 

Navy Pier, Chicago UVF, COMPLETE MATCHED LINES OF ACCESSORIES FOR BATHROOM - KITCHEN - CLOSET 
Booth 380 The Autoyre Company * Oakville, Connecticut, U.S. A. 

January 15-22 
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MILL SUPPLIES WHOLESALE HARDWARE 

















PACKAGED FASTENERS 


A strong, attractively de- WOOD SCREWS e STOVE BOLTS ¢ TAPPING SCREWS 

signed telescope-type pack- MACHINE SCREWS e DRIVE SCREWS e THUMB SCREWS e SEMS SCREWS 
“ae STANDARD SLOTTED AND PHILLIPS RECESSED 

eee nak — WING NUTS e CAP NUTS e HEXAGON AND SQUARE NUTS e WASHERS 


generate quick repeat sales. THE CHOICE OF BETTER DISTRIBUTORS 


LOS ANGELES, CALIF. CHICAGO, ILL. 


vu Can Depend on Central’ 


Ginn CENTRAL SCREW COMPANY 


3501 SHIELDS AVE., CHICAGO 9, ILLINOIS 
3028 £— ELEVENTH ST. LOS ANGELES, 23 CALIF. © 149 EMERALD ST. KEENE, NH 
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DISPLAY BOARD 
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NATIONAL LOCK COMPANY = ROCKFORD. 1LLINO!S 


* Sells Easily 


* Requires Low 
Investment 


. >IT oo) 
* Moves Easily ea rf 
Ped 9 


* Meets Popular 
Demand 


* Utilizes 
Minimum AL ‘ pe. 
Counter Space _ e ~~ eS | W, 
a ik —— proach to 
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| — solving it: 
SOLD ONLY meeting s 
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Here's an eye-catching display of National Lock brass hardware, carefully separated 


selected for ease of selling and popularity. Including a handsome natural Nistinctive floor. Th 
birch finished display board, the assortment offers such “in demand” 2 must be v 
items as narrow butts, broad butts, mending plates, angle irons, hasps, Hardware... includes a 


butterfly hinges, label holders and more. All are also available on open ALL a te a 
Manuais tc 


stock orders. Requiring only a nominal investment, the A80 assortment with Thus me 
display board utilizes a minimum of counter space to best advantage. FROM ] SOURCE a hardwar 
Ask your jobber today about this attractive National Lock profit maker. service as 

A. L. Co 


NATIONAL LOCK COMPANY merchandi 


cal being. 
ROCKFORD, ILLINOIS * MERCHANT SALES DIVISION gathering 
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Neli-Service 
With Service 





Worn new fixtures to achieve a modern ap- 
proach to selling and service, the Cooper Hardware 
at 2512 W. Third St., in Dayton, Ohio, is nearer to 
solving its problem of getting faster turnover and 
meeting supermarket and chain store competition. 

The solution for this hardware store is a two-part 
answer. 

Part 1 is displays and display fixtures that encour- 
age a maximum of self-service in the supermarket 
Manner. It includes the use of shopping carts and 
check-out counters. 

The second part is a special service department, 
separated from the self-service section of the selling 
floor. This department takes care of anything that 
must be weighed or measured by an employee, and 
includes an extensive rental operation. There is also 
a novel rental library section, stocked with books and 
manuals to give Mr. Fix-It “how to” instruction. 

Thus merchandising at this store emphasizes that 
a hardware store is the place to buy hardware and get 
service as needed. 

A. L. Cooper, however, spent two years evolving his 
merchandising program and translating it into physi- 
cal being. He surveyed stores from coast-to-coast, 
gathering ideas, the best of which are incorporated in 
his remodeled premises. 

As a result, the sales floor features 13 specially de- 
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® Can a self-service hardware store 
still fulfill a service function? 


By combining two of the best 
merchandising techniques of 
the modern hardware store and 
the supermarket, this hardware 
dealer has increased his turn- 
over and profits! 


signed island display units, each 4x9 ft, for displaying 
small housewares, electrical items, cleaning items, 
plumbing specialties, and similar merchandise. 

Made of knotty pine, these fixtures match the wall 
display areas which show builders’ hardware, house- 
wares, sporting goods, clocks, electric housewares, 
paints, and other lines. 

Hardware and other staples such as bolts, screws, 
nails, latch sets, are stocked in the special service 
department at the rear of the store. This department 
has its own sales staff of five people, and its own cash 
register. 

Separating this merchandise from the main part 
of the store, under the control of salespeople not 
only keeps the stock from getting mixed up, but also 
enables salespeople to keep a closer watch over the 
inventory. 

At the front of the store, two attractive black iron 
railings, 31 in. high, form two aisles, one for cus- 
tomers entering the store, the other for those leaving 
with their purchases, and who must pass the check- 
out counters. 

There are two check-out counters where cashiers 
and checkers are stationed. These counters are formed 
by knotty pine islands, rectangular in shape, each 
forming a 7x8-ft. working area. 

(Please turn page) 
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. iron railings separate two check-out units. Two ... all fixtures—built to encourage self-service 
side aisles give entry. Note placards offering rental were especially designed for store. Each is of 
goods and other store service. knotty pine with special display space at ends. 








These counters are also used for 
displaying such items as shells, 
stee] traps, thermometers, electric 
hair clippers, and other’ small 
items, which customers can pur- 
ehase on their way out of the 
store. The purpose of their loca- 
tion here is to keep this mer- 
ehandise under close surveillance 
in order to prevent pilferage. 

The main display and sales area 
is directly behind the check-out 
counters. There, the island display 
units are placed 4 ft, 8 in. apart to 
allow unimpeded traffic flow through 
the store. 

This area is staffed by a mini- 
mum number of clerks, who, while 
they may direct customers to the 


... special service department, 
extending across rear of store, 
offers rental equipment, me- 
chanical services and extensive 
rental library of technical 
books and manuals. Owner Roy 
Cooper stands behind counter. 


. . . home built sporting goods 


display fixture adaptable for 

showing guns or fishing rods. 

Unit measures 14 ft in length 

and stands 7 ft high at the 
center. 


various sections, generally leave 
them alone to make their own mer- 
chandise selections. 

All island units and wall cases 
were built of knotty pine by Roy 
Cooper’s brother, Harry, who is an 
expert cabinet maker, and a mem- 
ber of the store’s organization. 
Most of the units are cut back 8 in. 
at the ends to allow using the end 
sections for display. 

This is accomplished by attach- 
ing perforated metal sheets at the 
ends of each island. The hardware 
used for displaying the merchan- 
dise is easily removable to permit 
a variety of display arrangements. 

Some of the islands, however, are 
cut back 24 in. at one end to pro- 





vide display space for the larger 
items. These are set in place on 
the bottom shelf extension of the 
island unit. 

All island fixtures are of a stand- 
ard height, 48 in., so that shoppers 
have an unobstructed view of every 
part of the store. This standardized 
height also enables the store staff 
to maintain close observation over 
the merchandise displays, and to 
guard against pilferage. 

The wall display fixtures, which 
are of knotty pine, have their back- 
grounds and shelves painted black 
to show off the merchandise to best 
advantage. Shelf edges, however, 
retain their natural wood finish. 

Shelving for these units is 




















stepped up: the bottom shelf being 
36 in. deep; the next shelf, 20 in. 
deep; the next 15% in., and the 
top shelf, 12 in. deep. No mer- 
chandise is displayed on top wall 
fixtures. If it were, it would ham- 
per the self-service idea. 

Walls above the shelves are 
painted a deep green while the ceil- 
ing is a pale yellow. 

The narrow ledges at the base 
of the full-vision display windows 
is used for arranging window dis- 
play of small items. These are set 
in small boxes, 11x13 in., similar to 
gardeners’ flats, but with scalloped 
edges, and finished in black to make 
them more attractive. The boxes 
are placed, one next to the other, 
along the window ledge. 

Paints occupy about one-half of 
the wall display area, at the right 
hand, rear of the store. Attention 
is called to builders’ hardware by 
a unique display technique, which 
consists of a door, with all fittings 
on it, leading into a false building 
front which extends a few feet 
from the wall. 

A novel sports goods department 
has been created by the construc- 
tion of what appears to be an over- 
size, old-fashioned sideboard. Made 
of knotty pine, the unit is 14 ft 
long and 7 ft high at the center. 

This unit contains a rack for 
guns that is easily convertible to 
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... eye-catching 
display in paint 
department fea- 
tures a wide va- 
riety of brushes 
and other relat- 
ed merchandise. 


... front of store 
is plainly marked 
with name in 
large _ lettering 
and a very large 
arrow. Identify- 
ing sign is visible 
for long dis- 
tances. 


displaying fishing rods. A feature 
of the rack is that it secures the 
guns by a wooden bar at the top 
which is locked so that the firearms 
cannot be removed for examination 
by a customer unless a sales clerk 
is at hand to release the bar. 

The counter section at the front 
of the unit serves to display small 
sporting goods. A second display 
unit, in front of this fixture, com- 
pletes the display facilities for 
sporting goods. 


All Items Price Marked 


Since pricing is of utmost im- 
portance in the smooth function- 
ing of a self-service store, all mer- 
chandise on display is_ price- 
marked, either by a rubber stamp, 
similar to those used by food mar- 
kets, or carries a price ticket or tag. 


And to make certain that all 
prices on tickets are clearly marked, 
a modern marking machine is used. 
It is always plainly stated whether 
the price refers to a single item, 
or a set. 


The second phase of the Cooper 
Hardware merchandising program 
—the service department—is as 
important to the success of the 
overall operation as the display 
section. It is the fact that the 
store has not abandoned its service 
function in adopting supermarket 





selling techniques that gives it a 
real advantage over competition. 

A special placard at the front of 
the store lists all of the depart- 
ment’s various functions. And 
these are many. 

Separated from the front of the 
store by an attractive knotty pine 
partition, the service department 
has equipment and stock for cut- 
ting and threading pipe, key mak- 
ing, sharpening tools and scissors, 
handling screens and stove pipe, 
wiring of lamps, cutting glass, 
glazing, cabinet making, and allied 
operations. 

Fifty types of rental items are 
available. These include such 
equipment as post-hole diggers, 
ladders, tree trimmers, saws, sod 
cutters, sledge hammers, caulking 
guns, lawn mowers, snow plows, 
and in fact most anything that peo- 
ple need to use around a home, but 
generally do not care to own. 

And to help customers do their 
own repair and building jobs, the 
store has a unique service section 
—a rental library from which 
books and manuals may be rented 
for two cents a day. The range 
of subjects covered include: 

Concrete construction ; camps and 
cottage building; machine shop op- 
eration; tool making; upholster- 
ing; sheet metal work; plastic 

(Continued on page 88) 


HARDWARE AGE, DECEMBER 11, 1952 





aoa = 


Within 
read this, 
end, and 
expected t 
taxes you 
income. | 
you will | 
quarterly 
advance, « 
Sept. 15, 
Jan. 15, 1 

The qu 
quired by 
lions of 
large pill 
your pay} 
computed 
ment) sh 

You pa 
business 
from othe 
dividends 
savings h 
ness incc 
business 
net profi 
based. 

In add 





Editor’: 
a series 0} 
problems. 
subsequen 


HARDW/A 


yes it a 
petition. 
front of 
depart- 
3. And 


; of the 
ty pine 
irtment 
or cut- 
y mak- 
cissors, 
e pipe, 

glass, 
1 allied 


ns are 

such 
iggers, 
3, sod 
ulking 
plows, 
it peo- 
ie, but 


their 
s, the 
ection 
which 
‘ented 
range 


s and 
p Op- 
Ister- 
lastic 


1952 











What to Do About 
Your Income Tax 
Before the Year End 


Within a short time after you 
read this, the year will come to an 
end, and 75 days later you will be 
expected to pay Uncle Sam whatever 
taxes you owe him on your 1952 
income. If you have been smart, 
you will have made three of four 
quarterly payments, estimated in 
advance, on March 15, June 15 and 
Sept. 15, with the fourth due on 
Jan. 15, 1958. 

The quarterly payments are re- 
quired by tax law and enable mil- 
lions of taxpayers to swallow a 
large pill in small installments. If 
your payments have been properly 
computed, the final and (fifth pay- 
ment) should not be too large. 

You pay a tax not only on your 
business income, but on income 
from other sources as well, such as 
dividends on stock and interest on 
savings bank balances. Your busi- 
ness income is reduced by your 
business expenses to arrive at the 
net profit on which your tax is 
based. 

In addition, you are allowed to 





Editor’s Note—This is the first of 
a series of three articles on income tax 
problems. The others will appear in 
subsequent issues of HARDWARE AGE. 
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Now is the time to plan for tax 

savings on your 1952 income 

tax. Here is a review of steps 

you can take now to prepare 
for the final return 





a 


by Kenneth L. Hutchison 


Public Accountant, and 
Professor of Accounting, 


Pace College, 
New York City 


deduct certain non-business ex- 
penses, as weil as exemptions for 
yourself, your wife, and your chil- 
dren before computing the tax. 
Some consideration must therefore 
be given to your non-business 
items of income and expenses. 

(1) Adequate records properly 
maintained. Too much emphasis 
cannot be placed on the importance 
of keeping adequate records. Many 
business men, especially small re- 


tailers, have few records excepting 
their checkstubs, a few manila 
folders jammed with many loose 
papers, insurance policies, purchase 
orders, etc. Often no cashbook, 
purchase register, sales summary, 
or ledger is maintained. As a re- 
sult, when it is time to prepare the 
income tax return, it is necessary 
to go through all the available 
papers and documents to try to 
bring order out of chaos and then 


69 














compile all the information neces- 
sary to compute the tax. 

(2) Controlling your expenses. 
By keeping your records up to date, 
you will know before the end of the 
year your approximate profit pic- 
ture. You can thus decide whether 
certain expenses can profitably be 
incurred before the end of the year 
or whether they should be post- 
poned until the following year. 

For example; if your profit for 
this year will be substantial, incur 
repairs, entertaining and advertis- 
ing expenses now to reduce the 
profit and tax. 


Deferring Expenses 


On the other hand, if this year’s 
profit will be only fair and you ex- 
pect much better results next year, 
you will benefit tax-wise by letting 
the expenses wait until then. For 
personal tax purposes, outside of 
business, the same holds true for 
contributions and medical expenses. 

With respect to medical ex- 
penses, you are allowed to deduct 
the expense in excess of five per 
cent of your adjusted gross income. 
If the latter is $8,000, all medical 
expenses in excess of $400 can be 
deducted. If your medical expenses 
up to Dec. 1 amount to only $50, 
nothing will be gained by paying a 
bill of $300. This expense plus 
other medical expenses of the fol- 
lowing year should give you a tax 
saving for the latter period. 

In tabulating your medical ex- 
penses, be sure to include all pay- 
ments to which you are entitled. In 
addition to doctors’, nurses’, and 
hospital charges, you should in- 
clude crutches, dentures, medicine, 
supplies, toothpaste, toothbrushes, 
accident and health insurance pre- 
miums (less any amounts recov- 
ered from the insurance company), 
hospitalization premiums, travel- 
ing expenses to see a doctor, etc. 

A reduction in tax results from 
the sale of equipment, furniture, 
machinery, etc., at a loss, which is 
fully deductible if held for more 
than six months. If the asset is 
sold at a profit, the profit is taxed 
at capital gain rates, which cannot 
exceed 26 pct. 

However, if you trade the asset 
in toward the payment for a new 
piece of equipment, no gain or loss 
is recognized. Instead, the cost of 
the new equipment is increased by 
the loss or decreased by the gain. 

It may, therefore, benefit you to 
trade in the old equipment instead 
of selling it at a taxable profit. You 
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thereby avoid paying a tax on the 
gain. If you have a loss, you have 
a choice between selling it or trad- 
ing it in. If you sell, you benefit 
immediately by deducting the loss. 
If you trade it in, you benefit in 
later years by deducting more de- 
preciation. 

Entertainment expenses may be 
increased at the year-end in order 
to reduce your tax provided: (1) 
That they are reasonable in amount 
and, (2) that they are actually 
made in order to increase business. 

The government has approved 
the deduction of Christmas parties 
and gifts for employees, club dues, 
in whole or in part (where the 
club was used to entertain custom- 
ers), theatre tickets for customers, 
etc. If you serve liquor and food to 
customers at home, keep a record 
of the dates, amount spent, and 
names of customers entertained, 
and if possible, the sales actually 
made to the customers you enter- 
tained. 

The end of the year is a good 
time to entertain, and if your 
profits up to Dec. 1st have been 
large, entertaining is a good way 
to reduce the tax. However, as 
stated, the total expense must not 
be unreasonable. 

Pay close attention to your year- 
end inventory and a good tax sav- 
ing may result. Many retailers have 


inadequate inventory records and 
many inventories contain old, obso- 
lete stock having a retail value of 
less than cost. Instead of selling 
that stock in a January sale, try to 
get rid of it before Dec. 31 ata 
lower markup, or even at cost. lf 
you don’t sell it by Dec. 31, be sure 
you price it in your inventory at 
the lower of cost or market. One 
point always to bear in mind is 
that the lower the inventory, the 
lower the profit. 


Donate Stock 


Another way of decreasing your 
inventory is to donate some stock 
to a charitable organization. You 
can then deduct as a contributor 
the fair market value, not the cost, 
of the donated merchandise. Such 
merchandise could be food, shoes, 
clothing, etc., to the Salvation 
Army or Red Cross or drugs and 
medicines to a hospital. When mer- 
chandise is obsolete, take your de- 
duction by means of a sale, not a 
donation. Futhermore, your contri- 
butions cannot exceed 20 pct of 
your adjusted gross income. 

Year-end advertising can be in- 
creased to reduce your taxes, pro- 
vided the total expense is held 
within reasonable limits. You may 
also advertise for “public service” 

(Continued on page 98) 








Bay Hardware in Seal Beach, Calif., with just a bit of minor altera- 
tion, achieved a lot of result in its sporting goods section. The change 
was to put a shingle canopy over the glass case to simulate the roof of 
a sportsman's shack and on the roof to display some suggestions for 

the outdoor man. 
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Is Pilferage a Problem? 


Paul A. Bjornsen who owns 
Westchester Hardware at 6222 W. 
Manchester Blvd. in Los Angeles, 
does not think he will be bothered 
by the same shoplifters who made 
away with about $180 worth of 
electric housewares last November 
and December. 

The electrical buzzer alarm sys- 
tem which he devised and installed 
for his appliance display fixture, 
in a blind corner of his store, near 
a front window, has proved its 
worth on several occasions this 
year. 


Three Thefts Foiled 


Three times since the system 
was put in use sneak thieves have 
returned to the store and have 
tried to steal appliances but, on 
each occasion they had to leave 
hurriedly, leaving behind the two 
toasters and the iron they were 
about to steal. Each time that they 
tampered with the units a loud 
buzzer went off in their ears. 

Even though Mr. Bjornsen had 
reason for anger at his losses, he 
points out that the purpose of his 
alarm system is to save merchan- 
dise, rather than to apprehend 
thieves. 

Any hardware dealer who has a 
pilferage problem on small appli- 
ances can construct a similar sys- 
tem, adaptable to his own needs, 
by following the diagram in Fig. 1. 

Mr. Bjornsen installed his own 
circuit, but advises that a qualified 
electrician be used by any dealer 
planning to install a similar sys- 
tem. 

The system is activated only dur- 
ing the store hours. 

There is a continuous flow of 
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If it is, you may want to consider using 
this electrical alarm system which a 
Los Angeles dealer devised to prevent 
theft of electric housewares 





Each of the electric housewares on this display fixture is plugged 
into a circuit, and when one is removed a warning buzzer sounds. 
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This diagram shows how the alarm system can be built for a small 

number of electric housewares. Any electrician can adapt the 

system to accommodate a greater line load if a larger number of 
appliances are to be plugged into circuit. 


























low voltage current through all the 
appliances plugged into the system 
and the buzzer alarm does not 
sound until the circuit is broken 
when one of the appliance cord 
plugs is pulled. The buzzer also 
sounds if a cord is cut or if one 
of the appliances is turned off. 

The system has lines of insert- 
plugs for any number of appliances 
which are shown on a display fix- 
ture. 


Switch Behind Shelving 


The power for the alarm system, 
comes from a master switch located 
in back of the wall shelving, and 
further back in the store. 

The buzzer is placed in the cem 
ter of the store so that the sound 
of it will carry to all parts of the 
floor. 

The 6 volts of electricity passing 
through the alarm circuit is 
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The heart of the 
warning system 
is this switch box 
containing trans- 
formers and re- 
lays. The system 
is in use only dur- 
ing store hours. 


enough to work the alarm but is 
not sufficient to heat the appli- 
ances. 

The control of the system is in 
the master control box which was 
easily made out of stock with two 
6-volt bell transformers and one 
double-pole relay. When the start- 
ing switch is flicked power passes 
through the transformers into two 
separate circuits, one for the ap- 
pliances and a second one for the 
buzzer. 

The 6-volt appliance current goes 
direct to the appliance plugs and 
through the appliances without 
activating them. 

This requires that all the ap- 
pliances must be turned to an on 
position. When the alarm current 
passes through each of the ap- 
pliances, it comes back to the con- 
trol box and into the relay, and 
over to the buzzer. 

The power supplied for the 


Appliances plug 
into continuous 
circuit having just 
enough current 
to sound an 
alarm, but not 
enough to heat 
the applicnces. 


buzzer is out of the other trans- 
former. The current connections 
are for one wire to and another 
back from the buzzer. The return 
wire is spliced outside the trans. 
former, inside the switchbox, with 
two small wires that make connec- 
tion with the relay. 

When the appliance circuit cur- 
rent is continuous (i.e., when ap- 
pliances are plugged-in and turned 
on), the’ relay is out of contact 
with the buzzer circuit. 


Three-Way Warning 


The two circuits are joined 
whenever someone removes an ap- 
pliance from the line, cuts a cord, 
or turns one of the appliance 
switches to an off position. When- 
ever one of these three things hap- 
pens the appliance circuit ener- 
gizes the relay which then sets off 
the buzzer that gives warning that 
someone is tampering with the ap- 
pliances. 

To avoid alarming customers 
when an appliance is sold, or is to 
be removed from the line for some 
reason, a short-circuited male plug 
should quickly be inserted in the 
female plug to replace the one on 
the appliance cord. This eliminates 
the difficulty. 

Mr. Bjornsen prepared these ex- 
tra plugs by loosening the screws 


at the base of the two flanges of | 


a male plug. A wire was then con- 
nected from one post to the other 
across the face of the plug, short- 
circuiting it. 


Regular Plugs Used 


All connections to the switch box 
have been made with regular elec- 
tric plugs so that any portion of 
the set-up can be changed to 
another location in the store when 
desired. 

There is plenty of cord for each 
appliance so that customers can 
pick up and examine any of the 
items with as much freedom as 
they ordinarily would. Customers 
rarely ask why the appliances are 
plugged-in. 





EDITOR’S NOTE—Anyone con- 
sidering the use of an alarm sys- 
tem such as the one described in 
this article should not attempt the 
installation without the advice or 
service of a competent electrician, 
in order to ensure that appliances 
will not be damaged and that the 
circuit will conform to safety codes. 
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5 Rules for Profitable Rentals 


Rentals lead to sales—the more rentals the more sales. 
Here are the guiding rules used by an Arizona dealer 


“The more you rent ’em, the more 
you sell ’em!” That has been the 
experience of L. L. Smith, owner of 
two Phoenix, Ariz., hardware 
stores in his four years of merchan- 
dising a rental department. 

Concerned, when he first started 
the service, that he might lose an 
occasional sale by renting a tool to 
a customer who might otherwise 
have bought it, Mr. Smith found 
the opposite to be true. 

A person who rents a lawn mower 
once, for example, usually rents it 
several other times, and then de- 
cides to buy one. That the same ap- 
plies to other equipment used re- 
peatedly, has been this dealer’s ex- 
perience. 


“The Five Commandments" 


Here are Mr. Smith’s “Five Com- 
mandments” for operating a rental 
service: 

(1) Don’t deliver. Although his 
stores get many telephone requests 
for rental tools, none is ever deliv- 
ered because the customer who 
comes after the tool (and later re- 
turns it) enters the store twice and 
often buys other merchandise on 
both trips. This also allows the 
store to turn down rentals more 
easily if the rental customer does 
not appear to be reliable. And 
finally, the time and expense of de- 
livery are eliminated. 

(2) Don’t ask for a deposit to 
guarantee the return of equipment. 
This may sound like poor business, 
but Mr. Smith has found it isn’t. In 
four years of renting hundreds of 
items, he has never failed to get one 
back. Moreover, the no-deposit pol- 
icy has paid off handsomely in cus- 
tomer good will. 

(3) Pay close attention to turn- 

(Continued on page 102) 
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Most Popular Rental Items 
and Daily Rates 
Hand and power mowers .___ . 
Floor waxers | eine $1 00 to re 
Hand sanders, polishers $.75 to $1 > 
Electric hedge trimmers _ min 


Electric drills $8 © $1.50 
Icecream freezers $1.50 
Vaiuew #9" $ .50 
Post hole diggers : 4 
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Max Betts, manager of the L. L. Smith Hardware, 
McDowell St. store in Phoenix, Ariz. serving a 
customer who is about to rent a hedge trimmer. 
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From $13,000 
to $100,000 


Modern Ideas Make Volume 


In this report Hardware Age tell how volume 
was pushed well above the $100,000 mark in 
a suburban store as result of modernization, 
expansion of lines and an unusual business 
relationship between management and staff 


What happens when five men not 
in the hardware business buy a 
hardware store? 

In the case of Northport Hard- 
ware in suburban Northport, Long 
Island, N. Y., volume climbed stead- 
ily after the five men bought an old 
store and began a program of ex- 
pansion and modernization tied to 


real teamwork. Policy and finan- 
cial matters are handled by the 
owners, but actual operation of the 
store is in the hands of the firm’s 
four employees. 

Monthly meetings of the five offi- 
cers and stockholders of the com- 
pany and the four employees are 
held in the board room of the 


Northport Trust Co. Paul Brunn, 
an attorney, who is secretary-trea- 
surer of the corporation, says of 
these sessions, “These meetings are 
held on a no-holds-barred basis. All 
of us discuss operation problems 
and speak quite freely and frankly.” 

This teamwork is encouraged by 
the fact that weekly earnings of 





Combining the old landmark front and modern open back windows, the store 


is a traffic stopper. Note staircase to secon 
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floor at right hand end. 
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the four employees—two men and 

$13,000 two women—equal and in most in- 
$100,000 stances surpass those of other 
’ hardware stores in its trading area. 
Says Paul Brunn, “Our four em- 
ployees also receive a bonus at the 
end of the year based on store prof- 
its. It’s a team operation and we 
have no P.M. or other regular ex- 
tra payments during the year. At 
Christmas-time, in addition to the 
profit-sharing bonus, each employee 
receives an extra week’s pay as a 
gift. A two-week vacation with pay 
is given each employee each year.” 
When the present owners ac-. 
quired the business in 19483—a 
small and long established store— 
its volume was less than $13,000 
annually and its inventory was 
valued at about $4,500. Annual 
sales in the present quarters are , 
now well above the $100,000 mark Typical of the neat displays and wide clean aisles 
and are continuing to climb. is this section featuring builders’ hardware items. 





Old Time Hardware Site 


Northport Hardware’s present 
quarters are across the street from 
its former location, and occupy a 
site long used for a hardware store 


Brunn, under several ownerships. The 
ry-trea- move was made because the firm 
says of needed larger display space for a 
ngs are better selection of merchandise and 
sis. All to take advantage of the fact that 
roblems the new location had long been 
ankly.” | known as a hardware store. People 
ged by for miles around were accustonied 
ngs of to finding a big hardware store at 


100 Main St. 

The three main floor display win- 
dows were altered to give the vis- 
ual front effect without too great 
a change in the outside appearance 
of an old and well known landmark. 
A large neon illuminated cutout 
letter sign was installed above the 
canopy and under the overhang of 
the second story. At night the ex- 
terior is a blaze of light and a real 





There's ample room for browsing and free movement 
of traffic in this section devoted to housewares. 


eye-catcher. =. a ——4 TR ( 
Two complete modernization oa ee Ey qy ple Wh” fe 
projects have been made since the ne ee 3 y j w\> e 


store was moved to its present loca- 
tion, the second having been fin- 
ished last spring. A three-day cele- 
bration of that modernization of- 
fered those who ‘registered their 
names and addresses the privilege 
of participating in drawings for a 
wide variety of merchandise, in- 
cluding a power drill, an electric 
toaster and a bicycle. The bike 
drawing was for youngsters up to 
and including the ninth grade. No 





purchases were required for par- Youngsters and their parents shop this neat second floor toy 
ticipation in any of the drawings. department every business day of the year. Toys are grouped 
A newspaper ad announcing the by ages, groups and types in this traffic building department. 
75 
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Above—Two nationally known lines of paint are 

displayed in this corner of the main floor. A 

paint agitator, not visible in this picture, is 

in a prominent position where the majority of 
customers can quickly see it. 


Below—And here is the paint department before 


modernization. 


It wasn't particularly inviting. 





three-day event was signed with 
the first names or nicknames of the 
four employees and had the slogan, 
Your friendly neighbor. Company 
letterheads bear the slogan, Your 
helpful neighbor. 

The ad apologized for incon- 
venience to patrons during the re- 
modeling days and explained why 
new fixtures had been installed. 

In part the ad read, “For one 
thing, we knew we had a well 
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stocked store. Now you can see for 
yourself. Many of the drawers that 
hid the things you needed are out 
... The changes will make it easier 
for you to shop and for us to give 
you even better service.” 

As a special inducement for early 
arrival on the first of its three open- 
ing days Northport Hardware of- 
fered a free 6 ft. steel tape to the 
first 500 people visiting the store. 
Opened at 8 a. m. the store had 


given out all of the tapes by 3 p. m, 

In three days more than 1800 
people registered at the store. 

The friendly attitude of the 
store’s sales staff is summarized by 
Nicholas Kunst, store manager, who 
says, “Since Northport Hardware 
is known as a neighborhood store, 
there are many extra demands on 
us from our customers. We try to 
obtain any merchandise, not in 
stock, that a customer wants. In 
most instances a customer will wait 
for such items if we will put them 
in stock. All of us in the store 
make every effort to call people by 
their names. This creates a closer 
relationship between our staff and 
our customers.” 


The Service Department 


A complete service department is 
operated by the store enabling its 
staff to make all types of repairs on 
electrical and other household 
equipment. The store has a Hoover 
service department and also repairs 
other makes of vacuum cleaners. 

Listed in Fig. 1 are the charges 
for a variety of rental items of- 
fered by the firm. Deliveries are 
made when requested, but every 
effort is made to encourage cus- 
tomers to make their own pick-ups 
and returns as a means of increas- 
ing store traffic. 





Rental Equipment 
Service Charges 


Rates per day excepting on 
sanders and edgers 
Floor sanders 
$4.00 for a 10-hour daytime period 
2.50 for one morning 
2.50 for one afternoon 
2.50 for one evening 


| rrr: . $3.00 
($2 per day if rented with sander) 
Hand sanders ......... << 
Electric hedge trimmer ....... 1.75 
Large waxing machine ....... 2.00 
Small waxing machine ... 1.00 
ER sos 0 ae aA Fee 1.00 
Lawn sweeper .. whee 
Lawn roller ................ 20 
Seed spreader Te . 0.50 
Lawn aerator eae 
Post hole digger. ...... 0.50 
Fame wrayer .............. 2.50 
Wallpaper tools ............ 1.00 





Fig. |—This line-up of rental 
items brings much traffic to 
the store. 
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Fig. 2 shows the layout of the 
main floor. This floor and the sec- 
ond floor display room were 
equipped with fixtures supplied by 
Streater Industries, Inc., Spring 
Park, Minn., whica also supplied the 
floor pians. A full size basement is 
used for storage purposes. 

The main floor ceiling is light 
green, posts are burgundy, and an 
asphalt tile floor covering has a 
mottled grey pattern. The entire 
store is colorized by departments. 


Geared to Population 


Changes in the store’s layout and 
in the firm’s policies have been 
geared to changes in the commu- 
nity’s population. Lines are being 
added or expanded to meet those 
changes. 

In the past five years Northport 
has had a large increase in its com- 
muter population with many upper 
bracket commuters and numerous 
well paid aircraft industry em- 
ployees having moved into the area. 
There are also quite a number of 
ex-G.I.’s who have built or bought 
new homes. The present year 
‘round population of the village is 
about 4000 and the store serves a 
trading area numbering 10,000 per- 
manent residents. In the summer 
months several thousand more cus- 
tomers move to their homes, cabins 
or bungalows. 


Pleasure craft, some 


including 


Board and staff meeting in the Northport Trust Co. board room. Left 

to right—Mrs. P. Engert; Sydney Bevin, director; Mrs. Olive S. Forde; 

George E. Donnell, president; Van Ness Darling, director; Paul A. Brunn, 

secretary-treasurer, and Nicholas Kunst, store manager. David J. Brunn, 
a director, was absent when the picture was taken. 


rather elaborate cruisers, visit the 
nearby harbor in the warmer 
months. Says Paul Brunn, “These 
people go for gadgets and often buy 
items for Christmas presents. 
Some of them buy merchandise for 
shipment to places all over the 
country. Prior to modernization 
people did not know that we stocked 
many of the items we had long 
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_| PLUMBING: | GALVANIZED WARE 


To keep its name and varied 
wares fresh in the minds of its 
trading area, Northport Hardware 
uses Bunting system mailings, six 
times a year, to 2000 RFD boxes 
and also sends them to 1200 other 
addresses. It also uses consumer 
catalogs for Christmas, spring and 
summer as supplied by two whole- 
salers—Masback, Inc., of New York 


(Continued on page 90) 
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Fig. 2—Layout after the store's most recent modernization encourages free move- 
ment of traffic from side to side and from front to back. Note staircase to the second 
floor gift and toy sections toward the front of the store. 
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To 

Sell, 
Make 
Displays 
Create Desire to Own 


This store starts its selling in 
its display windows—a show that’s 
the biggest traffic draw in town 
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A hardware store has as many 
opportunities of getting a new sale 
—or a repeat sale—as the number 
of prospects and customers it can 
draw to its merchandise tables. 

At the Delta Hardware Co. in 
Escanaba, Mich., traffic pull is a 
matter of making its show win- 
dows put on a real merchandise 
show. And that means displays 
that are fresh—frequently changed 
—to keep interest in hardware 
store merchandise at a high pitch. 

Nine big display windows give 
this store nine extra chances at 
volume selling of seasonal and 
regular lines. It’s this strong 
emphasis on eye-appeal to create 
buy-appeal that keeps people com- 
ing back, week after week to see 
what’s new at the Delta Hardware 
Co. store. 

But it’s not only Escanaba resi- 
dents that the store pulls to its 
windows. There’s a_ tremendous 
tourist business potential in north- 
ern Michigan from April through 
mid-September, and again the store 
uses its windows to sell Delta 
Hardware merchandise to the tran- 
sients passing throuch to the hunt- 
ing 2nd fishing camps. 

Windows are sometimes changed 

(Continued on page 90) 
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Opposite page, top left—in this 
sporting goods display at Delta 
Hardware Co., merchandise is al- 
lowed to create its own display 
effects, helped only by large back- ° 
ground panels to dramatize the 
use of the items. Lighting points 
up the individual items. Note how 
the golf window presents a com- 
plete line in an uncluttered way. 


Opposite page, bottom left—Oars 
and paddles tie-in the smaller 
marine supply items to the back 
panel. Display props are not al- 
lowed to get in the way of the 
merchandise. 


Top right—A window that would 
catch any fisherman's attention is 
this one devoted entirely to tackle 
Note how attractively lures are 
displayed on the panels on either 
side of the underwater scene. 


Center right—Tying-in with the 
fishing tackle window is this one 
offering accessories such as boots, 
clothing—minnow buckets-—every- 
thing to equip the fisherman. 


Bottom right—For the tennis 
player, here’s a window that puts 
over some of the fast action in 
that sport. Note how a net is used 
not merely as merchandise but as 
part of the display props. 
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How You Can Build Traffic 


Store traffic is the life’s blood of 
any retail business. To build heav- 
ier traffic in late September and 
early October Fred Salway of Bat- 
avia, N. Y. ran a nine-day Fall 
Value Days promotion featuring 
good merchandise at special prices. 
His sale, held Sept. 25 through 
Oct. 4 pulled 500 more customers 
than he served in the same period 
in 1951. Many said they had never 
before been in the store. 

Important, too, was the fact that 
sales volume during the nine-day 
event exceeded that of the same 
period in 1951 by 15 pct. Says Mr. 
Salway, “Instead of saying, ‘these 
are bargains’, many customers 


were heard to say, ‘this is good 


Here is how an up-state New York dealer built traffic— 


and profits by circularizing 25,000 homes with a 


wholesaler-prepared broadside advertising a nine-day 


sale. Costing 3 cents each, circulars helped to 
increase sales 15 pct over same period in 1951 


merchandise.’ All of the featured 
items are regularly stocked by us. 
We did order big stocks of some of 
them to meet demand. Items not 
sold during the nine-day period 
became part of our regular stocks, 
after the sale was over.” 

The firm’s Fall Value Days pro- 
motion was run with the coopera- 
tion of The W. Bingham Co., hard- 
ware wholesalers of Cleveland, 
Ohio, which provided 25,000 orange 
and black broadsides of newspaper 
page size at a cost of $250. These 
were distributed by mail or by 
hand within a 15 mile radius of 
Batavia in a trading area having 
a population of about 50,000. 

A specialty distribution and di- 








rect mail company was hired to see 
that the broadsides reached every 
home in Batavia and surrounding 
villages. Rural homes were reached 
by mail. The advertising company’s 
own trucks and regular employees 
made the house-to-house deliveries 
in Batavia and adjoining villages. 
Postage charges totaled $193.83. 
Stamping, sorting, delivery, labor 
and materials costs were $186.48. 
Total cost for circulars and their 
delivery was $630.31. Cost per cir- 
cular printed and distributed thus 
came to less than 3¢. 
Distribution of the 
was completed on Monday of the 
week in which the sale started. 
(Continued on page 104) 


One of the show 
windows devoted 
to sale merchan- 
dise. Items of in- 
terest to both 
men and women 
received atten- 
tion in this dis- 
play. 
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This special Hardware Age report on Fair 
Trade outlines present status and outlook for 
1953. Included is a suggested text for use 
at store meetings for instructing salespeople 


PAIK TRADE 


—will it stand or fall in 1953? 


The battle over Fair Trade 
continues. 

Although a major victory was 
scored by Fair Trade forces last 
Spring when President Truman 
reluctantly signed a new Fair 
Trade enabling act—the Mc- 
Guire Bill—a full victory is not 
yet in sight. 

Opposing forces are lining up 
strength for a new phase of the 
long struggle over minimum re- 
sale price maintenance legisla- 
tion. 

This new campaign will likely be waged most 
strenuously at the state level, in a number of the 44 
states in which legislatures will be convening in 1953. 
(See schedule of meetings on page 83.) 

It is expected that Fair Trade questions will again 
be brought before these legis!atures, particularly be- 
cause of the enactment of a new Federal Fair Trade 
enabling act since these assemblies last met. 

With a new Congress that is certain to be more 
conscious of the problems of businessmen, there is a 
stronger feeling that the Federal Fair Trade law will 
be strengthened rather than weakened at the Federal 
level in the coming year. 

Another phase of the Fair Trade battle will continue 





Mr. Keagy, the author of this article, was the re- 
cipient of an award in the I. M. Editorial Achievement 
Competition for an earlier article on Fair Trade. 
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by J. R. Keagy 
Store Management Editor 
Hardware Age 


in courts throughout the coun- 
try, and in all probability all the 
way up to the U. S. Supreme 
Court, as was the case in the 
notable Schwegmann case. 

The McGuire Bill, passed in 
the closing hours of the last 
Congress by a heavy majority 
that surprised all concerned, re- 
stored Fair Trade to effective- 
ness by specifically indicating 
that non-signers of Fair Trade 
contracts are bound to observe 
minimum resale prices in the 
same way as contract signers. However, the non- 
signer clause is in question in some of the 45 Fair 
Trade states. 

The McGuire Act—now Public Law 542—virtually 
supersedes the Miller-Tydings Act which the U. 8S. Su- 
preme Court declared, in the famous Schwegmann 
case, did not specifically bind non-signers. 

This ruling of the high court completely wrecked 
the Fair Trade structure that had taken so many years 
to build. In the wake of this decision there was a wave 
of price-cutting on most popular, nationally advertised 
products. 

The greatest effect of this price-cutting was felt by 
smaller stores in large metropolitan areas, where price 
structures, on electrical appliances particularly, were 
completely upset. 

Hardware dealers, like the majority of retailers in 
all lines of trade, continue strongly in favor of Fair 
Trade even though for a while, between the Schweg- 
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Wuy THIS ARTICLE WAS WRITTEN: This special 
report was prepared to answer some of the many 
} questions on Fair Trade asked the editors by 3 
readers. The article tells: (1) How Fair Trade 
; stands now; (2) what may happen when Congress 3 
and the legislatures of 44 states meet in 1953; (3) 
$ who are the Federal legislators known as friends } 
of Fawr Trade; and (4) a series of questions and 
> answers that clear up many of the misunderstand- 
$ ings about Fair Trade and how it works, for the 
$ benefit of dealers and their salespeople in dealing 
with customers’ questions. 








mann decision and passage of the McGuire Bill, it ex- 
isted in name only. 

A numerically smaller but more vocal group of big 
retail firms—mostly super-markets, discount houses 
and some department stores and department store 
chains—have persistently opposed Fair Trade. 

These elements have been supported by various Fed- 
eral agencies that have opposed Fair Trade in prin- 
ciple, on the grounds that it works to the disadvantage 
of the consumer. 

Although much evidence to the contrary has been 
established by impartial price studies, this remains 
the principal argument put forward by those opposing 
Fair Trade. : 


Some State Repeal Bills Likely 


Repealer bills are certain to be introduced in a num- 
ber of the 44 state legislatures that will convene in the 
next few months. 

Hard-fought battles will follow in some of these 
states, provided retailers in these states, and Fair 
Trading manufacturers show enough interest to try 
to prevent any attempts to alter or kill existing laws. 

In two states already—Michigan and Minnesota— 
Fair Trade has been weakened by state courts which 
have held that non-signers are not bound by minimum 
resale price contracts. 

A Circuit Court in Michigan ruled in a case brought 
by the Shakespeare Co., the Kalamazoo fishing tackle 
manufacturers, against a Detroit non-signer, that the 
non-signer clause was invalid. The case was later re- 
viewed by the Michigan Supreme Court which sus- 
tained the ruling of the lower court. ; 

An attempt will be made to amend the Michigan law 
to cover this point at the coming session of the legis- 
lature. 

In Minnesota, the state Supreme Court had ruled, 
after the Schwegmann decision was announced, that 
the non-signer clause of the state law was invalid. 

Florida is another trouble spot on the Fair Trade 
map. Such legislation has been considered a number 
of times by the legislature and the Fair Trade law 
was tested in the courts a number of times. The first 
law was killed and a stronger one was later enacted. 
There’s likelihood of another court test of the present 
law’s constitutionality in 1953. 


The most important development that may occur at 
the national level in 1953 will be a concerted effort to 
secure passage of the so-called Home Town Amend- 
ment to the national Fair Trade enabling act. 


Home Town Amendment a Factor 


The purpose of this will be to plug the loophole in 
the national law which now allows retailers in a non- 
Fair Trade state to advertise and make deliveries into 
Fair Trade states, to the disadvantage of retailers in 
the Fair Trade states. 

A number of important court cases on Fair Trade 
are now being heard in state and Federal courts. 

One of the most important is a suit between John 
Schwegmann, the new Orleans super-market operator, 
and Eli Lilly & Co., drug manufacturers. This case is 
expected to be carried ‘through the lower courts so it 
may be months before it gets to the U. S. Supreme 
Court. 

Testimony has been completed in a New York court 
in the suit of General Electric Co. against S. Klein-on- 
the-Square, a large New York apparel store strongly 
opposed to Fair Trade. 

General Electric, in turn, has been sued in a Penn- 
sylvania Court by a retail firm. This case is intended 
to test the constitutionality of both the Pennsylvania 
Fair Trade statute and Public Law 542. 


A Year of Opportunity 


From all this it becomes evident that while Fair 
Trade has come through the most critical period, much 
can happen to either strengthen or weaken it during 
the forthcoming session of Congress or the 44 sessions 
of state legislatures. 

The final outcome of next year’s developments will 
depend in large measure on the support which Fair 
Trade gets at the grass roots level. 

The surprising vote by which Congress enacted the 
McGuire Bill reflected the strong pressure which was 
brought to bear on individual Congressmen, through 
thousands of letters, wires and personal interviews. 

The months immediately ahead provide retail mer- 
chants with the greatest opportunity they have had 
in a long while to convince their lawmakers that they 
want stronger Fair Trade laws. 
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— ’s & A’s on Fair Trade 


The following review on Fair Trade is intended to give 
the answers to questions most frequently raised about this 
often misunderstood subject. It is published with the 
thought that this series of questions and answers can be 
used as the basis for an interesting store meeting discussion 


Question—What is Fair Trade? 

Answer—Fair Trade is the name 
of a business practice, backed by 
law, which permits a manufacturer 
of a brand name product that com- 
petes with similar products, to es- 
tablish the minimum resale price. 


Question—Who Fair Trades? 

Answer—lIn the hardware field, 
leading manufacturers of house- 
wares, electrical appliances, small 
tools, lawn equipment and prod- 
ucts, sporting goods and many 
other products use Fair Trade 
prices. 


Question—How does a manufac- 
turer Fair Trade 

Answer—He prepares a Fair 
Trade contract and attaches his 
Fair Trade price schedule. He ob- 
tains at least one signed contract 
from a retailer in each of the 45 
states which have Fair Trade laws. 
Then he sends formal notification, 
including his minimum price sched- 
ule, to all resellers who handle his 
products. 


Question—Must all retailers ob- 
serve Fair Trade prices? 

Answer—The McGuire Fair 
Trade Bill—Public Law 542—en- 
acted in 1952, makes it possible for 
a manufacturer to establish mini- 
mum resales prices in one or all of 
the 45 states that have such laws. 
The new law says that a dealer who 
has not signed a manufacturer’s 
fair trade contract is bound in the 
Same way as a dealer who has. 


Question—Why do manufactur- 
ers Fair Trade? 

Answer—Manufacturers who 
Fair Trade their products claim it 
permits them to constantly improve 
the quality of their products with 
relation to their costs. Fair Trade 
insures increasingly greater values 
for the consumer. Fair Trade also 
stabilizes a manufacturer’s distri- 
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bution because it helps the efficient 
retailer to secure the reasonable 
profit he must make in order to 
stay in business. 





These 44 Legislatures 
Convene in 1953 


Legislature 
State Convenes 
eT eee May, 1953 
ee January, 1953 
pO January, 1953 
Califormian ..6ssss January, 1953 
eee January, 1953 
Connecticut ....... January, 1953 
Delaware ......... January, 1953 
| ee ee April, 1953 
a January, 1953 
ere January, 1953 
Re pee en January, 1953 
NE 5 swe cee January, 1953 
PN cwekwewwawase January, 1953 
ee ee January, 1953 
OO ee January, 1953 
pe January, 1953 
Massachusetts ..... January, 1953 
Michigan ......... January, 1953 
Minnesota ........ January, 1953 
|, errr January, 1953 
eee January, 1953 
oC January, 1953 
| Snare ae January, 1953 
New Hampshire ...January, 1953 
New Jersey ....... January, 1953 
New Mexico ...... January, 1953 
New ZOPK ....ss January, 1953 
North Carolina ....January, 1953 
North Dakota ..... January, 1953 
MY cwesievcesades January, 1953 
Oklahoma ......... January, 1953 
a January, 1953 
Pennsylvania ...... January, 1953 
Rhode Island ...... January, 1953 
South Carolina ....January, 1953 
South Dakota ..... January, 1953 
Tennessee ........ January, 1953 
TE 5 cdadeaater January, 1953 
| eee January, 1953 
i. ee January, 1953 
Washington ....... January, 1953 
West Virginia ..... January, 1953 
Wisconsin ........ January, 1953 
Wye . 6.5555. January, 1953 


Question—What states have 
Fair Trade laws? 

Answer—aAll states except Texas, 
Missouri and Vermont have such 
laws. Also the District of Colum- 
bia. Many of these have been 
tested by many state supreme 
courts and have been held to be 
constitutional and in the public in- 


terest. 


Question—Do all state Fair 
Trade laws require all retailers to 
observe fair trade prices? 

Answer—No. In two states, 
Michigan and Minnesota, it has 
been held that non-signers of fair 
trade contracts are not bound to 
observe Fair Trade prices. The 
supreme courts of these two states, 
after the Schwegmann decision, 
ruled that non-signers were not 
bound. These decisions conformed 
with the thinking of the U. S. Su- 
preme Court at the time it handed 
down the Schwegmann decision. 
Action may be taken in these two 
states to obtain a reversal of these 
decisions in view of the legislative 
intent spelled out in the new Fed- 
eral Fair Trade enabling law which 
does bind a non-signer in inter- 
state commerce transactions. 


Question— May manufacturers 
establish Fair Trade prices with 
wholesalers as well as retailers? 

Answer—Yes. Minimum resale 
prices may be set by the manufac- 
turer at any level. 


Question— Do wholesalers also 
have the right to set minimum re- 
sale prices by fair trade contracts 
with retailers? 

Answer—Yes, they may in 24 
states whith have Fair Trade laws 
that do not limit this privilege to 
manufacturers. However, this is 
not common practice on hardware 
store merchandise. Wholesalers 
must act independently of other 
wholesalers in establishing retail 
Fair Trade prices. 


Question—If a retailer sells be- 
low Fair Trade prices what hap- 
pens? 

Answer—The manufacturer may 
send a registered letter calling the 
offending dealer’s attention to the 
fact that the manufacturer’s prod- 
uct is Fair Traded and that for 
him to sell them at a lower price is 
a violation of the law. He may ask 
the dealer’s assurance that he will 
stop cutting the price. The dealer’s 
failure to do so may cause the 
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manufacturer to seek an injunction 
to restrain the dealer from con- 
tinuing to violate the law insofar 
as his own products are concerned. 
If the manufacturer has been Fair 
Trading in good faith, the court 
usually grants him an injunction 
against offenders. 

The manufacturer could then, if 
he chose, sue the offender for dam- 
ages to his goodwill, or he could 
waive damages in exchange for the 
retailer’s promise not to sell the 
manufacturer’s product below his 
Fair Trade prices in the future. 


Question—Suppose after all this 
a retailer still persisted in cutting 
prices on the manufacturer’s prod- 
uct? 

Answer—Then he would be in 
contempt of court and subject to 
increasingly stiff legal action. 


Enforcement is Vital 


Question—Does a Fair Trading 
manufacturer’s responsibility end 
once he has set up a sound and fair 
enforcement policy? 

Answer— The manufacturer 
must notify his trade of his atti- 
tude and state that he will make 
every reasonable effort to maintain 
his Fair Trade policy honestly and 
effectively. Naturally, a manufac- 
turer’s program cannot become 100 
pet over night. It will require con- 
stant policing of his distribution 
but the rewards to manufacturers 
who do this are great and worth the 
extra trouble and effort. 


Question—What’s to be done 
about the fact that many people, 
sellers and consumers alike, do not 
fully understand Fair Trade? 

Answer—This is largely an edu- 
cational problem and is mostly one 
for Fair Trading manufacturers to 
handle. The manufacturer must 
spell out to his wholesalers, his re- 
tailers, and the public, the benefits 
to them of his sound Fair Trade 
program. 


Question — What can a Fair 
Trade manufacturer do to help 
salespeople to tell his Fair Trade 
story to customers? 

Answer—A manufacturer might 
very well help the retailer and his 
salespeople by preparing an illus- 
trated leaflet to explain the Fair 
Trade questions most frequently 
raised by customers. 


This leaflet might be prepared to 


84 


develop a reasonable doubt in the 
mind of the customer that she is 
acting wisely in trading with the 
price-cutter. It might tel the cus- 
tomer that a retailer omering dis- 
counts ranging anywhere from 20 
to 50 pet on Fair ‘traded merchan- 
dise must of necessity be losing 
money on this merchandise and, 
therefore, he must be making it up 
on the other merchandise he sells. 

The booklet might point out that 
the average net profit of a retailer 
is under 5 pct and that the retailer, 
if all products were priced at dis- 
counts of upwards of 5 pct, would 
actually lose his shirt. 

It might be pointed out that a 
giant retailer who opposes Fair 
'lrade has only 5 pct of tne products 
he handles Fair ‘traded. Here are 
the mathematics in this situation: 

If 5 pct of his products are sold 
at discounts averaging 12 pct, then 
on the 95 pct of the products price- 
fixed by the retailer he would have 
to add only six-tenths of 1 pct to 
get back the money he planned to 
lose on the well-known brand name 
bait. 


Question—What should custom- 
ers be told about price-cutting op- 
erators who frequently misrepre- 
sent the merchandise? 

Answer—Ask the customer how 
she knows that the brand name 
product she intends to buy from a 
price-cutter isn’t an obsolete model, 
or that the price-cutter isn’t quot- 
ing an old or fictitious price. It 
should be pointed out to the cus- 
tomer that when new models of au- 
tomobiles or television sets come on 
the market, the older models imme- 
diately drop in value. Ask the cus- 
tomer whether she would feel safe 
in buying a diamond ring or a fur 
coat from a price-cutting store. 


Watch For Violations 


Question—What can retailers do 
about competitors who chisel on 
Fair Trade prices? 

Answer—Try to get some of 
their advertisements that show 
prices that are lower than the es- 
tablished prices, and send them to 
the manufacturer. Tell the manu- 
facturer that this price-cutter is 
hurting your business and ruining 
your reputation for fair dealing 
with your customers. Ask the 
manufacturer what steps he will 
take to correct the situation. 


Question—What does the new 
Fair Trade law say with regard to 
the mail order sharpshooters who 
flood markets with catalogs and 
special offers on Fair Traded mer- 
chandise. 

Answer—Unfortunately, there is 
one big weakness in the McGuire 
Bill. The law may not prevent a 
retailer in one of the non-Fair 
Trade states from advertising 
goods at less than_ established 
prices and making deliveries in the 
45 Fair Trade states. 


Loophole Needs Plug 


Question—What if anything is 
being done about this? 

Answer— An _ unsuccessful at- 
tempt was made at the time that 
Congress was considering the Fair 
Trade matter, early this year, to 
have an amendment written into 
the McGuire Bill to close this loop- 
hole. Unfortunately, many Fair 
Trade supporters were so anxious 
to have Congress pass a new Fair 
Trade law that would again make 
non-signers observe Fair Trade 
contracts that they approved pas- 
sage of the McGuire Bill without 
the amendment. 


Question—What is this amend- 
ment? 

Answer—This amendment came 
to be known as the Home Town 
Amendment because it is intended 
to protect local merchants in a Fair 
Trade state from the unfair com- 
petition of businesses of another 
state which does not have a Fair 
Trade law. It is obviously unfair 
that firms in Kansas City, Mo., can 
advertise and deliver Fair Traded 
goods in the trading areas of deal- 
ers of Kansas City, Kan. Missouri 
has no Fair Trade law while its 
neighboring state has. 


Question—What’s the purpose of 
the Home Town Amendment? 

Answer—It would prevent the 
sale and delivery into a Fair Trade 
state, from the outside, of products 
upon which a minimum retail price 
has been established by Fair Trad- 
ing manufacturer, or wholesaler 
within that state, in accordance 
with that state’s own Fair Trade 
law. 


Question—Couldn’t any one of 
the 45 Fair Trade states enact such 
a law in the interest of its own re- 
tailers? 

Answer—No. Only Congress has 
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the power to regulate inter-state 
commerce. 


Question—In what way would 
the Home Town Amendment afford 
relief from inter-state raiding on 
Fair Traded merchandise? 

Answer—It would make it pos- 
sible for an injured party to go to 


the appropriate state or Federal 
court for injunctive relief. 


Question—Is there any possi- 
bility of getting such an amend- 
ment passed by the new Congress? 

Answer—Yes, chances are much 
better as a result of the recent elec- 


tions. The atmosphere in the new 








Congress would be much more fa- 
vorable to such legislation since 
the Truman administration was 
opposed to Fair Trade. However, 
it appears that most Fair Trade 
supporters underestimated the sen- 
timent of the last Congress, judg- 
ing by its lop-sided vote in passing 
the McGuire Bill. 


Who Supports Fair Trade in Next Congress? 


The following line-up of senators and congressmen, by parties, 

of those who are considered to be in favor of Fair Trade, indicates 

the non-partisan backing of this business practice. These are 

the men to write to when you want to express your views on 
how Fair Trade shall be strengthened. 


Senators For Fair Trade 
in 83rd Congress 
(* Indicates those re-elected) 
Republicans 
Bennett, Wallace F. (Utah) 

*Bricker, John W. (Ohio) 
Bridges, Styles (N. H.) 

*Butler, Hugh (Neb.) 

Capehart, Homer E. (Ind.) 
Case, Francis (S. D.) 

Cordon, Guy (Ore.) 

Dirksen, Everett M. (IIl.) 

Duff, James H. (Pa.) 
Dworshak, Henry C. (Idaho) 
Hendrickson, Robert C. (N. J.) 
Hickenlooper, Bourke B. (Iowa) 

*Ives, Irving M. (N. Y.) 

*Jenner, William E. (Ind.) 

*Knowland, William F. (Cal.) 

*Langer, William (N. D.) 

*Malone, George W. (Nev.) 

*Martin, Edward (Pa.) 

*McCarthy, Joseph R. (Wis.) 
Mundt, Karl E. (S. D.) 
Schoeppel, Andrew F. (Kans.) 
Smith, Margaret Chase (Me.) 
Taft, Robert A. (Ohio) 

*Thye, Edward’J. (Minn.) 
Tobey, Charles W. (N. H.) 
Watkins, Arthur V. (Utah) 
Welker, Herman (Idaho) 
Wiley, Alexander (Wis.) 

*Williams, John J. (Del.) 
Young, Milton R. (N. D.) 
Nixon, Richard M. (Cal.—will be 

presiding officer of Senate 1953) 


Democrats 
“Byrd, Harry F. (Va.) 
*Chavez, Dennis (N. M.) 
Clements, Earle C. (Ky.) 
Eastland, James O. (Miss.) 
George, Walter F. (Ga.) 
Hayden, Carl (Ariz.) 
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Hennings, Thomas C., Jr. (Mo.) 
Hill, Lister (Ala.) 

Hoey, Clyde R. (N. C.) 
*Holland, Spessard L. (FI ) 
Humphrey, Hubert H. ()' in.) 
Hunt, Lester C. (Wyo.) 
Johnson, Edwin C. (Colo.) 
Johnson, Lyndon B. (Tex.) 
Johnston, Olin D. (S. C.) 
Kefauver, Estes (Tenn.) 

Kerr, Robert S. (Okla.) 
*Kilgore, Harley M. (W. Va.) 
Magnuson, Warren G. ( Wash.) 
Maybank, Burnet R. (S. C.) 
McCarren, Pat (Nev.) 
McClellan, John L. (Ark.) 
Monroney, A. S. Mike (Okla.) 
Murray, James E. ( Mont.) 
*Pastore, John O. (R. I.) 
Robertson, A. Willis (Va.) 
Russell, Richard B. (Ga.) 
Smathers, George A. (Fla.) 
Sparkman, John J. (Ala.) 
*Stennis, John C. (Miss.) 


Representatives for Fair Trade 
(All were re-elected) 


Republicans 
Allen, Leo E. (IIll.) 
Beamer, John V. (Ind.) 
Bennett, John B. ( Mich.) 
Brown, Clarence J. (Ohio) 
Chenoweth, J. Edgar (Colo.) 
Cunningham, Paul (Iowa) 
Dolliver, James I. (Iowa) 
Dondero, George A. (Mich.) 
Ellsworth, Harris (Ore.) 
Gamble, R. A. (N. Y.) 
Halleck, Charles A. (Ind.) 
Hill, William S. (Colo.) 
Hinshaw, Carl (Calif.) 
Hoffman, Richard W. (Ill.) 
Hunter, Allan O. (Calif.) 
Javits, Jacob K. (N. Y.) 
Jonas, Edgar A. (IIl.) 


Latham, Henry J. (N. Y.) 
Mason, Noah M. (Ill.) 
Morano, Albert P. (Conn.) 
Ostertag, Harold C. (N. Y.) 
Radwan, Edmund P. (N. Y.) 
St. George, Katharine (N. Y.) 
Schenck, Paul F. (Ohio) 
Seott, Hugh D., Jr. (Pa.) 
Wolverton, Charles A. (N. J.) 


Independent 
Reams, Frazier (Ohio) 


Democrats 
Aspinal, Wayne N. (Colo.) 
Brooks, Overton (La.) 
Brown, Paul (Ga.) 
Bryson, Joseph R. (S. C.) 
Carlyle, F. Ertel (N. C.) 
Coimer, William M. ( Miss.) 
Cox, Eugene E. (Ga.) 
Crosser, Robert (Ohio) 
Delaney, James J. (N. Y.) 
Donovan, James G. (N. Y.) 
Durham, Carl T. (N. C.) 
Forrester, E. L. (Ga.) 
Granahan, William T. (Pa.) 
Harris, Oren (Ark.) 
Heller, BKouis B. (N. Y.) 
Holifield, Chet. (Calif.) 
Kelley, Edna (N. Y.) 
Klein, Arthur G. (N. Y.) 
Lye, John E., Jr. (Tex.) 
Mack, Peter F. (IM.) 
Madden, Ray J. (Ind.) 
McCarthy, Eugene J. ( Minn.) 
Moulder, Morgan M. ( Mo.) 
Multer, Abraham J. (N.-Y.) 
Patman, Wright (Tex.) 
Priest, Percy J. (Tenn.) 
Roberts, Kenneth A. (Ala.) 
Rogers, Byron G. (Colo.) 
Rogers, Dwight L. (Fla.) 
Smith, Howard W. (Va.) 
Staggers, Harley O. (W. Va.) 
Stanley, Thomas B. (Va.) 
Thornberry, Homer (Tex.) 
Weir, Roy W. (Minn.) 
Williams, John Bell (Miss.) 
Winstead, Arthur (Miss.) 











January Clean-Up Idea Sells 


January and February offer 
golden opportunities for what 
W. H. Frobes, manager of the Im- 
perial Hardware Co. branch at 227 
E. Compton Blvd. in Compton, 
Calif., calls pre-season selling of 
spring merchandise. Actually it in- 
volves a post-holiday clean-up of 
the store and the sale of the same 
idea in homes of the store’s cus- 
tomers. 


Bring People to Town 


Immediately after the holidays 
department stores and major 
clothiers run big sales. These sales 
bring many people to town to 
search for bargain close-outs of 
winter lines. “By capitalizing on 
this heavy traffic our branch has in- 
creased its early-year business dur- 
ing the past two years,” says W. H. 
Frobes, manager of that branch. 

“Pre-season selling made Janu- 
ary, in 1950 and 1951, bigger 
months than in previous years,” he 
says. 

Right after the first of the year 
the store is completely cleared of 
all traces of Christmas decorations 
and displays which are removed no 
later than Jan. 5. Spring merchan- 
dise is moved into front and center 
spots. Top-billing goes to clean-up 
merchandise. A variety of wax, 
cleaners, sponges, mops, brooms, 
brushes and related items is dis- 
played near the front of the store. 

The center and largest display 
window is filled with clean-up and 
spring merchandise. Window and 
store displays have streamers with 


86 


Store cleans-up after Christmas and sells 


its customers the same idea. 


Benefits 


from traffic pulled by post-holiday sales 
at department and clothing stores in area 





Store manager Frobes with some of the items he 
uses to sell the clean-up after Christmas theme. 


the slogan, “Clean-up after Christ- 
mas.” 

Store display space previously 
given over to holiday lines is 
quickly converted into showings of 
garden supplies, hose, clothes ham- 


pers, lawn mowers, lawn brooms, 
sprinklers, window screen brushes 
and other spring goods. Most of 
the store’s spring merchandise dis- 
plays are set in place in January 
or February. And these lines sell 
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well because they are also promoted 
through use of newspaper advertis- 
ing and extensive utilization of 
window and in-store streamers. 


Promotions Get Results 


The store’s manager—a former 
mail-order house executive—ex- 
plains his idea by stating, “Any- 
thing out-of-season will sell to the 
extent you promote it. Large mail 
order firms frequently make Au- 
gust their biggest month through 
promotion of the advance sale of 
blankets.” 

He says that it is easy to plant 
the idea of the post-Christmas 
clean-up in the minds of most 
housewives. By the time the holi- 
days are over Mrs. Housewife 
gives her home a thorough going 
over. Some homeowners wax their 
floors during their general post- 
holiday clean-up. 





Self-Service 


(Continued from page 68) 


arts; stair construction; brick 
laying; plumbing, and many others. 
The idea for this library service, 
conceived by Mr. Cooper, was set 
up in collaboration with Popular 
Mechanics magazine which supplied 
the reference materials which were 
used. 

Mr. Cooper, who was formerly a 
merchandising manager at a Day- 
ton department store, entered the 
hardware’ business about nine 
years ago, when he opened this 
newly merchanized and modern- 
ized store. At present he is re- 
merchandising a second store he 
operates at 3016 N. Main St. in 
Dayton, which will incorporate 
many of the same display and sales 
techniques. 

He sums up his merchandising 
theory in this way: 


Must Counter Chains 


“I feel that something definite 
has to be done by the hardware 
man to counter the chains. It is 
my belief that we should be all the 
name, ‘hardware store’ implies in 
every respect. 

“We should merchandise hard- 
ware with the latest display and 
selling techniques, and do an out- 
standing job at the same time. If 
we pay close attention to the ser- 
vice part of hardware, we won’t 
need to be too concerned if a super- 
market, or a chain, or a variety 
store handles a few hammers.” 














COLLECTOR’S ITEM: 


Collecting past due ac- 
counts is often difficult. 
An Illinois retailer em- 
ploys this neat trick: 
When sending out state- 
ments to delinquent ac- 
counts, he purposely 
exaggerates the amount 


These ideas have proved profitable to retailers in various fields. 
With a little ingenuity they can be adapted and put to work 
for you too. 








due. The customer comes 
in to protest. The state- 
ment is immediately cor- 
rected and the customer 
usually pays off. (Oddly 
enough, most customers 
show no ill-feeling 
téward the merchant. 
They seem quite pleased 
by the transaction.) 


CHARITY BEGINS AT HOME: 

If you feel that donating to worthy causes has been too much of 
a financial burden on you lately, give this idea a try next time you’re 
approached for “a generous contribution.” 


A Pennsylvania dry-cleaner 
hands out service vouchers... 
each good for $1 worth of dry- 
cleaning when some organiza- 
tion asks for a donation or pro- 
gram advertising. 

The charitable group can then 
sell the vouchers among its 
membership. This way the or- 
ganization gets the money—and 
the dry-cleaner gets new custom- 
ers. (The firm has used several 
thousand vouchers during the 
past three years.) 
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A group of Michigan shoppin 


HOW ABOUT A CONTRIBUTION 
TO THE RUG HOOKERS PICNIC ? 






aa 


g center merchants have added a 


new twist to free pick-up service. They offer to drive their cus- 


tomers to the shopping center 


during the morning hours—and 


return them home. They engineered a neat tie-up with a local 


automobile dealer who calls for 
(The car dealer gets a chance 


persons requesting the service. 
to demonstrate his new cars—the 


merchants get more business. And everybody’s happy.) 
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Maybe your customers will never need a chain 
to leash an elephant or lift a locomotive, but if 
they do—you can be sure you can get them the 
McKAY CHAIN to do the job! Sell McKAY 
CHAIN, it’s the time tested, job tested line that 
offers ‘‘a chain for every use” ... and profit 
possibilities too. 


THE McKay company 


440 McKAY BUILDING - PITTSBURGH 22, PA. 
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REPEATS! 


MEANS 


Eastern pattern 
16 gauge scoop... 


Quality — 
satisfaction— 
brings 'em back 
for more 


Available in Arrow, Bull’s 
Eyeand Gold Target Brands 
—non-splitting, non-curling, 
normalized steel blades— 
seasoned ash handles and 
precision balance.Theyall add 
upto one thing—customersat- 
isfaction. And whentheyaresat- 
isfied, they’ll be back for more! 


And remember, there’s no in- 
ventory confusion when you 
stock Magor’s simplified line. 
Write today for illustrated 
price list. 





@ 7294 MAGOR 
Be CAR CORPORATION 
Pn SHOVEL DIVISION 
SELLING 
SO CHURCH ST., NEW YORK 7, N.Y. 


MAGOR 
BRAND‘ 


MASTER - POWER + DIGWELL + ARROW 


TARGET 


BULLS EYE - GOLO 


























Modern Ideas Make Volume 
(Continued from page 77) 








Hand tools get up-front attention in this neat section. 


City and Bronson and Townsend 
Co. of New Haven, Conn. 

Seasonal catalog mailings are 
sent to 2000 homes in the firm’s 
trading area. 

Advertising is also used in a 
locally circulated booklet listing 
phone numbers and addresses of 
consumers and of local merchants 
A large poster at the railroad sta- 
tion lists lines and services offered 
by the store. 

In the fall the firm runs a store- 
wide sale to dispose of spring and 
summer goods. Higher units of 
sale are priced at as much as 20 
pet from list, the smaller items be- 
ing priced at 10 pct off list. This 
helps the store start the fall sea- 
son with a more balanced inventory. 

George E. Donnell, a sugar ma- 
chinery manufacturer, is president 
of the corporation. Paul Brunn, at- 
torney, is secretary - treasurer. 
Other directors are: David J. 
Brunn, a furniture company execu- 
tive; Sydney Bevin, a retired oil 
company executive and chairman of 
the local school board, and Van 
Ness Darling, executive vice presi- 
dent of the Northport Trust Co. 





Music Builds Good Will 


The Municipal Band of Fort 
Madison, Iowa, entertains the peo- 
ple of that city and also builds 
good will for it through appear- 
ances in neighboring towns and 


cities. Visits to other areas are ar- 
ranged through the City Band Com- 
mission in co-operation with the 
Chamber of Commerce. Wherever 
the band appears the dual sponsor- 
ship of its performance is widely 
publicized. 

Recent out-of-town appearances 
included the Dallas (Iowa) Tomato 
Festival and the Montrose (Iowa) 
Water Melon Festival. In each city 
visitors received all the melons or 
tomatoes they could eat, through 
arrangements made by local mer- 
chants and neighboring farmers. 
In both cities special sales events 
were presented by participating 
merchants. 





Create Desire to Own 
(Continued from page 78) 
weekly, according to J. H. Fawcett, 
general manager, but more often 
they are maintained for 10 days to 
two weeks. Very rarely do the nine 
display windows show merchandise 
from less than five of the store’s 
departments, though the allotments 
of window space to departments 
depends largely on seasonal demand 

or sales opportunities. 

And partly because of the ex- 
cellence of its window displays, the 
name Delta Hardware Co. has 
gained recognition beyond its trad- 
ing area for the displays it has fea- 
tured have won many national 
awards. 
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90% of all chain saw manufacturers who 
do not build engines, choose the Power 
Products LIGHTWEIGHT. 





Such universal acceptance . . . for chain 
saws, power mowers and scores of other products 
. . . has made Power Products the leader and largest 
producer in the lightweight engine field. 










If you sell products that require lightweight power, 
this acceptance and 2-cycle experience, is very im- 
portant to you. It means easier sales . . . you have 
more to sell — performance — reputation — depend- 


ability and most important LIGHTWEIGHT. 






























POWER PRODUCTS CORPORF ENGINES 


ON, WISCONSIN 
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A New Store for Hazel Green, Wis. 


Millard C. Mills operates a hard- 
ware store in Manchester, Iowa. 
Whenever he visited his home town 
— Hazel Green, Wis. — he came 
away convinced that the little town 
needed a modern hardware store. 
Last June he opened that store. 

It was in Hazel Green, a town 
with a population of less than 600, 
that he learned the hardware busi- 
ness as a boy. His former employ- 
ers’ business place is no longer oc- 
cupied by a hardware store. 

Mr. and Mrs. Mills bought a 
building formerly housing a furni- 
ture store, remodeled the interior 
and held a formal opening on June 
28. 

Business in the new store has 


Population 600 


W ell rounded, consistent promotion, carefully chosen 
stock, and an outstanding gift department 
mark new small town store 


sees 








The men's side of the store shows the same neatness. Ledges of wall units are used only for bulky items. 


92 


HARDWARE AGE, DECEMBER 11, 1952 











The 


bu) 


A 
oli 
\ 


HARDW: 


600 


chosen 
irtment 
m. store 























i 8 B.Bekss =o 
The Jel PROFIT LINE a 


belongs in 


GALVANIZED 
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Wher people are passing your windows or inspecting the counters 


L oe hy SY 
. P in your store, having products from the famous J&L line on display 


is good business. People know and recognize this trade mark .. . they 


The J&L trade mark buy it in preference to less well-known brands .. . it ttes-in your 
is an ; : . 
mere to galvanized ware with other reputable brands of merchandise. 
invitation to 
buy at your store! J&L Ware is sturdily built. It’s priced to cover the big volume market 


and yield a healthy profit. See your local hardware jobber. He will pro- 


vide you with complete information concerning prices and deliveries. 


JONES & LAUGHLIN STEEL CORPORATION 
CONTAINER DIVISION 


NEW YOR K 17, NEW YORK 
galvanized ware plants: TOLEDO, OHIO and ATLANTA, GEORGIA T-1081 
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IEELSG 


Barbecue 
Grills 


ON PERMANENT DISPLAY 


SPACE 1119A 


MERCHANDISE MART 


ao PROFITABLYy 
WITH " *4495 
ACCESSORiEs To $7995 


RC-38 














RC-37 is the same as RC-38 but 

with left firebox removed and sauce 
pans added. Extra accessories can be 
added at extra cost such as the motor 
driven spit and upright firebox. 


Manufacturers of 

Gas Heating Appliances, 
Fireplace Furnishings, 
Barbecue Grills 





@ WRITE FOR FOLDER ® 


CHATTANOOGA IMPLEMENT & 
MANUFACTURING COMPANY 


CHATTANOOGA 6, TENNESSEE 
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| Compact, but neat and well arranged, is this gift section featuring 
| a variety of electric housewares. Its success is such that the depart- 


ment will be enlarged. 


| 
| been excellent because local people 


and vacation-time visitors are 
pleased with the bright and clean 
store with its carefully planned dis- 
plays and ample stocks. 

The new store measures 28x100 
ft. with merchandise storage on the 
second floor. Fluorescent lighting 
units on the ceiling are supple- 
mented with indirect lighting un- 
der the wall fixture ledges. Planned 
and fixtured by the Wisconsin Re- 
tail Hardware Assn., the store has 
a colorful appearance. 
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“Some people told us that we 
couldn’t make a success of a mod- 
ern hardware store in a town of 
the size of Hazel Green,” says Mr. 
Mills. “Our merchandising and ad- 
vertising program and attractive 
displays are bringing people to our 
store from quite a wide area. 
Illinois is just a few miles distant, 
and many people who dislike pay- 
ing a state sales tax drive across 
the state border to buy merchan- 
dise at our store.” 

Long a consistent advertiser in 


2 Hi 


7 gg te 


433° 


Lower-priced electric housewares and a good assortment of utility 
items are neatly arranged in this part of the housewares section. 
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| RP M Manufacturing Com- 


pany, the world’s largest 
manufacturer of rotary power 
mowers, presents America’s 
newest lawn mower . . . the 
LAWN-BOY by R P M. Here’s 
the one mower that offers 
your customers more new fea- 
tures than any other mower; 
backed up by the largest, 
most powerful promotional 
campaigns that ever intro- 
duced any mower. The LAWN- 
BOY’s your guarantee of a. 
trouble-free priced-right lawn 
mower . . . designed for prof- 
it-building sales appeal. 


CHECK THESE FEATURES 


CONTOUR CUT. .. the feature that 
checks scalping. The LAWN- 
BOY’s cutting blade is auto- 
matically guided by the wheel 
placement design. Here’s the 
mower that won’t scalp. 


SIMPLE, uncomplicated . . . the 
LAWN-BOY’s direct drive 
gives trouble-free simplicity 
of operation. No belts to ad- 
just, no chains to snap. 


GRASS SPRAY. . . here’s the fea- 
ture that assures full cutting 
power. Grass clippings can’t 
back up in the discharge 
chute. What’s more, this fea- 
ture eliminates long rows of 
clippings. 


LIGHTWEIGHT . . . all aluminum 
alloy construction gives a 


magic, featherweight ease of. 


handling, bound to appeal to 
every customer. 


CLOSER TRIM. . . the LAWN- 
BOY trims as close as 3/8 
inch . « . right up against 
walls, bushes or fences. Saves 
hours of time spent in trim- 
ming or edging. And others! 


BALANCED WEIGHT DISTRIBUTION 


THE LARGEST MUFFLER AREA ON ANY 


MOWER 
COMPLETELY SHIELDED, EXTRA-SAFE 


CUTTING BLADE 


Styling by Brooks Stevens, ONE OF THE COUNTRY’S OUTSTANDING INDUSTRIAL DESIGNERS 


22 inch cut 

Front "Grass Spray” 
discharge 

2 cycle engine 


21 inch cul 

Rear "Grass Spray" 
discharge 

4 cycle engine 


WORLD'S LARGEST MANUFACTURER OF ROTARY POWER MOWERS 
Available through hardware jobbers and distributors 
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for Every clown-on-the-knees JOB! 





These nationally known jobbers 


can supply you with Judsen Knee Pads 





Amarillo Hardware Company—Amarillo, Texas 
American Hardware Supply Co.—Pittsburgh, Pa, 


Baird Hardware Company—Gainesville, Fla. 
Baker & Hamilten—San Francisco, Cal. 


Beckley Hardware & Supply Co.—Beckley, W. Va. 
Belknap Hdwe & Mfg. Co.—Louisville, Ky. 
Benson, L. A. Co.—Baltimore, Md. 

Billings Hardware Co.—Billings, Mont. 
Bluefield Hardware Co.—Bluefield, W. Va. 
Bluefield Supply Co.—Bluefield, W. Va. 
Bostwick-Braun Company — Toledo, Ohio 
Boyer-Campbell Company—Detroit, Mich. 
Bruce- Rogers Company —F ort Smith, Ark. 
Buchanan- Williamson Supply Co.—Grundy, Va. 
Budrow & Company—Los Angeles, Cal. 

Buyrn, Old & Eaton, Inc.—Norfolk, Va. 


California Hardware Co.—Los Angeles, Cal. 
Carlisile Hardware Co.—Springfield, Mass. 
Central Wholesale Co.—Boise, Idaho 
Charleston Hardware Co.—Charleston, W. Va. 


Dawson, G. R. & Son—Chester, S. Carolina 
Drumheller Company—Walla Walla, Wash. 
Dunham, Carrigan & Hayden Co.—San Francisco, Cal. 


Emmons-Hawkins Hdwe Co.—Huntington, W. Va. 
Erb Hardware Co.—Lewiston, Idaho 
Ernst Hardware Co.—Seattle, Wash. 


Famport Hardware Co.—New York, N. Y. 
Farwell-Ozmun-Kirk & Co.—St. Paul, Minn. 
Foster-Thornburg Hardware Co.—Huntington, W. Va. 


General Hardware & Supply—Philipsburg, Pa. 
Goshorn Hardware Company—Charleston, W. Va. 


Hall & Company—Spartanburg, $. Carolina 
Hardsocg, Martin The, Company—Pittsburgh, Pa. 
Hibbard, Spencer, Bartlett & Co.—Chicago, Illinois 
Holmes Hardware Company—Pueblo, Colorado 
House-Hasson Hardware Co.—Knoxville, Tenn. 
Hulfish, Worth & Sons—Alexandria, Va. 

Hunt & Mottet Co.—Tacoma, Washington 


Janney-Semple-Hill & Co.—Minneapolis, Minn. 
Jellico Hardware Co., Inc.—Jellico, Tenn. 
Jensen-Byrd Company—Spokane, Wash. 


Kane & Keyser Hardware Co.—Belington, W. Va. 
Kruse Hardware Company—Cincinnati, Ohio 


Leonard, Chas. Hardware Co.—Petersburg, W. Va. 
Loewenstein & Sons—Charleston, W. Va. 

Logan Hardware & Supply—Logan, \/. Va. 

Lovett & Company, Inc.—Wrightsviile, Ga, 


McClung, C. J. & Company—Knoxville, Tenn. 
McComb Supply Company—Narlen, Ky. 
McMaster-Carr Supply Co.—Chicago, Ill. 





Bay Cities Wholesale Hardware Co.—San Francisco, Catil. 


Marshall- Wells Company—Duluth, Minn. 

Maxwell Wholesale Hdwe Co.—Oakiand, Cal. 
Miller, C. H., Hardware Company—Huntingdon, Pa, 
Momsen-Dunnigan-Ryan Co.—El Paso, Tex. 
Moore-Handley Hardware Co.—Birmingham, Ala. 
Marton, Chas. E. Company—Los Angeles, Calif. 


Newark Specialty Company—Newark, N. J. 
Northern Wholesale Hdwe Co.—Portland, Oregon 


Oklahoma City Hardware Co.—Oklahoma City, Okla. 
Orgill Bros. & Company—Memphis, Tenn. 
Ott-Heiskell Company—Wheeling, W. Va. 


Pacific Tent & Awning Company—Fresno, Calif. 
Paxton & Gallagher Co.—Omaha, Neb. 
Persingers, Inc.—Charleston, W. Va. 

Persinger Supply Co.—Williamson, W. Va. 
Phillips, 1. W. & Company—Tampa, Fla. 
Pritzlaff Hdwe., John—Milwaukee, Wis. 
Prutzman, H. C. Company—Altoona, Pa. 


Raleigh Hardware Co.—Beckley, W. Va. 
Ravel Bros., Inc.—Albuquerque, N. Mexico 


Schelly, C. ¥. & Bros.—Allentown, Pa. 

Schlatter Hardware Co.—Fort Wayne, Indiana 
Seller Bros. & Company—San Francisco, Cal. 
Shapleigh Hardware Co.—St. Louis, Mo. 

Somers, Fitler & Todd Co.—Pittsburgh, Pa. 
Southern Hardware Company—Charleston, W. Va. 
Southern Hardware Co., Inc.—Helena, Ark. 
Southwestern Hardware Co.—Oklahoma City, Okla. 
Sovetts, R. D.—Los Angeles, Calif. 

Strange-Jones Hardware—Clinton, Okla. 

Stratton & Terstegge Co.—Louisville, Ky. 

Summers Hdwe & Supply Co.—Johnson City, Tenn. 
Superior-Sterling Company—Bluefield, W. Va. 
Swank Hardware Co.—Johnstown, Pa. 


Thomson-Diggs Co.—Sacramento, Cal. 
Townley Metal & Hdwe Co.—Kansas City, Mo. 
Tracy-Wells Company —Columbus, Ohio 
Tryon, Edw. K. Company—Philadelphia, Pa. 


Union Hardware & Metal Co.—Los Angeles, Calif. 
Valley Supply Company—Elkins, W. Va. 


Watkins-Cottrell Company—Richmond, Va. 

Weed & Company—Buffalo, N. Y. 

Western Wholesale Hdwe Co.—San Francisco, Cal. 
Willis, R. F. & Bros., Inc.—Penns Grove, N. J. 
Wilmington Wholesale Hardware Co.— Wilmington, Del. 
Wilson-Pugh Company—Cumberland, Md. 
Wimberly-Thomas Hdwe Co.—Birmingham, Ala. 
Woodbury Hardware Company—Portland, Ore. 
Woodward Hardware Co.—Cairo, Illinois 
Woodward, Wight & Company—New Orleans, La. 
Worth Hardware Company—New York, N. Y. 





Judsen Rubber Works, Inc., 4107 W. Kinzie St., Chicago 24 
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his Iowa operations, Mr. Mills fo}- 
lows the same policy for his Haze] 
Green business. Opening day was 
announced in a full-page ad in a 
weekly newspaper. Some copy hag 
been published in the same paper 
most weeks since the opening. 

A 32-page catalog was sent to 
2,000 box holders in the town’s 
trading area to announce the open- 
ing. He plans to send out two cata- 
logs each year — one in the fall 
and one in the spring — as well as 
a 32-page toy catalog for the Christ- 
mas season. In addition he will use 
newspaper-size circulars in July and 
in January. 

As ‘an affiliate of Cotter & Co., 
Chicago, dealer - owned wholesale 
house, the Mills store uses its pro- 
motional pieces. 

The hometown appeal was used 
very effectively by the Mills store 
in its grand opening newspaper ad. 
He pointed out that the new store 
would be a branch of his Iowa busi- 
ness and told where “our store No. 
2” would be located. That opening 
ad stated, “Hazel Green was my 
birthplace and I want you to have 
an up-to-date hardware store with 
quality merchandise and low prices. 
We would appreciate a portion of 
your business. We will do our best 
to serve you.” 

One of the features of the store 
is an attractive gift department in 
charge of Mrs. Mills. Pottery, 
glassware, novelty items and elec- 
tric housewares are shown on glass 
shelving. 

A well stocked farm goods sec- 
tion attracts the farm trade from 
miles around. 

The store exterior has been neat- 
Iv nainted. but will he improved 
with a new and modern front wit>- 
in a year or two. 


Downtown Art Show 


Speak of an art show and most 
people immediately think of one 
held in a museum or gallery. In 
Schenectady, N. Y., the Merchants 
Bureau of the Chamber of Com- 
merce annually sponsors a 10-day 
show of about 250 paintings which 
are displayed in the windows of 
downtown stores. 

About 100,000 people look in the 
show windows of the co-operating 
stores during the annual event. 
Newspaper publicity attracts many 
out-of-towners who view the ex- 
hibits and often go on impulse into 
participating stores to make pur- 
chases. 
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—— «Ked Tagg 
Merchandising Tips: 












































“A good time to sell ” ~~ 
Insect Wire Screening 


44 
i 


is when the flies aren’t biting 


HE average homeowner likes to handle minor 
i cunes-tie replacing and repairing window 
screens—out of season. He has the time to do a 
better, more complete job — and the screens are 
ready for immediate use when he needs them. This 
winter remind your customers by displaying Cy- 
clone Insect Wire Screening in a prominent spot in 
your hardware store. 
An attractively-arranged display of Cyclone 
“Red Tag” Insect Wire Screening—along with the 
tacks, nails, hammers, paint, brushes and other tools 
needed to do a complete job—will remind your cus- 
tomers that now is the best time to take care of those 
worn-out screens. 
Cyclone Insect Wire Screening is a popular, easy- 
to-sell, fast-moving product. Customers like it be- 
cause it’s durable, good looking, and it’s woven with 
a firm, even mesh to stretch square. It is available 
in Galvanized Steel, Bronze, Aluminum in 24, 26, 
28, 30, 32, 34, 36, 42, and 48 inch widths. Every 
roll is guaranteed to comply with all requirements of 
Commercial Standard CS138-49, as issued by the 
National Bureau of Standards, U. S. Department of 
Commerce. 
Call your jobber now to fill out your stock of 
Cyclone Insect Wire Screening. Chances are his 
stocks are more complete now than they may be 
when spring demand reaches its peak. 











CATCH-ALL BASKETS 


CYCLONE FENCE DEPT., AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL COMPANY 


WAUKEGAN, ILLINOIS . SALES OFFICES COAST TO COAST ; 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK , i : ir Gates 


Uses CYCLONE 
“ped 109 


HARDWARE PRODUCTS 
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Now BRAZED 


for extra-tight 
sealing! 












MODEL 87 qt., 
88 pt 


polished brass, 
all parts brazed, 
fully shielded, 
self-cleaning 
needle, pistol- 
grip handle, 
bottom fill 


MODEL 200 qf., 
199 pt. 

All parts brazed, 
simplified pump, 
safety valve lock, 
functional tank 





design, top fill 
—aovailable 
polished brass 
or steel (200 s) 


Here’s another BERNZ 
improvement fo make 
these blow torches 
sell faster than ever! 


Now, every part is brazed. No solder 
is used anywhere. Thus making these 
torches exceptionally leak-proof. 
What's more, this new Bernz brazing 
process adds fo the looks of the torch— 
gives it an overall smooth appearance 
. +. another important selling point. 
Improvements like this, together with 
functional design, pistol grip handles, 
and many other unique features have 
been developed through more than 75 
years of leadership in the torch field. 
They are the reasons why it will always 
pay you to stock the complete Bernz 
line. Write today for full information. 


Always Reliable” 
OTTO BERNZ CO., INC. 





280 LYELL AVE., ROCHESTER 6, N. Y. 
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What to Do About Your Income Tax 


(Continued from page 70) 


purposes, such as urging the pur- 
chase of defense bonds or the con- 
servation of natural resources. 

A further increase in expense 
can be obtained with resulting good 
will on the part of your employees 
by means of a Christmas bonus. 
Care must be taken not to violate 
Wage Stabilization Board regula- 
tions, but if you have given bo- 
nuses in the past, you may legally 
continue to do so. 

Your expenses may also be con- 
trolled by giving consideration to 
bad debts. Two methods are per- 
mitted by the tax law: (A) you 
may deduct the actual accounts 
considered to be worthless. The 
amount is based on an examination 
of your customers’ ledger. (B) 
you may use a reserve for bad 
debts, which permits you to use 
an estimated amount, usually a 
percentage of sales or of accounts 
receivable. 

Whichever method you have used 
since you began business must be 
continued unless permission to 
change is obtained from the Tax 
Commissioner. 

(3) Controlling your income. 
Your income can be deferred by 
postponing until next year sales 
made near the end of the year. 
Orders taken during the last week 
in December, for example, can be 
held until January or shipped “on 
approval,” then recorded as sales 
in January of next year. 


Consider Installment Selling 


You might also consider selling 
on the installment plan, which 
records the profit over a period of 
time as the cash is received in in- 
stallments. For example, if 35 pct 
of your sales are profit, then 35 pct 
of the collections are profit realized 
in the year in which the cash is 
received. Otherwise, under the ac- 
crual basis of accounting, all the 
profit is taxable when the sale is 
made, regardless of when the cash 
is received. The Bureau of Internal 
Revenue has prescribed the ac- 
counts that must be used. 

The installment method is more 
profitable to a new business than 
to an old one, for the reason that if 
an old business changes to the in- 
stallment basis (which can be done 
without prior approval), collec- 
tions received on sales made before 
the change took place must be in- 


cluded in the computation of real- 
ized, i.e. taxable, gross profits. 

One of the most important mat- 
ters for you to consider before the 
year-end is the advisability of tak- 
ing capital losses to reduce capital 
gains. This refers especially to 
transactions in stocks and bonds. 
By this means, taxable income can 
be reduced by deferring until next 
year a profitable sale or including 
in this year a sale at a loss. 

If the security sold was owned 
by you for six months or less, the 
gain or loss on the sale is known 
as a “short-term” capital gain or 
loss. If held for longer than six 
months, it is known as a “long- 
term” capital gain or loss. Short- 
term gains and losses are recorded 
for tax computations at 100 pet. 
Net long-term gains and losses are 
recorded at 50 pct, but the effect 
on your tax cannot exceed 26 pct. 
A few examples will illustrate the 
working of this section of the tax 
law. 


How It Works 


(A) Short-term gain and short- 
term loss: Assume that stock A 
cost $800 and was sold for $1,300, 
a gain of $500, and that stock B 
cost $1,700 and was sold for $1,500 
a loss of $200. 

Both securities were owned for 
less than six months. 

Short-term gain ....... $500 

Short-term loss ........ 200 


Net short-term capital 


gain, taxed 100 pct .. $300 





(B) Long-term gain and long- 
term loss: Assume that stock C 
cost $1,600 and was sold for $2,500, 
a gain of $900, and that stock D 
cost $2,700 and was sold for $2,400, 
a loss of $300. Both securities were 
owned for more than six months. 

Long-term gain ....... $900 

Long-term loss ........ 300 


Net long-term capital 
NE isis oak bn ood 408 $600 


Taxable as income (50 
eee ey ... $3800 
(C) Long-term and short-term 
loss: Assume that stock E cost $2,- 
000 and was sold for $2,900, a gain 
of $900, and that stock F cost $2,- 
600 and was sold for $2,190, a loss 
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”C Series 
¥% to 12 h.p. 


Underlying the public’s growing preference for 
Continental Red Seal power, on lawnmowers, 
garden tractors, and similar machines, is the greater 
satisfaction derived from such equipment by reason 
of the fact that every Red Seal is built expressly for 
its job. A Continental Red Seal is NEVER ‘“‘just 


- AU Series 
2-24-22 h.p. 


2-2%4-2¥2 hp. 





tacked on.” It doesn’t need to be, because the Red 
Seal line includes at least one model for virtually 
every application within its power range. More and 
more wise buyers are buying .. . more and more 
wise dealers are SELLING . . . makes of equipment 
that feature famous Continental Red Seal power. 


THE EXCLUSIVE CONTEX EXTERNAL IGNITION SYSTEM — AVAILABLE ONLY ON CONTINENTAL — 
SLASHES SERVICING TIME, DOUBLES LIFE OF PLUGS AND POINTS. WRITE FOR INFORMATION TODAY! 


(ontinental Motors [orporation 


AIR-COOLED INDUSTRIAL ENGINE DIVISION 


12800 KERCHEVAL AVENUE 
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Like any other skilled KEENER 
workman, a saw filer —_eyyisgy 
knows what he wants * 
in a tool. And he CLEANER 
knows when he’s got oe 
it. As, for example, a —_ gasTER 
HELLER Saw File. CUTTING 
Once a saw filer has a 
tried a HELLER, and 
seen the keen, sleek SHELLING 
edge it puts on his RIGHT 
saw teeth, he’s sold TEMPER 


for good. 


Precision milling of the blank, 
uniform tooth structure; ad- 
vanced edge design minimizing 
breakage or shelling; exacting 
accuracy in texture and cut; the 
right temper that means lasting 
service and more effective filing 
— these and other features put 
a HELLER Saw File in a class 
by itself. 

Send for full information on 
these quick-selling files. Lengths 
4” to 8” in regular taper, slim, 
extra slim and double extra slim. 








Cosh in 
on the file 
with the 

WHITE TANG 


HELLER 
BROTHERS COMPANY 
A New Jersey Corporation 
‘ America's Oldest File Manufacturer 
NEWCOMERSTOWN, OHIO j 

Ask also about our csugiets tine of 


Hammers; Masterenches; Scrapers; 
Trowels and other quality tools. 


liter 








of $500. Stock E was owned for 
more than six months. Stock F was 
owned for less than six months. 
Long-term gain 
Short-term loss 


Excess of long-term gain 
over short-term loss.. 


Taxable as income (50 
$200 


In each of the above examples, 
the net result was a capital gain, 
taxed 100 pct if short-term and 
50 pet if long-term. If the net re- 
sult is a capital loss, you may only 
deduct $1,000 from your other 
income, or up to the amount of 
your other income if it is less than 
$1,000. Any excess of the net 
capital loss may be carried forward 
and used during the following five 
years. Examples of a “net loss 
carry-over” follow: 

1952 

Other income . 

Net capital loss $4,000 

Capital loss al- 


$6,300 


1,000 1,000 


Net income ... $5,300 


1953 
Other income . $7,400 
Net gain 1,700 


$9,100 
Capital loss al- 
lowed ($1700 
plus $1000) 


Net income 


1954 
Other income . 
Net gain 


Capital loss al- 
lowed (balance 
of $4,000 loss 
less $3,700 de- 
ducted in 1952 
and 1953) .. 300 


Net income ... $10,800 


The above comments on capital 
gains and losses apply to indivi- 
duals. Other rules apply to corpora- 


| tions. For partnerships, each part- 


ner shows on his personal tax 
return his proportionate share of 
the partnership’s capital gain or 
loss. 

If you are a landlord and receive 


from a tenant a deposit which is 
intended to cover the rent for the 
last four months of the lease, the 
entire deposit (plus rents received 
for the current year) is taxable in 
the year of receipt. (This is not 
true of the tenant, who can deduct 
the deposit only for the year to 
which it applies). 

To illustrate: on Dec. 1, 1952, 
you rent the apartment over your 
store to a tenant for three years at 
$100 per month. The tenant pays 
you $400, covering the rent for 
December, 1952 and September, 
October, and November, 1955. The 
entire $400 is taxable income for 
1952. 

To avoid this, the $300 deposit 
should be deposited and maintained 
in a separate bank account and 
should be recorded in the lease as 
a deposit to be returned upon com- 
pletion of the contract. The deposit 
should not be recorded as rent paid 
in advance. 


Children's Earnings 


If you have a child who works 
after school, be sure he does not 
earn over $599 during the year. If 
he earns $600 or more, he must pay 
a tax on his earnings and you can- 
not deduct $600 for him as a de- 
pendent. If his earnings are less 
than $600, he will get a refund of 
the tax withheld from his pay and 
you can also deduct $600 for him 
as a dependent. If one man’s son 
earns $595 and another man’s son 
earns $605, the latter’s tax plus his 
father’s tax will exceed the other 
son and father’s tax by at least 
$200—other factors being equal. 

Do you own any series E Bonds? 
They were sold during the war 
for multiples of $18.75. Ten years 
after sale an $18.75 bond matures 
for $25. The interest may be taxed 
each year as the value of the bond 
increases or it may be taxed all 
at once when the bond matures. 
Tax-wise, with today’s high rates, 
it is better to pay your tax on each 
year’s appreciation of the bond 
value. 

Taxable income can also be re- 
duced by investing in bonds of a 
state, county, or local municipality. 
Such bonds are known as municipal 
bonds, and the interest received on 
them is completely exempt from 
tax. A two and one-half pct muni- 
cipal bond may be equal to nine or 
10 pet on an industrial bond, de- 
pending on your tax bracket. 
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“SHINYHEADS” 
America’s Best Looking Cap Screw 


Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws— 
bright finish. Heads machined top 
and bottom. Hexagon faces clean 
cut, smooth and true, mirror finish. 
Tensile strength 95,000-110,000 
p.s.i. Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 steel—bright 
finish. For use where heat treatment 
is not required and where ordinary 
hexagon heads are satisfactory. 
Hexagon heads die made to size — 
not machined. Points machine 
turned. Tensile strength 75,000- 
95,000 p.s.i. Carried in stock. 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on tap 
end unless otherwise specified, 
with flat and chamfered machined 
oint. Nut end, oval point. Land 
etween threads shiny, bright, 
mirror finish. Carried in stock. 


+ 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Expertly made by the 
pioneers in producing connecting 
tod bolts by the cold upset process. 


“HI-CARBS” 
Heat Treated Black Satin Finish 


Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treatment. 
Hexagon heads die made, not ma- 
chined. Points machine turned; flat 
and chamfered. Tensile strength 
130,000 -160,000 p.s.i. Carried 
in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in eye | 
Cup Point Set Screws by the col 
upset process. Cup points machine 
turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


* 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexagon head style — to blue print 
specifications—hexagon head hard; 
polished if specified — threads soft 
to close tolerance— points machine 
turned; flat and chamfered. 


bed 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. Supplied in various 
head shapes, with oil holes and 
grooves o different kinds, and flats 
accurately milled. 


FERRY PATENTED ACORN NUTS 


For ornamental purposes. Steel in- 
sert — steel covered. Finish: plain, 
zinc plated, cadmium plated. Size: 
9/16", 3/4”,15/16" across the flats. 


Tapped 1/4” to 3/4” inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shell. 























THE FERRY CAP & SET SCREW CO. 


2155 SCRANTON ROAD ° CLEVELAND 13, OHIO 
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Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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"TR yey, 


Jack be nimble, 
Jack be quick, 

Jack jump over 
The Candlestick 








A 
is 


e YY 
A spring customer |). 


C4 _ rience. Write or call Sales and Engineering, 
ce 


\ a 2 New Bond Street, Worcester, Mass. 
— j 

~ e THE COLORADO FUEL AND IRON CORPORATION—Denver, Colorado 

ee THE CALIFORNIA WIRE CLOTH CORPORATION—Oakland, California 

WICKWIRE SPENCER STEEL DIVISION—Atlanta * Boston © Buffalo 

‘ Chicago * Detroit * New York * Philadelphia 
1291 
AND FORMED WIRES (EJ 


a 


we missed... 


Jack’s famous spring over the candlestick hap- 
pened long before our time—else he probably 
would have placed an order with us for the 
spring he needed. , 

If you, too, have a spring problem—any size, 
shape or design—we’re sure our engineers can 
come up with the right answer. Why not take 


advantage of their long and specialized expe- 
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5 Rules for Rentals 
(Continued from page 73) 


over of rental equipment. Mr. 
Smith has experimented with many 
rental items, but he is quick to 
eliminate slow-moving ones. He ex- 
pects most of his equipment to be 
out on rental no less than 25 pct of 
the time. If customers keep asking 
to rent an item he does not have, he 
adds it to his rental list. 

(4) Don’t rent equipment that 
can be damaged. A store’s repair 
bills for equipment damaged by 
careless use can soon eat up rental 
profits. If Mr. Smith finds that a 
certain type of equipment is too of- 
ten damaged by users, he discon- 
tinues it as a rental. 

(5) Clearly specify all terms. To 
avoid any misunderstanding of 
terms, a printed form specifying 
the rental rate, time limits, liability 
should be used. Space should be 
provided for the customer’s name 
and address, and for his signature. 

Those five policy points for oper- 
ating his rental department, have 
made it a profit maker in both of 
Mr. Smith’s stores. And because 
rentals can be profit makers, he also 
promotes that service. 


Uses Classified Columns 


To advertise his rental equip- 
ment, he relies primarily on the 
classified ad columns in the two 
Phoenix daily newspapers. He also 
uses his store windows to put his 
message across, each window hav- 
ing a card listing all of his rental 
services. 

In the store, salespeople are en- 
couraged to suggest rentals, when- 
ever they feel they are about to lose 
a sale of any item on the rental list. 
Then generally after several uses, 
the customer is led to purchasing 
the item. 

Most popular items on the list, 
and their daily rates, are: hand and 
power lawn mowers, $1.00; floor 
waxers, $1.00 to $1.90; hand sand- 
ers and polishers, 75¢ to $1.50; elec- 
tric hedge trimmer, $1.50; electric 
drill, $1.00; ice cream freezer, 50¢; 
wheelbarrow, 50¢, and post hole 
digger, 50¢. 

Most customers want to keep the 
equipment at least two days. Many 
of them also want the items over 
the weekend and so special weekend 
rates have been set up. 

Mr. Smith believes his rental 
business is moving towards the 
larger and heavier equipment. 
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fl rs . 
Poa , For customers who want the best—the easiest to read 
Feature NOW the K&E Favorite WYTEFACE* Steel Tape. It’s 


; elec- 
lectric easier to sell because it’s easier to read. Black on white, foot mark- 
ings in red. Men who want the best in steel tapes go for it. Favorite 


, 50¢; 
hole comes in 25’, 50’, 75’ and 100’ lengths, to suit every measuring need. All 
*Trade Mark 


rugged, strong, rust-proof. It’s the first choice for sales! 


Many KEUFFEL & ESSER CO. 


Many 
over 
EST. 1867 
NEW YORK «- HOBOKEN, N. J. 


ekend 
CHICAGO « ST.LOUIS + DETROIT + SAN FRANCISCO + LOS ANGELES + MONTREAL 


ental 
the 
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Appearance 
- 


Performance 


SALES 





PEERLESS 


Super Value 


FREEZERS 


Quality construction, smooth, 
quick, triple -action freezing, 
and streamlined design sell 
PEERLESS Super Value Ice 
Cream Freezers on sight. To- 
tally enclosed gears. Easy op- 
eration. A durable freezer and 
a super value for stepping up 
your sales. Write for complete 


information. 
Household Sizes: 2 to 10 Qts. 
Hotel Sizes: 12 to 20 Qts. 


Peerless Features: 


DUUSTABLE. SC can 0 TOP 
ADJUSTABLE SCRAPERS GEAR FRAME ae 
GEARS INCLOSED 





=: (©) =r . 


DEEPER TUB 
and CAN 


STEEL CAN BOTTOM 


The PEERLESS FREEZER Co. 


WINCHENDON, MASS. 
ASK YOUR JOBBER 











104 


How You Can Build Traffic 


(Continued from page 80) 





Customers—young and old—examine part of the “Harvest of Bargains." 


Some shoppers visited the store 
to ask for the specials prior to the 
Thursday opening of the event. 
Their purchases were permitted at 
the special prices. 

Prices ran from a low of 13¢ for 
a cooky-pastry tool to $14.98 for a 
double tray laundry unit. There 
were wheel goods, housewares, 
electric housewares, gadgets, juve- 
nile sporting goods, builders’ hard- 
ware, hand tools and some hunting 
equipment items in the sale. 

Radio spot announcements sup- 
plemented the broadside advertis- 
ing, these being used each day dur- 
ing the actual promotion and for 
several days before it was held. 

Display windows featured Fall 
Value Days displays. Pennants and 


cards, provided by Bingham’s, were 
displayed with all specially priced 
merchandise in the store. 

Specials not sold during the 
nine-day event were continued on 
display, after the sale, but at reg- 
ular prices. Under this plan the 
store took no loss from any over- 
stocks. 

Some of the Fall Value Days 
specials were spotted on tables in 
different sections of the store, ac- 
companied by a card calling atten- 
tion to the event and indicating 
the special price. As customers 
asked for these items they were 
delivered from storeroom stocks. 
This permitted keeping many of 
the regular displays intact. 


Only one extra employee was 





All four pages of the broadside were used on this table to 
encourage shoppers to look elsewhere at the featured items. 
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needed for the big sale. Mr. Sal- 
way is assisted in his hardware 
section by seven salespeople and 
employs four in his electrical and 
appliance sections. 

Many long-time customers vis- 
ited the store during the sales event 
and there were numerous first- 
time visitors. Very few customers 
limited their purchases to but one 
sale item, many buying as high as 
12 to 14 items in the special list. 
Some informed the sales staff that 
they were buying the special items 
for Christmas gifts. Numerous 
bargain hunters also visited the 
major appliance display room at 
Salway’s. Some immediate sales re- 
sulted and many good prospects 
were found for later purchases. 





AKE 
HANDLES 


595 


One of the orange and black sale 


price tickets. Large type and 
brief copy told the story. 


Response to the advertising con- 
tinued at a steady pace throughout 
the entire period, reports Mr. Sal- 
way, and there were instances of 
regular customers who came in 
after the sale had been completed 
and asked for the special prices. 
These requests were usually grant- 
ed as a good will gesture. 

His personal dislike for using 
the word “sale” made him quite 
pleased to use the designation Fall 
Value Days. He says, “We ran this 
promotion to attract more traffic 
and to make _ ourselves’ better 
known to more people, and suc- 
ceeded in doing so. We conducted 
a similar fall event several years 
ago and obtained good results.” 

Although some customers at- 
tracted by the sale prices bought 
only those items on the special list, 
most of them made other purchases 
on impulse. 
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»eand you can sell the difference! 


Boost your carpet sweeper sales by selling ‘that extra 


something”’ you'll find only in a Wagner. 


Show your customer that only the Wagner has Mov-O-Matic 
Combs that move in and out of the brush to keep it clean 
. « . $0 it can sweep clean. She'll never settle for anything 
less. Mov-O-Matic Combs are just one of 10 exclusive 
features found in a Wagner. 


If you're not satisfied with a 5% market when there is a 55% 
market available, write us for information. 


You need a Vacuum Cleaner once a week 


YOU NEED A 


EV c ry DAY 


E.R. WAGNER MANUFACTURING CO. 
Dept. HA, Milwaukee 16, Wis. 
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SILVER KING 


NAIL HOLDING 
HAMMER 


Order your Silver King Xmas gift 


boxes —now. A practical most 


useful holiday gift packed in a 


bright, cheerful box. Every man 
will welcome this fine hammer 
on Christmas. Order now for 


immediate delivery 


JOHN H. GRAHAME CO.,Inc., NewYork, N.Y. 
SANFORD BROTHERS, Chettancege, Tenn. 


ESTAB. 1836 


Henny CHENEY “corr: 


GOVTEE FALLS, w. ¥., U.S. A. 

















Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 





National Events 


American Toy Fair, March 9-18, at 


permanent show rooms, 200 Fifth 
Ave., 1107 Broadway and vicinity. 
Temporary exhibits at Hotels Mc- 
Alpin and New Yorker. Sponsored 
by Toy Manufacturers of the 
U.S.A., Inc., 200 Fifth Ave., New 
York City. H. D. Clark, secretary. 


Bicycle Industry, Jan. 18-23 at the 


Boca Raton Club and Hotel, Boca 
Raton, Fla. Sponsored by Bicycle 
Institute of America, 122 E. 42nd 
St., New York City 17. 


Garden Merchandise and Supply Show 


(National) Feb. 3-6, at the 71st Reg. 
Armory, 31st St. and Park Ave., 
New York City. Sponsored by the 
National Garden Supply Marketing 
Bureau. George E. Perry, director, 
1901 St. Paul St., Baltimore 18, Md. 


Hardware Week (Irha), April 17-25, 


sponsored by the National Retail 
Hardware Association, 965 N. Penn- 
sylvania St., Indianapolis 4, Ind. 
Managing director, Russell R. 
Mueller. 


Industrial Supply convention, April 


12-15 at Miami Beach, Fla. Confer- 
ence Booth Program and sessions at 
IDinner Key Auditorium. Sponsored 
jointly by the American Supply & 
Machinery Manufacturers’ Associa- 
tion. 814 Clark Bldg., Pittsburgh 22, 
Pa. R. Kennedy Hanson, general 
manager, The National Industrial 
Distributors’ Assn., 1900 Arch St., 
Philadelphia 3. H. H. Rinehart, ex- 
ecutive secretary and the Southern 
Distributors’ Assn., 712 Volunteer 


Bldg., Atlanta. E. L. Pugh, secre- 
tary-treasurer. 


Materials Handling Show, May 18-22. 
at Convention Hall, Philadelphia, 
Pa. Sponsored by American Ma- 
terial Handling Institute. 


Motor Boat Shows, National Motor 
Boat Show, Jan. 9-17 at Grand Cen- 
tral Palace, New York City; Feb. 
6-15 at International Amphitheater, 
Chicago, and Sports, Travel & Boat 
Show, March 6-15 at Civic Audi- 
torium, San Francisco, Cal. 


National Housewares and Home Ap- 
pliance exhibit, Jan. 15-22, at Navy 
Pier, Chicago. Sponsored by Na- 
tional Houseware Manufacturers’ 
Assn., 1140 Merchandise Mart, Chi- 
cago. A. W. Buddenberg, executive 
secretary. 


National Retail Hardware Assn., Con- 
gress, July 13-16 at Miami Beach, 
Fla. Headquarters, Casablanca Ho- 
tel Managing director, Russell R. 
Mueller, 964 N. Pennsylvania St., 
Indianapolis 4, Ind. 


National Sporting Goods Show and 
Convention, Jan. 25-28, 1953, at the 
Hotel New Yorker, New York City. 
Sponsored by the National Sporting 
Goods Association, 1 No. LaSalle 
St., Chicago 2. Marvin Shutt, sec- 
retary. 


Sports Show. National Winter Sports 
Show, May 24-27 at the Hotel New 
Yorker, New York City. Manager, 
J. Andrew Squires, 23 E. 26th St., 
New York 10, N. Y. 


Regional Events 


Ace Stores annual convention and ex- 


hibit, Feb. 2-4, 1958, at the Conrad 
Hilton Hotel, Chicago. Sponsored 
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by Ace Hardware Corp., 2355 S. 
Blue Island Ave., Chicago 8. 
American Hardware Supply Co., Mer- 














OF 


IT W 











allied 

up-to- 
issue 

Age 


h, secre- 


ay 18-22. 
adelphia, 
san Ma- 


1 Motor 
ind Cen- 
y; Feb. 
theater, 
& Boat 
¢ Audi- 


me Ap- 
t Navy 
oy Na- 
‘turers’ 
rt, Chi- 
ecutive 


., Con- 
Beach, 
ca Ho- 
sell R. 
a St., 


Ww and 
at the 
: City. 
orting 
aSalle 
» sec- 


ports 

New 
ager, 
: St. 


Mer- 





STORM DOORS & WINDOWS 


g2EMOVABLE PORCH ENCLOSURES 





PLAYHOUSES 








OFFICE PARTITIONS 


Beer ey 


Tenet ee 


IT WILL PAY 


P U 


~_- 2 > 





FARM BUILDINGS 





BROODER HOUSE WINDOWS 


BARN WINDOWs 


YOU TO STOCK, DISPLAY AND SELL = 


LITE 


ge POs 


WINDOW MATERIALS 


Where else will you find a line so versatile . . . so useful . . . so sale- 
able? Just seeing R-V-LITE and VIMLITE on display stimulates ideas 
for countless uses on the farm and in the home. And nowhere will you 
find such powerful FREE selling helps that close sales for you “on 


the spot”. 


@ MOST COMPLETE LINE 
8 types of R-V-LITE and VIMLITE fill every 
need — fit every purse. 2 types of STORM 





PANES widen your winter “sales range”. 
New 15-V V-LITE sells like wildfire for 
scores of household uses 12 months a year. 
@ FINEST MERCHANDISING FLOOR 

FIXTURES 

Compact, sturdy, eye-catching “silent sales- 
men" tell and sell R-V-LITE advantages to 
folks while they're in your store. 


SMART DEALERS STICK WITH R-V-LITE 
because of these 3 BIG Basic Reasons: 


@ MOST EFFECTIVE ADVERTISING 
& POINT-OF-SALE DEALER HELPS 
Strong consumer selling messages in lead- 
ing national magazines and over local ra- 
dio stations ‘‘pre-sell'’ your customers on 
R-V-LITE. 
Big FREE Dealer Advertising Kit “clinches” 
the selling job in your store. Contains col- 
orful streamers, banners, die-cut signs, new 
self-sticking POP-OUT and STAND-OUT 
pressure sensitive displays! 


Make your store headquarters for 
R-V-LITE — headquarters for profit! 


Available through leading wholesalers in the U. S. and Canada. ORDER TODAY! 


Exclusive Manufacturers of R-V-LITE 








SINCE 1905 ¢ 
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3462 N. KIMBALL AVE., CHICAGO 18, ILL. 
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FUN 


selling Klean-Strip 


WITH THIS 
DEMONSTRATION DISPLAY 





-.. says F. H. Parten 
of Wheeler Hardware Co., 
St. Paul, Minn. 


Mr. Parten says: “Every dealer likes to 
make easy sales . . . and it’s so easy to sell 
Klean-Strip Remover with the new Try- 
It-Yourself display. The customer can see 
for himself how Klean-Strip actually 
breaks away and peels off the old finish 

. . doesn’t make a gooey mess like so 
many removers do. 

“After the demonstration (which only 
takes a minute) I tell the prospect that 
Klean-Strip is absolutely non-inflammable 
and requires no afterwash or neutralizing. 
That clinches the sale. And, when I sell 
Klean-Strip Remover, I always sell some 
paint too—because repainting follows re- 
moving paint.” 


Order a “‘Try-It-Yourself’’ Pack from your | 


paint jobber today and let your customers 
sell themselves. This pack comes complete 
with painted test panels, brush, booklets 
and 12 pints of Klean-Strip. (Dealer cost: 
$6.36; resells for $10.20). 

Try it yourself. You, too, can have fun 
and make extra profits selling Klean-Strip 
Remover. It’s nationally advertised in The 
Saturday Evening Post, Popular Mechanics 
and Popular Science. 

For literature and free sample, write 

THE KLEAN-STRIP CO., INC. 

2340 S. Lauderdale, Memphis 6, Tenn. 


KLEAN-STRIP 


‘Peels Off Paint’ 
Heavy-Bodied KLEAN-STRIP also available 
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chandise Fair and Stockholders’ 
Meeting, Jan. 26-27, at company 
headquarters, 41 Terminal Way, 
South Side, Pittsburgh, Pa. Wm. M. 
Stout, executive vice-president and 
general manager. 


Coast-to-Coast Stores annual meeting 
and merchandise exhibit, Feb. 8-11, 
at Minneapolis, Minn. Sponsored 
by Coast-to-Coast Stores Central 
Organization, Inc., 29 Main St., 
S. E., Minneapolis 14. 


Cotter & Co. Spring show and annual 
stockholders’ meeting, Feb. 2-3, 
1953, at company headquarters, 365 
E. Illinois St., Chicago 11. 


Franklin Hardware and Supply Co., 
annual convention Feb. 3 at com- 
pany headquarters, 918-28 N. Dela- 
ware Ave., Philadelphia 23, Pa. 
F. Leon Herron, president and gen- 
eral manager. 


New England Iron & Hardware Assn., 
60th annual banquet, Jan. 14, at the 
Sheraton Plaza Hotel, Boston, Mass. 
Secretary, Henry J. Lamb, 294 
Washington St., Boston 8. 


Gift Show, 36th annual California 
Gift Show, Jan. 18-23 at the Mer- 
chandise Mart, Brack Shops, indi- 
vidual showrooms, and the Alex- 
andria and Biltmore Hotels, Los 
Angeles, Calif. Sponsored by Los 
Angeles Trade Fair. Inc., 1151 S. 
Broadway, Los Angeles. 


Gift Show, 26th Western China, Glass, 
Gift, Jewelry, Toy, Stationery & 


Housewares Show, to be held con- 
currently with Western Winter 
Market, Feb. 1-4, at the Civic Au- 
ditorium, Palace, St. Francis, and 
Sir Francis Drake Hotels, and 
Western Merchandise Mart, San 
Francisco. 


Lamp and Picture Show, 7th annual 
California Lamp and Picture Show, 
Jan. 25-29, at the Biltmore Hotel 
and individual showrooms in Los 
Angeles, Calif. Sponsored by Los 
Angeles Trade Fair, Inc., 1151 S. 
Broadway, Los Angeles. 


Marshall-Wells Stores congresses: at 
Duluth, Minn., Feb. 9-11; at Port- 
land, Ore., Feb. 16-18; at Seattle, 
Wash., Feb. 23-24; at Spokane 
Wash., Feb. 23-24; at Billings, 
Mont., Feb. 2-3. Sponsored by the 
Marshall-Wells Co., Duluth 1, Minn. 


Northern Wholesale Hardware Co. 
convention and merchandise exhibit, 
Feb. 15-17, at Portland, Ore. Spon- 
sored by Northern Wholesale Hard- 
ware Co., 805 N. W. Glisan St., 
Portland 9, Ore. 


Rehm Hardware Co. annual conven- 
tion and exhibit, Jan. 27-28 at com- 
pany quarters, Blue Island Ave. and 
15th St., Chicago 8. J. B. Moore, 
vice-president and secretary. 


Texas Wholesale Hardware Associa- 
tion and annual joint meeting with 
the Texas Hardware Boosters Club, 
June 11-13 at the Plaza Hotel, San 
Antonio. Secretary, Nat M. John- 
son, P.O. Box 386, La Feria, Tex. 


State Events 


Alabama Retail Hardware Asssn., con- 
vention and exhibit, April 19-21 at 
the Tutwiler Hotel, Birmingham. 
Secretary, Mrs. Euna G. Ramsey, 
1006-7 Frank Nelson Bldg., Bir- 
mingham 3. 


Arkansas Retaill Hardware Assn., 
convention and exhibit, Feb. 22-23 
at the Robinson Auditorium, Little 
Rock. Hotel headquarters, La- 
Fayette Hotel. Secretary, J. Wayne 
Tisdale, 908 Rector Bldg., Little 
Rock. 


California Retail Hardware Assn., 
convention and exhibit, Feb. 9-11 at 
the Fairmont Hotel, San Francisco. 
Secretary, Kreuger B. Jacobsen, 
1355 Market St., Suite 262, San 
Francisco 3. 


Carolinas, Hardware Assn. of, conven- 
tion, June 9-10, at Myrtle Beach, 
S. C. Secretary, Mrs. Sally Couch 
Masten, 118% E. Fourth St., Char- 
lotte, N. C. 


Connecticut Hardware Assn., conven- 
tion, Jan. 21 at Stratfield Hotel, 
Bridgeport. Secretary, Ned Rus- 
sell, Southport, Conn. 


Florida Retail Hardware Assn. joint 
convention and exhibit with Georgia 
Retail Hardware Assn., April 12-14, 
at George Washington Hotel, Jack- 
sonville, Fla. Executive manager, 
W. W. Howell, P. O. Box 183, Way- 
cross, Ga. 


Georgia Retail Hardware Assn., joint 


convention and exhibit with Florida 
Retail Hardware Assn., April 12-14, 
at George Washington Hotel, Jack- 
sonville, Fla. Executive manager, 
W. W. Howell, P. O. Box 183, Way- 
cross, Ga. 


Illinois Retail Hardware Assn., con- 


vention and exhibit, Feb. 24-26 at 
Chicago. Convention headquarters, 
Sheraton Hotel; exhibit, Navy Pier. 
Secretary, William F. Ewert, 1194 
Merchandise Mart Plaza, Chicago 
54, 
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Quality Twines and Cordages 
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ORDERS OF $50.00 OR MORE, FREIGHT 


PREPAID. Orders of less than $20.00 f.0.b. 
Mill, Lawndale, N. C. or Marietta, Minnesota. 


Orders of, $20.00 to $50.00, freight allowed 
to $1.00 per cwt. Freight prepaid does not 
include extra charges incurred outside car- 
rier's regular zone of delivery. 


You can put your confidence in- 


K 








line 

SEINE TWINES 

SEINE CORDS 

TROT LINES 7 
STAGING 

VENETIAN BLIND CORD 
SASH CORDS 

CLOTHES LINES 
MASON LINES 
BUTCHER’S TWINES 
FISHING LINES 

NYLON CASTING LINES sl, 
STARTER ROPE , —y~ 
JUMP ROPE 

MOP HEADS 

WRAPPING TWINES 

KITCHEN LINES 

EXPRESS TWINES 

CHALK LINES 

KITE CORDS 

PARCEL POST TWINES } 
POLISHED INDIA TWINES ~ 
PLASTIC CLOTHES LINES 





1 lb. skeins — 12 thru 72 ply 





2 oz. balls — 12 thru 24 ply 





A oz. balls — 12 thru 48 ply 





8 oz. balls — 12 thru 72 ply 


Above Sold in 5 Ib. Pkgs. 


1 lb. balls —- 24 thru 72 ply 


Sold in Bulk 





STOCK TOP QUALITY 


SEINE CORD AS A 
STANDARD, STAPLE, 


BEST SELLER 


When you display the UIQ tine- 


it Sells! 


Cleveland Mills Company LAWNDALE, NORTH CAROLINA 


ESTABLISHED IN 1873 
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Marietta, Minnesota 








make X | RA sales... 
BIGGER profits! 


Winter's “HOTTEST” item 





Pp : ‘ 


Bits” 


IceRE 


> MELTS SNOW 
> THAWS ICE 





30 TIMES GREATER 


THAWING 
CAPACITY 
THAN SALT 





ice and snow melting 
chemical pellets with new 
“Speconite” rust inhibitor. 


10-lb. pail (as illustrated)... $1.69 
25-Ib. pail oer eee eeeer 4.19 
100-Ib. metal drum... .. 12.99 


Unlimited advertising 
cooperation. 


SPECO, Inc. 


7308 ASSOCIATE AVENUE 
CLEVELAND 9, OHIO 


A-6213 


Other Speco products 
HUM-I-DRI moisture absorbent 
RAIN REM fabric waterproofing 

DAM-TITE water repellent 


for masonry 


RUSTREM onti-rust paint 














Indiana Retail Hardware Assn., con- 
vention and exhibit, Jan. 27-29 at 
the Murat Temple, Indianapolis. 
Secretary, G. F. Sheely, 964 No. 
Pennsylvania St., Indianapolis 4. 


Intermountain Assn., convention, Jan. 
25-27 at the Hotel Utah, Salt Lake 
City, Utah. Secretary, Leon L. 
Weeks, 211 Continental Bank Bldg., 
Boise, Idaho. 


Iowa Retail Hardware Assn., conven- 
tion and exhibit, Feb. 10-13 at Des 
Moines. Meeting, Hotel Savery. 
Exhibit, Iowa Exhibit Bldg., Fair- 
grounds, Des Moines. Secretary, 
Philip R. Jacobsen, Mason City. 


Kentucky Retail Hardware Assn., con- 
vention and exhibit, Feb. 10-12 at 
the Brown Hotel, Louisville. Secre- 
tary, D. W. Laws, 501-2 Republic 
Building, Louisville 2. 


Louisiana Retail Hardware Assn. in 
joint convention with Mississippi 
Retail Hardware Assn., May 3-5 
at the Buena Vista Hotel, Biloxi, 
Miss. Secretary, David O. Mans- 
field, 226 S. State St., Jackson, Miss. 


Michigan Retail Hardware Assn., con- 
vention, Feb. 17-19 at Detroit. 
Meetings, Hotel Statler. Exhibit, 
Masonic Temple. Secretary, Harold 
W. Schmacher, 1916 Olds Tower 
Bldg., Lansing 8. 


Minnesota. Retail Hardware Assn., 
convention, Jan. 20-22 at the Curtis 
Hotel, Minneapolis. Exhibit, Audi- 
torium. Secretary, C. J. Christo- 
pher, 2110 Nicollet Ave., Minne- 
apolis 4. 


Mississippi Retail Hardware Assn., in 
joint convention with the Louisiana 
Retail Hardware Assn., May 3-5 
at the Buena Vista Hotel, Biloxi, 
Miss. Secretary, David O. Mans- 
field, 226 S. State St., Jackson, Miss. 


Missouri Retail Hardware Assn., con- 
vention and exhibit, March 3-5 at 
the Jefferson Hotel, St. Louis. Sec- 
retary, Harry Scherer, 1189 Arcade 
Bldg., St. Louis. 


Mountain States Hdwe. & Impl. Assn., 
convention, Jan. 27-29 at the Cos- 
mopolitan Hotel, Denver, Colo. Sec. 
retary, Francis W. Reich, 1233 
Spruce St., Boulder, Colo. 


Nebraska Retail Hardware Assn., con- 
vention, Feb. 17-19 at the Hotel 
Paxton, Omaha. Exhibit, Audi- 
torium. Secretary, C. A. McCoy, 
325 Insurance Bldg., Lincoln 8. 


New England Hardware Dealers 
Assn., convention and exhibit. Feb. 
23-25 at the Hotel Statler, Boston, 
Mass. Secretary, A. C. MacHardy, 
185 Dartmouth St., Boston. 


New York State Retail Hardware 
Assn., convention Feb. 10-12 at 
Syracuse. Exhibit, Onondaga 
County War Memorial Auditorium. 
Secretary, Nicholas H. Kiley, Hills 
Bldg., Syracuse 2. 


North Coast Retail Hardware Assn., 
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convention and exhibit, Feb. 1-3, at 
Olympic Hotel, Seattle, Wash. Sec. 
retary, D. D. Stewart, 741 Ameri. 


can Bldg., Seattle 4. 


North Dakota Retail Hardware Assn, | 
convention and exhibit, March 31.) 
Apr. 2, at Sports Arena, Fargo, f 
Secretary, Miss E. J. McGrann, 54% 


Broadway, Fargo. 


Ohio Hardware Assn., convention and 
exhibit, Feb. 2-5 at Cleveland. Ses- 






sions, Hotel Statler; exhibit, Pub- ff 
lic Auditorium. Secretary, John B, } 
Conklin, 198 S. High St., Columbus, 2 


Oklahoma Hardware & Imp. Assn. : 


convention and exhibit, Feo. 3-5, at 
Municipal Auditorium, Oklahoma 
City, Okla. 
Thomas, 515 Midwest Bldg., Okla- 
homa City. 


Pacific Southwest Hardware Assn., 
convention and exhibit, Feb. 17-19, 
at Long Beach, Calif. Meetings, 
Wilton Hotel. Exhibit, Auditorium. 
Secretary, A. C. Kammeier, 416 W. 
8th St., Los Angeles 14. 


Pennsylvania & Atlantic Seaboard 
Hardware Assn., convention and 
exhibit, Jan. 20-22, at Convention 
Hall, Philadelphia, Pa. Secretary, 
W. Glenn Pearce, 1616 Walnut St., 
Philadelphia 3. 

South Dakota Retail Hdwe. Assn., 
convention and exhibit, April 7-9 at 
the Sioux Falls Coliseum. Secre- 
tary, O. R. Baily, 1300 S. Jefferson 
Ave., Sioux Falls. 


Tennessee Retail Hardware Assn., 
convention, Feb. 22-24, at Peabody 
Hotel, Memphis. Secretary, Morris 
Jones, P. O. Box 785, Nashville 2. 


Texas Hdwe. & Imp. Assn., conven- 
tion and exhibit, Jan. 26-28 at the 
Shamrock Hotel, Houston. Secre- 
tary, R. M. Souder, 822-23 Texas 
Bank Bldg., Dallas 2. 


Tri-State Hdwe. & Impl. Assn., con- 
vention and exhibit, Feb. 9-10, 
Herring Hotel, Amarillo, Tex. Sec- 
retary, M. D. Shepherd, Canyon, 
Tex. 


Virginia Retail Hardware Assn., con- 
vention and exhibit, March 24-26, 
at Roanoke, Va. Meetings, Hotel 
Roanoke; exhibit, American Legion 
Auditorium. Secretary, G. T. Omo- 
hundro, Jr., Scottsville. 


Western Retail Impl. & Hdwe. Assn., 
convention and exhibit, Jan. 19-21, 
at the Municipal Auditorium, Kan- 
sas City, Mo. Secretary, William J. 
Shaw, 214 Werby Bldg., 39th and 
Main, Kansas City 2, Mo. 


West Virginia Hardware Assn., con- 
vention and exhibit, March 16-18, 
at the Daniel Boone Hotel, Charles- 
ton. Secretary, James G. Fielding, 
1628 McClung St., Charleston. 


Wisconsin Retail Hardware Assn., 
convention and exhibit, Feb. 3-5, at 
the Auditorium, Milwaukee. Secre- 
tary, H. A. Lewis, 200 Strongs 
Ave., Stevens Point. 


Secretary, Robert K. ff 
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BETTER ironing tables from 
Rid-Jid...all-steel, adjustable 


n., con- and wooden models. Rid-Jid has 


. 9-10, 
2x. Sec- 
anyon, 


n., con- 

24-26, 
- Hotel 
Legion 
. Omo- 


Assn., 
19-21, 
, Kan- 
iam J. 
th and 


., con- 
16-18, 
larles- 
-Iding, 


Assn., 
-5, at 
Secre- 





rongs 


1952 





always been the leader and 
15 million women who have ironed 
on Rid-Jid’s can’t be wrong 





BETTER. pad and cover sets 
from Rid-Jid Specially designed 
and tailored models for Rid-Jid 
open-mesh steel or wood-top 
tables. A matched combination 
for matchless ironing. 
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BETTER. stepladders of all 
types for home and industrial 
use. Each step reinforced with 
patented rod construction 
Sturdy construction and unusual 
eye-appeal build sales. 





BETTER clothes racks ftom 
Rid-Jid! Designed for maximum 
drying in minimum space 
Strongly built for long life. 





BETTER extension and single 
Ladders from Rid-Jid! Exclusive 
patented safety steel-truss con- 
struction is a real volume builder 





c 
JR. Clank 
Chapaye 


SPRING PARK, MINNESOTA 











RidJid mixed car Shipments help keep inventory balance... SAVE You MONEY 


lll 





WHAT'S NEW 





Gasoline Can 

Called Moto-Fil, this compressed 
air gasoline can is squat and low 
slung to avoid tipping in the rough. 
est waters. Known as Model No, 





@ For more information on these products and services 
use free post card on page 115. 


(Continued from page 13) 


115-volt, 60 cycle, split phase. Also 
featured are 50 ft. of rubber-cov- 
ered cord, toggle switch at center 
of handle, v-belt drive, metal rol- 
lers, bassine fiber brushes 25% in. 
wide with 9 in. diameter, adjustable 
sweeping height from 0 to 2% in., 
21% mph. sweeping speed, and fold- 
away construction for easy storage. 
Lift-out basket has 514-bushel ca- 
pacity. Parker Sweeper Co. 

For more data circle No. 9 on postcard, p. 115 


Sump Pump 


Here is an improved sump pump 
with a discharge capacity as high 
as 3,050 gal. an hour. Designed as 
a cellar drainer, its vertical cen- 
trifugal pump has all bronze con- 





struction, hydraulically balanced im- 
peller, and a stainless steel shaft. 
Ball-shaped base and strainer pro- 
tect pump from clogging. Strainer 
can be cleaned without removing 
pump from sump. Also has Oilite 
self-lubricated lower bearing, stand- 
ard Nema 1/3 hp. continuous duty 
induction type motor with built-in 
overload protection and a rubber 
covered 8 ft. cord and plug. F. E. 
Myers & Bro. Co. 


For more data circle No. 10 on postcard, p. 115 


Screw Extractors 


Designed for quick, easy removal 
of broken screws, bolts, studs or 
other threaded forms without in- 


112 


jury to the tapped threads, these 
extractors are available in 
They are individually 


screw 


nine sizes. 





packaged in cardboard envelopes 
and in sets complete with maple 
block stand. J. H. Williams & Co. 


For more data circle No. 11 on postcard, p. 115 


Portable Dehumidifier 


This portable room dehumidifier 
will extract more than 3 gal. of 
water a day from up to 10,000 cu. 
ft. of room air. The Plug-in unit 
requires no special wiring, plumb- 
ing or permanent installation and 
can be used in any room in the 
house. Finished in gray enamel, it 
has a 1/8 hp. motor. Reversible 
water pan has 22 pint capacity and 
can be used as,shown or connected 
by rubber hose to floor drain for 
continuous operation. Unit, 
1714x12x17 in., has circular alumi- 
num coils for maximum surface ex- 
posure. Hotpoint Co. 





For more data circle No. 12 on postcard, p. 115 


136, it is designed for outboard mo- 
tor use. It has a built-in pump and 
a 2-gal. plus one pint oil mix tank, 
Manually operated trigger action 
nozzle controls and regulates the 
flow of gasoline, and can be oper- 


ated with one hand. It has stream- 


line dome top construction on an 
electric seam welded Armco Zine 


Grip, rust resistant galvanized tank 


combine. Also has 48 in. oil resis- 
tant, neoprene hose attached to the 
outlet tube. Retail price is $8.95, 
R. E. Chapin Mfg. Works, Inc. 


For more data circle No. 13 on postcard, p. 115 


Gas Wall Heaters 


Gas-fired wall heater line, with a 
choice of up to 24 different com- 
binations to solve heating problems, 
consists of six basic models—four 
single-wall and two dual-wall — 


with input ratings of 25,000 to 55,- 
They have three-speed 
blower 


000 Btu’s. 


Directionair (optional), 








rear register and Economizer grille 
and stack assembly. All models are 
adaptable to all kinds of gas, and 
have one-piece streamlined casing 
with tan baked enamel finish, cor- 
rugated combustion chamber, 
pressed steel burner and _ safety 
pilot. Coleman Co. 

For more data circle No. 14 on postcard, p. 115 


Lighted T-V Planter 


Measuring 1314x314x31% in., this 
lighted T-V planter, called TV 
Floralamp has pockets at each end 
for planting greens or flowers. 
Frosted glass panel betwen pockets 
diffuses light from a concealed 15 
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tiona), |THE MOST PRACTICAL DOOR BOTTOM OF ‘EM ALL! 


Nu-GARD is the perfect answer for all drafty doors! Just one simple demonstration to your customers 
and your sale is made. Completely solves the old problem of clearing rug or carpet every time door 
opens. Nu-GARD is beautifully designed—has smart, stainless steel finish and is easily installed. Will not 
Kg tust or tarnish. Furnished in 28”, 32”, 36’, 42’ and 48” lengths. May be shortened approx. 2”. 
Packed in individual cartons. Handsome display case and working model furnished free with order of 2 dozen 


or more. Order your supply today! 





»..and don't forget 


er grille Name 


dels are 


as, ani | DOOR BOTTOM STRIPS 
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Fggane Here’s another fast-selling item that’s tops in the 
Tenet field! Furnished in standard lengths—28”, 30”, 32”, 
safety 36”, 42” and 48”—packed 1/, dozen same length MADE OF THICK WOOL FELT AND EXTRA HEAVY GAUGE 
; to carton, STAINLESS STEEL! 
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WHAT'S NEW 








© For more information on these products and services 
use free post card on page 115. 


watt bulb. It plugs into any AC or 
DC 110 to 125 volt current and can 
also be used on mantel or as night 
light. Available in bitter green, 





chartreuse, pink, red, cherry and 
forest green, it retails for $5.95, 
unplanted — complete with bulb. 


Parnell Co., Inc. 
For more data circle No. 15 on postcard, p. 115 


Pre-Cut Siding 


Masonite siding in 8, 10 and 12 
ft. lengths of Tempered Presdwood 
in widths of 12, 16 or 24 in., are 
now available. For the first time, 
it is offered pre-cut and packaged, 
with a specially designed shadow 
strip for the home owner. The sid- 
ing has proved resistent to all types 
of weather, and is also impact and 
abrasion-resistant. Masonite is 
grainless and will not split, splinter 
or crack; siding comes in 4-in. and 


5/16-in. thicknesses. Masonite Corp. 
For more data circle No. 16 on postcard, p. 115 


Spinning Reel 

Made of du Pont nylon, this Ny- 
O-Lite spinning reel weighs only 4 
oz. but is durable and requires no 





lubrication. It is impervious to salt 
water, rust and corrosion, and runs 
silently through water. Consist- 
ently accurate clutch tension mech- 
anism makes it simple to set and 
maintain the exact line tension nec- 
essary. It carries a five-year ser- 
vice warranty against wear or 


breakage. Retail price is $13.50, 
including an extra spool. Waltco 
Products. 


For more data circle No. 17 on postcard, p. 115 


Key Holder 


Small as a pocket watch, this key 
holder hangs from the belt ready 
for handy use. Called Key-Bak, it 
has Swedish clock spring which au- 
tomatically reels back keys. Sturdy 
steel chain and swivel connection is 





f ae ; 





24 in. long. Keeps keys orderly and 
comes in two models, No. 3 belt 
loop and No. 5 clip on. Retails for 


$2.50 Lummis Mfg. Co. 
For more data circle No. 18 on postcard, p. 115 


Rubber Line Colors 


All Daisy household rubber prod- 
ucts are now being made in the 
new Vivid-X colors. The rich, vi- 
brant colors are the result of sev- 
eral years’ experimentation in color 
pigments and rubber manufacture. 
New colors have not increased the 
costs of Daisy products. Schacht 


Rubber Mfg. Co. 
For more data circle No. 19 on postcard, p. 115 
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Floor Tile Cement 


Designed for cementing Ken- 
Rubber tile over concrete under. f 
floors that are in direct contaet 
with the earth, KenSet Adhesive 
No. 7 comes in a unit consisting of 
a can of powder and a can of liquid, 
Intended for installation where un- 
derfloors are at least 12 in. above 
the surrounding ground level and 
with drainage away from the build- f 
ing, both cans when mixed will 










WRK 





cover about 180 sq. ft. Working life 
of the mixture is 30 minutes. 


Kentile, Inc. 
For more data circle No. 20 on postcard, p. 115 


Ironing Tables 


These ironing tables come with 
pads and covers already attached 
and ready to use. Available in two 
models, the Serv-Pad has 15x54 in. 
top and the Wiz-Pad has 12x48 in. 
top. Both models have the same 
easy fold-away feature for compact 
storage. Woodenware Products 


Corp. 
For more data circle No. 21 on postcard, p. 115 


Rotary Power Mower 

Here is a 21 in. self-propelled 
rotary power mower with a direct 
drive shaft to the cutting blade 
and a forward drive mechanism to- 
gether with clutch and differential 
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(Continued on page 118) 
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Use this card for more 
information. Give Full 
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A NEW 
HARDWARE AGE SERVICE 


A successful hardware dealer 
keeps up to date on What's 
New in merchandise. The new 
Quick Check Card on the 
bottom of this page will help 
you get more information on 
new products described in 
this issue, quickly and easily. 
HARDWARE AGE Erings 
you more new product de- 
scriptions than any other 
magazine. The new Quick 
Check Card service will now 
get you all the information 
you need, quickly. 


Mail Card Below Today For Quick Information On New 
Products Described in This Issue. No Postage Needed 


| 
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New York, 





FIRST CLASS 
PERMIT NO. 36 
(Sec. 34.9 P.L.&R.) 


N. Y. 














BUSINESS REPLY CARD 


No postage necessary if mailed in the United States 








POSTAGE WILL BE PAID BY 


HARDWARE AGE 


Postcard valid 8 weeks only. After that use own letterhead fully describing item wanted 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 


12/11/52 





FIRM ADDRESS 


ITY or TOWN 
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Here is the new Quick Check Card 


What it is... How it works 


Each issue brings you dozens of descriptions of new products, 
new displays, etc., in the "What's New" columns. You get more 
of these in HARDWARE AGE than in any other magazine. 


When you want more free information on any of these prod- 
ucts, simply mark a circle around the same number on the post 
card as appears under the individual item description. 


Drop the post card in the mail box. No postage is needed. You 
will quickly receive, free, complete details on the product from 
the manufacturer. You may circle as many items as you wish. 
Separate information will be sent you on each item. 


Be sure to give your full name and address on the post card. 
Print or type it clearly. We cannot service post cards with in- 
complete addresses. 
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Postcard valid 8 weeks only. After that use own letterhead fully describing item wanted. 

Please send me further information on the WHAT'S NEW items, code numbers 

for which | have circled below. 
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on new products de- 
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PERMIT NO. 36 
(Sec. 34.9 P.L.&R.) 
New York, N. Y. 














BUSINESS REPLY CARD 


No postage necessary if mailed in the United States 











Be sure to give your 
full name and your 


full address. 


POSTAGE WILL BE PAID BY 


HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 








PEARL-WICK 
Hold-A-Brush 
Hamper #B401/3 
with matching 
wastebasket 


PEARL-WICK 
PEARL-WICK 
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Hold-a-Brus 


mashing 
Sales Records 
in Stores Everywhere! 
Backed by Biggest 
National Ad Campaign 
in PEARL-WICK 
History! 


PEARL-WICK 
Hold-A-Brush 
Hamper #B406/3 
with matching 
wastebasket 


PEARL-WICK 
Hold-A-Brush 


with matching 
wastebasket 








with 


Mo Nall 


METALOID 
UPHOLSTERED 
STEP 


STOOLS 





Capitalize on the modern, dual-purpose 


step stool that’s a boon to the busy 


housewife. A twist of the wrist and the 


“Swing-Ezy" 


rubber treaded steps pull 


out to form a sturdy, safety-perfect bal- 


ance step-ladder, As a handy household 


stool, the form-fit back and ample seat 


provide maximum comfort. 


Constructed 


of heavy gauge steel, 


these colorful stools are upholstered in 
smooth, easy to clean Duran that's 
fade and stain resistant. All legs and 


back braces 


Available in 


colors. 


are chromium plated. 
five bright decorator 


“NATIONALLY ADVERTISED IN. 


LIFE and 


GOOD 


HOUSEKEEPING 


Write for complete, colorful catalog: 


aS S 





5815 KINSMAN ROAD 
“ - CLEVELAND, OHIO 
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WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 115. 


incorporated within the motor 
block. This provides positive lubri- 
cation to moving parts, protection 
from dirt and maximum operation 
safety. Clutch can be engaged or 
disengaged by finger tip control 
and rear wheel drive assures more 
positive traction. Specially de- 
signed housing eliminates wind- 
rowing. Retails under $200. Foley 
Mfg. Co. 


For more data circle No. 22 on postcard, p. 115 


Gas Clothes Dryer 


Containing the Lo-Heet . . . Hi- 
Breeze drying principle, this auto- 
matic gas clothes dryer is claimed 
to cut drying time, reduce fuel costs, 
guard against shrinkage and re- 
duce wrinkling. Lint trap is lo- 
cated in front at waist-high level 








and tapered screen filters out all 
lint. All controls are easily reached 
by removing housing or entire 
front panel. One knob controls the 
entire dryer operation. Loading 
door opens down, shutting off the 
motor and burner when doing so. 
Flat top is finished in white porce- 
lain enamel, entire body and frame 
in baked enamel. Caloric Stove 
Corp. 


For more data circle No. 23 on postcard, p. 115 


Picture Trays 


These Pro-Tex picture trays are 
easy to hang and add color to 
kitchen, breakfast room, etc. They 


can also be used as handy carrying 
trays, lap trays or table mats for 
flowers or plants. A specially de- 





pressed surface contains any over- 
flow of liquid. Durably lithographed 
on sheet steel, they are protected 
by a heavy Trans-Tuf lacquer coat- 
ing resistant to stains, alcohol and 
moisture. Red frame with smooth, 
rounded edges borders each tray. 
Three trays to a set, retail prices 
range from 49¢ to 89¢ per set. 
Ballonoff Metal Products Co. 


For more data circle No. 24 on postcard, p. 115 


Fishing Lure 

Called Fly Ike, this fly-rod size 
lure is 1 %-in. and weighs 1/32 lb. 
Accurately balanced, it carries two 
No. 14 treble hooks. Upon retrieve, 
it produces an authentic, fish-get- 
ting quiver and is dependable in 
taking trout and all species of pan 
fish. Available in six colors and in- 
dividually boxed in acetate-topped 
cartons, it lists at $1.10. Kawtzky 


Lazy Ike Co. 
yt I tp a 














For more data circle No. 25 on postcard, p. 115 
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Air Conditioners 


New 1/3 and % hp. models have 
been added to the manufacturer’s 
line of air conditioners. Called the 
Super-33 and Twin-75, respectively, 
they provide fresh air, exhausting, 
circulating, filtering and dehumidi- 
fication. Self-contained and easy to 
install, they are adjustable and air 
can be directed to any part of the 
room. Super-33 has one Meter- 
Miser compressor, the Twin-75 has 
two refrigeration systems. Blower 
fan can be operated by itself. Fin- 
ished in dove gray enamel, units 
project only 13 in. into room. 
Frigidaire Div., General Motors 
Corp. 


For more data circle No. 26 on postcard, p. 115 


Rule Replacement Blade 


Called the Universal replacement 
blade, this blade is the Brite Blade 
with a new slotted end feature. It 





has a white, satin-smooth finish and 
wear resistant qualities. It at- 
taches firmly and easily and oper- 
ates smoothly with any rule case 
regardless of shape. Because of 
this, a dealer can eliminate 1/6 of 
his replacement blade stock. Blades 
come in 6, 8 and 10 ft. lengths. 
Master Rule Mfg. Co., Inc. 


For niore data circle No. 27 on postcard, p. 115 


Television, Radio Line 


Added to the Emerson 1953 T-V 
and radio line are'three new models. 
Model 728, T-V receiver, is a 17-in. 
table model in a compact Emerson- 
ite finish wood cabinet with all con- 
trols and illuminated channel selec- 
tor in a recessed side compartment. 
It has a super-powered long-dis- 
tance chasis which provides recep- 
tion to extreme fringe areas, local 
difficult reception areas and strong 
signal city center areas. It lists for 
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King Cotton Clothes Dryer Cord 








The King Cotton Clothes Dryer Cord is a 
good, strong, long-lasting cord. It will give customer satisfaction because it 
will remain white and strong through many seasons even under rough outdoor 
usage. Its price, for such a high quality cord, is surprisingly low. 


Put up in 100 foot hanks and in 3-50 foot connected hanks which can be 
sold as a unit or separately. 


Ask your jobber about King Cotton Clothes 


Dryer Cord. 
Ki = 
i SOM a oe” 
CORDAGE 


© Venetian Blind Cord 
JOHN H. GRAHAM & CO. INC. 
Y 





THE King Cotton LINE 


* Sash Cord 

© Clothesline 

* Clothes Dryer Cord 
© Heavy Duty Cord 


























© Twine 
105 DUANE STREET * NEW YORK 8, N. ° 




























NO WASTE — Gold Seal Friction Tape tears 
evenly, won't ravel, molds to uneven surfaces. 


HIGH DIELECTRIC — Less footage is needed per 
job. No pinholes; one thickness insulates. 

LASTING “TACK” — Gold Seal sticks to the job 
under toughest conditions of cold and moisture. 
EASY HANDLING — Gold Seal does not peel, 


dry out or smear the hands in hottest weather. 


FRICTION and RUBBER 













TAPES — In either 10-roll 
cartons or single rolls. 
Every roll sealed in cello- 
phane, stays fresh. Jenkins 
Bros. (Rubber Division), 100 
Park Ave., New York 17. 


Denton Srey 


aa 
y 
a” 
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STOCK AND SELL GOLD SEAL TAPE | 
for fast turnover — for steady profit 


Jenkins Bros. make Diamond Seal Friction and Rubber 
Tapes which also meet ASTM Specifications. 
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$199.95. 
pact radio. is housed in a modern 
styled ebony plastic cabinet with 
gold trim. It lists for $17.95. Model 
705, 3-way portable radio, houses 
the power unit inside the rear 
cover. List price is $36.95. Emerson 
Radio & Phonograph Corp. 


For more data circle No. 28 on postcard, p. 115 


Paint Brush 


Called Kurly-Tip, this paint 
brush has treated, tipped and 
flagged nylon bristles which have a 
slight cur] at the fine pointed ends 
of the filaments. Brushes offer bet- 
ter and greater paint pick-up, paint 


holding capacity and a more uni- 
form and smoother spread of paint. 
Available in varnish brushes as 
well as paint brushes. Pitegoff 


Bros., Inc. 
For more data circle No. 29 on postcard, p. 115 


Air Conditioners 


Two new room air conditioners 
will adjust themselves automatical- 
ly to room temperature changes. 
Refrigerating mechanism is con- 
trolled by a thermostat, adjustable 
to any one of six settings. Venti- 
lating fan continues to circulate 
room air after refrigerating mecha- 
nism has been cut off. Units de- 
humidify the air as they cool it, 
filter out most dust and dirt from 
the air, and reduce air-borne pol- 
len. Air can be made to flow in any 
direction. Cabinets are made of 
plastic and steel finished with tan 
and beige coat of baked enamel. 


General Electric Co. 
For more data circle No. 30 on postcard, p. 115 


Model 708, AC-DC com- 





Extension Rule 

Added to the 100 Plus line, this 
versatile four-way extension rule, 
the X226, can be read on inside 
measurements using 8-in. brass 
slide, as an ordinary extension rule 





for inside measurements, and as a 
regular folding rule reading from 
either end. Rule is white with big 
black numbers impressed on white 
sticks, sealed with a new plastic 
finish that wears longer. Square 
ends are green and extra thick rock 
maple sticks open to even inches. 
it can be used as a marking gage 
in multiples of 2 and 6 in. Sticks 
are graduated on all edges. Rule 
has 8-in. brass slide, removable for 
measuring hole depths. Stanley 
Tools. 


For more data circle No. 31 on postcard, p. 115 


Spinning Reel 

This budget-priced spinning reel 
is a fixed spool reel with positive 
thumb control. It has automatic line 
pick-up and can be used for spin- 
ning or casting with right or left 
hand retrieve, either above or below 
the rod. Reel weighs less than 5 oz. 
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; CARBIDE 
- SHARPENERS 


Wu 


COMBINATION 
KNIFE RACK and 


reer 


C7 232 
‘ 


Here’s a welcome addition to any. "4g 
kitchen! The Aladdin Knife Rack and -** 
Sharpener holds six knives, any 
size. Safe, secure grip is assured by 
concealed spring load in each slot. 
Famous Aladdin carbide jewel sharp- 
ener in center puts a professional cutting 
edge on regular, hollow ground or 
stainless steel knives in just 4 light Retail Price 
downward strokes. $4 98 

Easily and permanently attached to ; 
any flat surface. ‘“‘Magic-Back’’ Pad 


~~ 



















permits attachment to wood, tile, metal Gift Packaged to pitas. 
or glass surfaces — painted or unpainted. Attention and Create Sales 
In ruby red. 
ead ® a ® 
Ataddin Araddin 
Scissors Sharpener Knife Sharpener 


i i fely puts 4 
uickly, easily, s4 
Qe fesnoosl edge on — 
Enife — regular ground, ac : 
low ground or stainless steel. 


Retail $1.99 


CONTAINER for 4 
12 Knife or Scissors 7 
Sharpeners. 


i a pro- 
ickly, easily, safely puts 4 

Dissent edge on —<_-" 

scissors Of shears, garden, 


or pruning shears. 


sisiamccagaas 
Retail $1.99 Ar ssatee 
DISPLAY CARD for 7 77 
6 Knife or Scissors 779 
ners. f 
Sharpe a A 
—L_——i | 


Yew Euglaud Carbide toot co., inc. 


60 BROOKLINE STREET, CAMBRIDGE 39, MASS. 
Order From Your Jobber Today —Or Write Direct For Full Information! 
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TRIPOD 
MODELS 


+++ for your profitable promotion at 5 


$1795 to $3495 


(slightly higher west and south) 






WHEEL 
MODELS 


Big 22”-diameter heavy-gauge stamped steel bowl, 6” deep; stands at table 
height for working comfort @ Heavy nickel-plated wire grill with 3/4” spaced 
wires — handles all types of meats; 370 square inches of cooking surface e 
Deluxe models have heavy nickel-plated grid rest brackets with three-position 
stops for positive three-level manual control of grill with 4 inches of travel; 
no moving parts to clog, rust, or jam @ Sturdy 24” nickel-plated spit with 
U-shaped tines; has positive 4-position rotary locking device. Spit supports 
permit 3-level adjustment as desired. TRIPOD MODELS (No. 1800 Standard. 
No. 2200 Deluxe) feature sturdy steel collapsible tripod with decorator-black 
wrought-iron finish. Fire bow] lifts off easily for carrying and storage. WHEEL 
MODELS (No. 2500 Standard, No. 2900 Deluxe) feature strong, weather- 


proof tubular aluminum handle and leg frames . 


. large rubber-tired wheels 


and full axle; handy triangular service shelf of sturdy steel with smooth baked- 


enamel finish. 





BARBECUE WAGONS 


No. 3500 DELUXE: Overall size: 20” wide x 
48” long x 29-1/2” high e Heavy-gauge 
steel construction; baked “Samoan Green" 
enamel finish e Removable 
e Pull-out ash catcher e Heavy nickel-plated 
lift-out wire gridg size 17” x 12” @ Sturdy 
24” nickel- plated *: spit with U-shaped tines: 
positise 4-position rotary locking device: 
3-level adjustment e 1-1/2-qt. covered dish 
e Hinged shelf for windbreak or table service 
e Big 360-sq. in. work table surface e 31” 
x 17” lower service shelf e Aluminum towel 
bar e Chef-Shelf, with salt and pepper 
shakers and basting jars; also holds 4 bar- 
becue toolse Tubular aluminum leg frame 
with large rubber tired wheels. No. 3000 
STANDARD: Same as above except does not 
include towel bar, windbreak shelf and 
Chef Shelf. 


5-position firebox 











SEE YOUR JOBBER 


MBI LE, it 


1827-53 WEST WEBSTER lanufadlcring ° CHICAGO 14, 
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WHAT'S NEW 


@ For more information 
on these products and 
services use free post 
card on page 115. 








Case is made of unbreakable, dent- 
proof plastic; metal parts of stain- 
less steel except brass bushing; 
automatic pick-up finger is hard- 
ened steel. Direct drive model re- 
tails for $7.85 and the 2:1 geared 
model for $9.95. Air Light Prod- 
ucts Co. 

For more data circle No. 32 on postcard, p. 115 


Butter-Cheese Dish 


With a cut glass effect, this butter 
and cheese dish has a crystal top 
with greenglow, yellowglo, fireglo, 
cranberry or crystal bottom. Added 
line, 


to the 1953 the two-piece 





dishes are packed 2 doz. to a car- 
ton which weighs 5%4 lb. Rogers 
Plastic Corp. 


For more data circle No. 33 on postcard, p. 115 


Beam Lamp Components 


Eleven new components have 
been added to the Steberlite line of 
PAR-38 and R-40 medium and mo- 
gul base lamps. The new units in- 
clude two economy type lamphold- 
ers, a trough type cluster fitting, 
pole top cluster fittings, through- 
the-wall hub flange fittings for one, 
two or three lamps, as well as other 
wall and pole mounted brackets. 
Each unit is of sturdy, cast alum- 
minum. Bulletin No. 1060, describ- 
ing these new units, is available 
upon request. Steber Mfg. Co. 


For more data circle No. 34 on postcard, p. 115 
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Outdoor Rocker 


Here is an all-purpose rocker, 
Model 40, added to the 1953 outdoor 
furniture line, with white enameled 
metal frame and canvas seat and 
back in tangerine, aqua, or lime. 
White piping adds additional decor- 





ative note. Measuring 19% in. wide 
and 31% in. high, it has low-slung 
styling effect. Arvin Industries, Inc. 
For more data circle No. 35 on postcard, p. 115 


Battery Reviver 


This battery reviver, called Nu- 
Life, stops corrosion, hard starting, 
heating and freezing and gives 
longer life to battery. Guaranteed 
not to harm the battery, it extends 
its life from six months to one year, 
depending on its age when reviver 
is used. It also prolongs the life of 
new batteries. Retail price is $1. 
Hy Industries. 


For more data circle No. 36 on postcard, p. 115 


Kitchen Tool Gift Set 


Kitchen tools in the Androck line 
with chrome plate finish are now 





available in a special package. The 
eight-piece set, on a metal peg rack, 
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rr 
SUN RAY STEEL WOOL 
Qialily 
SELLS FOR YOU! 


The superior quality steel wool in every Sun Ray 
product is made possible by skillful manufacturing 
methods, vigilant inspection, utmost care and ac- 
curacy in grading and packaging operations. Ex- 
perienced craftsmen everywhere demand Sun Ray 
quality as a safeguard against imperfect work! 




















LAYER-BUILT PADS Big, cushiony, work- 
manlike tools for cleaning, rubbing, pol- 
ishing, and smoothing. 


SEX HOUSEHOLD PADS Economical, sani- 
tary, full-bodied pads for cleaning, scouring, 
and polishing pots, pans and kitchenware. 


BULK POUND TUBES The homemaker’s 
and professional worker’s economy buy for 
home, shop and general industrial use. 


SELL SATISFACTION ... SELL SUN RAY STEEL WOOL 


ViLLIAMS COMPANY | 


215 W. FIRST ST., LONDON, OHIO, U.S.A. 
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COPROX® is the copperized cement 
coating you and your customers 
read about in LIFE, COSMOPOLITAN, 
SATURDAY EVENING POST, many 
other magazines, and in newspaper 
editorials throughout the country. 


This avalanche of publicity. . . plus 
cooperative advertising (newspa- 
pers, Streamers, circulars) . . . Is 
bringing more sales, more profits 
to dealers from coast to coast 


Fully protected by United States 
Patent (U.S. Pat. No. 2,556,156), 
COPROX, with its exclusive acti- 
vated copper and its proven, effec- 
tive action against water and 
dampness, is the answer to wet 
walls and basements. COPROX was 
used in over 100,000 basements 
last year! 


Start cashing in on the big COPROX 
success story write for details 
today 


COPROX, Inc. 


1270 SIXTH AVENUE 


ROCKEFELLER 


NEW YORK 20 N 
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WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 115. 


consists of a mixing spoon, basting 
spoon, narrow spatula, wide spatula, 
offset cake turner, wire fork and 
tea strainer, all with red or yellow 
tip hardwood handles. Gift box is 
light gray with red coloring. Sug- 
gested retail price is $3.10 per set. 
Washburn Co. 


For more data circle No. 37 on postcard, p. 115 


Wall Can Opener 

Called the Smoothcut, this mod- 
ern design wall can opener is self- 
adjusting for all shapes. It leaves 
no ragged edge, is simple to operate 





and easy to clean. This durable, die 
cast opener ,retails for $3.98. 
Vaughan Mfg. Co. 


For more data circle No. 38 on postcard, p. 115 


Swiss Army Knife 


Made of tempered Swedish stain- 
less steel, this Swiss Army knife is 
offered in five models. It has a saw 
blade, Phillips-head screw driver, 
scissors and special blade for fish 
scaling. Starting with Tinker, an 
eight-blade model which retails for 
$6.50, it progresses through 
Camper, Woodsman, Craftsman to 
Fisherman, the latter with 12 fea- 
tures retails for $12.50. A descrip- 
tion of this item appeared incor- 
rectly in the Nov. 13 issue of HARD- 
WARE AGE. The above description is 
correct. R. H. Forschner Co. 

For more data circle No. 39 on postcard, p. 115 


Bird Cage Stand 

This heavy-duty bird cage stand 
is attractive and durable and madz 
to fit any standard bird cage size 








Constructed of heavy-gage steel, it 
is finished in black and aluminum 
baked enamel. Has 1014-in. tip- 
proof embossed cast base. It is 
65% in. high and weighs 81% Ib. 
Carlisle Mfg. Co. 


For more data circle No. 40 on postcard, p. 115 


Riding Mower 

Here is a new 30 in. reel type 
riding mower added to the Homko 
line that has ample horsepower to 





cut up to an acre an hour. It has 
forward-reverse and neutral with 
variable riding speeds operated by 
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PROFIT 


FROM 
ROLLING DOOR 
HARDWARE, WITH 


WASHINGTON LINE 


AND THE NATION’S 
NO.1 SELLING AID! 
















The No. 600 
Demonstrator 

ls A Complete 
Department 

That Displays, 
Stocks, And Sells 
Residential | 
Rolling Door 
Hardware 





FOR FURTHER INFORMATION, SEE 
YOUR JOBBER OR WRITE TO: 


WASHINGTON STEEL PRODUCTS, INC. 


1940 East 11th Street, Tacoma 2, Washington 
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Why Most Pipe Fitters Buy 
Ribzaib> 





FReikesib Toots 
make good workers 
Better! 


RiGe(D Wrenches 
6’’ to 60” 
End Pattern RIGER(Ds 
6’’ to 36”’ 





it pays you to sell Felati> Wrenches 
with trouble-free guaranteed housings 


* It’s an extra fast easy wrench to work with, too 
—handy pipe scale on hookjaw, adjusting nut 
spins easily to pipe size, comfort-grip handle. 

* Special alloy jaws both replaceable—won’t slip 
or lock on pipe. 

* Safe powerful malleable housing and I-beam 
handle. 

* Most profit for you selling RIEID, world’s 
most popular pipe wrench. Write for full informa- 
tion. 


THE RIDGE TOOL COMPANY « ELYRIA, OHIO 














Keep after 
this brand 





with its little 
“trade” man 








‘7 











for so many 


good reasons! 





>! : 

They're worth waiting for! (Though 
today’s shortages have made them 
scarce, the situation is improving.) 
Keep identifying your store (with the 
popular, practical Bassick display) as 
headquarters for Bassick “Diamond- 
Arrow” and “Diamond-Dart” casters 
and rubber cushion 
glides. First in cus- 
tomer preference 
and satisfaction. THE 
BASSICK COMPANY, 
Bridgeport 2, Conn. 
In Canada: Belle- 
ville, Ont. 

STEWART 


Bassick © 


MAKING OEE & 

























WHAT’S NEW 








a hand throttle, which allows the 
operator to control the direction 
and rate of cutting. Transmission 
and differential are the same as 
in an automobile. It has an up- 
holstered spring-constructed seat. 
Short wheel base makes mower 
highly maneuverable. Western Tool 
& Stamping Co. 


For more data circle No. 41 on postcard, p. 115 


Dinnerware Pieces 


Four new service pieces added to 
the Boontonware line of dinnerware 
include buffet platter, with place 





for cup, center; covered butter dish, 
top; individual platter and a cover 
for the large Boontonware serving 
bowls, bottom. All pieces carry a 
guarantee against breakage. Avail- 
able in seven colors. Suggested re- 
tail price of buffet platter is $2.50, 
cup extra; butter dish, $2.95; in- 
dividual platter, $2.25; cover, $2.45. 
Boonton Molding Co. 


For more data circle No. 42 on postcard, p. 115 


Closet Hat Rack 


Rubber discs on each of three hat 
racks insure against hats slipping 
off this K-Venience clothes closet 
fixture. Beneath each hat rack is 
a garment hook. The unit fastens 
to walls or inside closet doors. Fin- 
ished in chrome plate, it is 231% in. 


Abs, 





long and 5 in. high. Called Model 
No. 786, it retails for $3, with 
screws furnished. Knape & Vogt 
Co. 


For more data circle No. 43 on postcard, p. 115 


Vented Wall Heaters 


Two new gas-fired vented wall 
heaters for natural, manufactured, 
mixed and L. P. gases are designed 
for installation between standard 
wall studding. Known as Model 
1801, they contain all-steel elec- 
trically-welded heating elements of 
thermal fin design, porcelainized in- 
side and out for durability. Avail- 
able in single or dual wall types 
with 28,000 and 50,000 btu inputs, 
respectively, they have built-in draft 
diverters, enclosed controls and 
Fiberglas insulated casings which 
are finished in neutral ivory baked 
enamel. Measuring 17 in. wide and 
60 in. high, they project 5 in. from 
wall. Rheem Mfg. Co. 


For more data circle No. 44 on postcard, p. 115 


Automatic Heat Control 


Called the Nightrol, this compact 
automatic control is easily attached 
to any home thermostat and will 
turn down the heat every night at 





Nightrot 





any selected hour from 7 p.m. to 
1 a.m. The turn-down varies 6 to 
10 deg., depending on the ther- 
mostat. Nightrol will turn up the 
heat every morning about 6 a.m. 
It also has the skip-a-nite feature, 
which permits nightly turn-down to 
be skipped for one or more nights 
without altering the original auto- 
matic setting. Unit will sell for 
$12.95. Paragon Electric Co. 


For more data circle No. 45 on postcard, p. 115 
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~- EARN EXTRA PROFITS FROM 


ARISTOFLEX Vinyl-Asbestos Tile 


WITHOUT INCREASING INVENTORY! 


And the radiant Coronation Colors of MATICO 
Aristoflex now include striking solid tones as 
well as marbleized patterns that harmonize with 
every color scheme. 


Alert dealers everywhere are reading the hand- 
writing on the wall... and they are boosting 
profits by selling MATICO Aristoflex for walls 
as well as floors. Aristoflex is a natural for the 
great wall tile market because it comes in low 
cost standard gauge that is priced right in line 
with greaseproof asphalt tile. It’s solid vinyl- 


Get your share of this vast wall tile market by 
selling MATICO Aristoflex. It’s profitable “plus” 












asbestos throughout (there’s no felt backing!) 

. resists greases, acids, alkalis and dirt. . . 
wipes clean with a damp rag and has a perma- 
nent built-in brilliance that can’t fade or wear off. 








says STEPHANIE VAUGHN 
MATICO Home Fashion Consultant 





Big Tile Wainscot — 
a great new home 
decorating idea 








business for you because you don’t have to in- 
crease your inventory. And Aristoflex quality 
is pre-sold to consumers through powerful 
MATICO national advertising. 
















‘ MASTIC TILE CORPORATION OF AMERICA 
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The Merit Mark of 


Door Holding Devices 
a 


CORPORATION 


THE GLYNN-JOHNSON NAME 


is your assurance of 


Glynn-Johnson offers a com- 
plete line of Door Holding De- 
vices of the very highest caliber. 
Skillfully designed and sturdily 
constructed, Glynn-Johnson 
products have proved com- 
pletely dependable and highly 
practical in many thousands of 
installations. You can be sure 
that your Glynn-Johnson cus- 
tomers will be... satisfied 
customers. 





SECURITY DOOR HOLDER 





DOME TYPE 
DOOR BUMPER 





TWO WAY CATCH 
DOOR HOLDER 
AND BUMPER 














ORDER FROM YOUR JOBBER 


GLYNN-JOHNSON CORPORATION 


Chicago 40, Illinois 





4422 North Ravenswood Avenue ° 
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WHAT’S NEW 


Wall Plate Line 


This new line of wall plates is 
called Eagaline and consists of 12 
styles in brown or ivory full weight, 











Leat resistant urea and phenolic 
plastic compounds. Plates are rib- 
bed to prevent breakage and warp- 
age. Included in the line are lu- 
minous plates and plates with illu- 
minated pilot. Individually cello- 
phane wrapped, plates are furnished 
with long screws for mounting. 
Three-color display, 16x22 in., on 
which samples are mounted, is free 
with order. Eagle Electric Mfg. 
Co., Ine. 

For more data circle No, 47 on postcard, p. 115 


Pitting Tool 


Kitchen tool pits cherries and 
ripe olives quickly and easily with- 
out fuss or mess and operates by 
placing cherry in disc opening and 
pressing plunger with finger or 
| palm. It consists of a standard one 
pint glass mason jar to which a 
| spring action pitting mechanism is 
attached by means of a screw cap. 
Heavy gage steel mechanism has 
burnished nickel-plated finish which 
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TO KEEP FUEL OIL CUSTOMERS 
--- SATISFIED, INSTALL A 


FUEL 
OL 


FOR PROTECTION OF FUEL OILS AND BURNER 
PARTS...AND REAL PROFIT FOR YOU 


GENERALS 


%*& ELIMINATE CLOGGED NOZZLES. AND BURNER PARTS, TRAP PARTICLES AS SMALL AS 5 


MICRONS. 


* ALLOW QUICK, EASY FELT CARTRIDGE REPLACEMENT — WITHOUT DISTURBING PIPING. 
%* CAN BE INSTALLED WITH A FEW SIMPLE HAND TOOLS AND JUST TWO PIPE CONNECTIONS. 


*& HAVE THE FINEST, ALL-WOOL FELT CARTRIDGES. 


*& HAVE STURDY INNER WIRE SCREEN TO BACK UP FELT AND PREVENT COLLAPSE. 
* FIT ANY JOB... LARGE OR SMALL . . . HOME, BUSINESS, TRAILER, ETC. 
The few minutes you spend to install a GF is profitable time for 


yeors to come... 


GENERAL FILTERS 
INCORPORATED 


CANADIAN FACTORY BRANCH: CANADIAN GENERAL FILTERS, LTD., 2679 DANFORTH 


DELUXE MODEL 
2A-300 


FOR BIG, 
DIRTY JOBS 


STANDARD MODEL 
1A-25 


FOR SMALL HOMES, 
SPACE HEATERS, 
ETC. 


@ Easy cartridge replacements each season. 
@ No more troublesome service “call-backs.” 
@ Satisfied fuel oil customers year ‘round. 





rte ‘ ‘ 
: Heavy Duty eB bs gi Heavy Duty ae 
i . * 


| CHFSCO. NO. 22 “seri”, 






big profits in 


DRAIN TUBS 


Patented Heavy Duty 
Construction Features 





> 


@ EASY-ROLLING CASTERS Also manufactured pipe, 


elbow gravity and forced 


@ DURABLE HOSE AND air fittings made from 
CONNECTIONS galvanized, aluminum or 
tin. 


@ MADE OF HEAVY 
GALVANIZED - RUST-PROOF See your jobber 


AND LEAK-PROOF oo ene 

@ CHANNEL STEEL LEG Dept. “H” 
CONSTRUCTION for free 
literature 


CHICAGO HEIGHTS FURNACE SUPPLY CO. 


98-104 East 22ND STREET 
CHICAGO HEIGHTS, ILLINOIS 











MASTER MODEL 
2A-700 





FOR MEDIUM 
NEEDS 









4 General Filters 
carry this 
Underwriters’ 


CLEAN RIGHT Laboratories 
SOOT REMOVER 


cleans any heating sys- 
tem quickly, safely — 
leaves no residue. Man- 
ufactured for General 
Filters, Inc. 


Seal 









12890 WESTWOOD AVENUE 
DETROIT 23, MICHIGAN 


AVENUE, TORONTO 13, ONTARIO 


friction 


Look for 
the 
Yellow 


















12 Proved Profit-Makers 
for Every Dealer! 
STER DOZEN 


aarti 









/ KESTER 
SOLDER 


KESTER © KESTER 


SOLDER 


KESTER 


5 METAL menoer RADIO 


SOUT | 


SOLDER 


° KESTER ° ad 
ACID-CORE SOLDER 


. e © KESTER PLASTIC ° 


ROSIN-CORE SOLDER 
Radio-TV, etc. 
1 and 5 Ib. spools 


KESTER ° 
RADIO SOLDER 
Rosin-Core for 
everything electrical 


KESTER 
METAL MENDER 
Acid-Core; 
25c package 


General Work; 
1 and 5 Ib. spools 








Master 


7 KESTER 
|, SOLDER 


Pi Rie lla, 
























KESTER ° ° 







o KESTER °@ e KESTER © KESTER °® 
“RESIN-FIVE"’ SOLDERING PASTE SOLDERING PASTE SOLDERING FLUX 
SOLDER Handy 2 oz. tin 1 Ib. economy size Liquid 









More active flux; 
1 and 5 Ib. spools 


All-purpose; 
4 oz. bottles 





SOL Deming 





























© KESTER ©? KESTER # KESTER © é 
BAR SOLDER SOLID-WIRE SOLDER SOLDERING SALTS “SOLDERING 
Convenient shape; True alloys; 1 Ib. cans; SIMPLIFIED” 

1 Ib. bars 1 and 5 Ib. spools **Just Add Water’’ 





Free: 16-page booklet 
for your customers. 
“Tells ‘em 
how to do it.’’ 
























Your Customers know KESTER... 
Makes it Easier to Sell! 


Nationally advertised . .. nationally known 
... Kester Solder enjoys real customer acceptance. 
En Confidence in any product means greater sales; 
stock Kester and you'll really profit! 


Cash in on the Home Repair Market! 
More and more, the “man of the house” is turning to 
repair and hobbycraft work for economy and relaxation. 
He needs solder .. . and Kester’s “Soldering 
Simplified” booklet tells him how to use it. 
Get your free copies right away! 


KESTER SOLDER COMPANY KESTER 


4207 Wrightwood Avenue, Chicago 39 
Newark 5, New Jersey © Brantford, Canada 


Sell KESTER and you sell the BEST! 


SOLDER 
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WHAT’S NEW 


@® For more information 
on these products and 
services use free post 
card on page 115. 





makes it rustproof. Metal disc con- 
tains a dished opening which is par- 
tially blocked from the underside by 
a rubber stripper, an exclusive fea- 
ture. Tool retails for 89¢. R. Kras- 
berg & Sons Mfg. Co. 


For more data circle No. 48 on postcard, p. 115 


Combination Pull 


This combination pull incorpo- 
rates two flush pulls and an edge 
pull for use on sliding doors. Flush 
pulls are deeply recessed, edge pull 





is equipped with a spring return. 
It is easily installed by notching the 
door and is adjustable to fit doors 
from 11% in. to 1% in. in thickness. 
Escutcheons measure 3°4x2¥ in. 
Cutout template is packed with each 
unit. Designated as No. 100, pull is 
made of solid brass and comes in 
seven standard finishes; it is hand 
polished. Adams-Rite Mfg. Co. 


For more data circle No. 49 on postcard, p. 115 


Plant Food 


Here is a new water soluble plant 
food, called Instant Vigoro, de- 
signed for home gardeners, green- 
houses and golf courses. It can be 
used for either soil or foliage appli- 
cation and is a complete plant food 
containing all the nutrient ele- 
ments required by plants. It comes 
packed in 8 oz., 1 lb. and 3 Ib. cans, 
and 25-lb. bags. Swift & Co. 


For more data circle No. 50 on postcard, p. 115 
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Reel Power Mowers 


Three reel-type power lawn mow- 
ers in the Eversharp line feature 
new styling and greater efficiency 





in operation. Town and Country, 
shown here, has 21 in. cutting width 
and 4 cycle, 1.6 hp. air cooled en- 
gine. It-also has fingertip controls, 
two-piéce steel handle, self-pro- 
pelled steel reel, five self-sharpening 
steel blades, positive action pawl 
type clutch, and adjustable cutting 
height from 1% to 2 in. It retails 
for $129.50. Suburban is a similar 
model with 18 in. cutting width and 
4 cycle, 1.1 hp. engine. It retails 
for $116.60. Playboy, 18 in. model 
with a 4 cycle, 1.1 hp. air cooled en- 
gine, retails for $105. Midwest 
Mower Corp. 

For more data circle No. 51 on postcard, p. 115 


Fountain Brush 


Car and home fountain brush at- 
taches directly to %4-in. garden 
hose. All units have extendable 
handles and can be had with a pre- 
cision water control valve. Model 
5336 with shut-off valve has 36 in. 
extendable handle, pliable rubber 
brush cap, soft horse-hair brush 
flares to 41% in., and five water 
holes in brush head. It retails for 
$4.95. Model 5310 has 10 in. ex- 
tendable handle, comes without 
shut-off valve, but has same brush 
as Model 5336. It retails for $3.75. 
Laitner Brush Co. 





For more data circle No. 52 on postcard, p. 115 


(Resume reading on page 13) 
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CLEVELAND 


op unl 
fasteners 


are prestige builders 
for your 
Fastener Department 



































Cap Screws 


Hex (bright and high carbon), 
Socket, Flat Socket, Fillister, Flat 


Set Screws 


Square head, cup points standard 
—other points special 


Milled Studs 


Standard or 
special threads 


Complete range of sizes 
from %4"' dia. Also larg- 
er than usually listed— 
Hex Heads to 244" dia.; 
Flat Heads to 1’’ dia.; 
Set Screws to 1%4”’ dia., 
in required lengths. 
Write for catalog. 


CLEVELAND 7% (227 FASTENERS 












Those "Hot" 


Performers 
GAS HEATERS 


extend warmest Seasons Greetings 
to all customers and friends.... 


MARTIN STAMPING & STOVE CO., Huntsville, Ala. 











2 MORE 
SHARON REFILLABLE 


ASSORTMENTS 


——/ to make your fastener department 


more complete . . . more profitabl: 
ASSORTMENT Ne. HS-238 
SCREW HOOKS 


238 electro galvanized screw 

hooks . . . 7 sizes from No. 14 

to No. 2... all sizes com. 
pletely refillable. 
























Yes, we now bave 62 Assortments 


..» AND THEY'RE ALL REFILLABLE! 








ASSORTMENT No. SE-656 


SCREW EYES 


656 electro galvanized screw eyes . 
10 sizes from No. 216 to No. 0. . 
everv size completely refillable. 


ASK YOUR JOBBER OR WRITE TO US 


SHavor Bolt and Scheu Co. 





BOSTON 


MASS. 
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TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 





(Continued from page 13) 


called “First Aid for Adjustable 
Wrenches.” Common ailments of 
long-used adjustable wrenches are 
dealt with in pictures, diagrams 





and how-to-fix-it copy. Written in 
simple language, it includes infor- 
mation regarding proper care and 
handling of new and undamaged 
adjustable wrenches. Pamphlet is 
available free. Utica Drop Forge & 
Tool Corp. 


For more data circle No. 53 on postcard, p. 115 


Metal Products Catalog 


This 72-page handbook of sheet 
metal products includes the complete 
Milcor line of rain-carrying, heat- 
ing and roofing products Called Mil- 
cor Master Catalog No. 500, it is di- 
vided into three product sections, 
each indexed alphabetically. It pro- 
vides shipping weights, sizes, gages, 
prices and general data. All prod- 
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Keep these important 
dates OPON oo 


11953 - 1953 a 
JANUARY JANUARY 


A 


_rersoat_ _| Wkonesy, eee 


FOR THE 


5 


g 


NATIONAL 
CONVENTION and 
TRADE SHOW - 


INSTITUTE of SURPLUS DEALERS’: 
‘Hotel Statler 


33rd St. and 7th Ave. 
New York City 





Surplus Show Opens January 6 


The Second Annual Trade Show and Convention of 
the Institute of Surplus Dealers will be held January 6th 
to 8th, 1953, at the Hotel Statler, New York. Eugene P. 
Connolly, president of the Institute, said the Show will 
include goods estimated at more than $100,000,000 in 
value. 


The Show promises to exceed the records set last year 
in volume of business as well as attendance. In addi- 
tion to hardware, mechanical, electrical and electronic 
devices, tools, metals, etc., exhibitors will include lead- 
ing firms in new, used and reconditioned machinery 
and tools. 


The most important categories to be offered at this year’s 
show will be hardware, tools, electronic parts and equip- 
ment. A careful estimate of such goods to be offered at the 
show indicates an inventory in excess of $10,000,000. This 
figure represents the offering prices which would be a 
fraction of original or replacement cost. Materials for sale 
in this category represent Army, Navy and Air Force sur- 
plus as well as increasing amounts of industrial surplus 
arising from changes in production and new products 
At the show last year, sales in this field ran to substan- 
tial volume and it is expected sales this year will be 
higher. 


The Institute of Surplus Dealers is a national organi- 
zation of dealers in surplus materials of all descriptions 
Last year’s show had a record-breaking attendance of 
some 5,000 persons from all over the world. Admission 
is free. 





New Exclusive 


Sager Barrows 
WITH) 29 SECOWO 





STEP ONE... Afterreleasing the STEP TWO...Here is the knob 
inside turn button, the hidden pin assembly, containing the lock 
is depressed with a pointed in- guide sleeve and the cylinder, 
strument, unlocking knob from the being removed asa unit from the 
lockset. spindle. 









os ie 


ke 


STEP THREE ... Now, the entire STEP FOUR...Now the cylinder, 
lock guide sleeve can be pushed _itself, slides out and the lock guide 
out of the knob. See how easily sieeve is ready to receive the new 
these precision-made pieces cylinder. Allin 29 seconds or less! 
come apart! 


Plus 6 other big improvements 
NEW PRECISION MOLD high ten- 


sile nylon cam cradles the turn button 
to give positive locking action to the 
lockset. 

EXCLUSIVE MACERATED FIBER 
lining between the drawback plate and 
the retractor prevents metal from rid- 
ing on metal. 

NEW CONTOUR GRIP is better 
looking and more roomy, more com- 
fortable to hold. No scraping of 
knuckles here! 

SHOCK-PROOF SPINDLE has 
special indexing to prevent jamming 
or binding of parts despite severest of 
blows applied to knob. SERIES 160 
PRY-PROOF TRIGGER BOLT IT'S 
rides in a track in the large bolt... 
impossible to insert any instrument ‘kasd 
between them to force the lock. 

TURN-BUTTON DESIGNED to 
click into position. This creates a posi- 
tive locking action which eliminates 
the need of pushing. 


SAGER EF BARROWS 


The Sager Lock Works and The Barrows Lock Works: Divisions of 











The Yale & Towne Mfg. Co., Berrien Springs, Mich. 


133 














4-Cycle 
Air-Cooled 


KOHLER 
ENGINES 



















Kohler Engines provide re- 
liable power for a wide range 
of uses. Compact, quick-start- 
ing. Engineered and built to 
the high standards that have 
won world-wide acceptance 
for Kohler Electric Plants in 
construction and other indus- 
tries. The Kohler mark has 
been identified with quality 
products for over three-quar- 
ters of a century. Write for 
information on distributor’s 
sales franchise. 






Kohler Co., Kohler, Wisconsin. Established 1873 


KOHLER or KOHLER 


PLUMBING FIXTURES @e HEATING EQUIPMENT e ELECTRIC PLANTS 


AIR-COOLED ENGINES @© PRECISION CONTROLS 





The leading, portable power drive 
for hand pipe togls. Range 1/8” 
to 2" pipe. With drive shaft 
2-1/2" to 8" pipe. 








oi 


YOU CAN GET IT NOW 
from your Oster Distributor! 


Take advantage of the quick availability and present low price of the Oster 
POWER VISE STAND! If you don’t know the names of Oster Distributors in your 
locality, or want complete information on the No. 422 machine, just fill in the form 
below, tear out, and mail to us. 











6 : i See Stil 


(] Rush copy of catalog bulletin on No. 422 POWER VISE STAND. 
(-] Rush names of Oster Distributors in our area. 


THE OSTER MFG. CO. 2028€0st 6ist St., Cleveland 3, Ohio, U.S.A. | | 
| 


NAME 








COMPANY 
ADDRESS 


























TO HELP YOU SELL 


ucts are illustrated and identified. 
Available free, it has a pricing sys- 
tem which permits the dealer to 
show the catalog to his customer 
without letting him know what the 
dealer’s costs really are. Inland 
Steel Products Co. 


For more data circle No. 54 on postcard, p. 115 





Cutlery Display 


This new shadow box display for 
items in the Carvel Hall line has a 
20x16 in. pickled oak frame with a 





half round background of the facile 
fab in burgundy red. It is illum- 
inated by 40 watt showcase bulb in 
the top, spotlighting the items on 
display. Cutlery case is satin lined 
and various items can be featured 
in the display. Charles Briddell, Inc. 


For more data circle No. 55 on postcard, p. 115 


Lubricant Dispenser 


RuGlyde, rubber lubricant for 
cleaning and renewing the appear- 
ance of tires, floor mats and ac- 
cessories, is now packaged in a new 
8-oz. dispenser at a list price of 
50¢. RuGlyde can be used for all 
types and colors of natural or syn- 
thetic rubber articles and will not 
injure rubber or car finishes. It is 
non-inflammable and non-toxic. 
American Grease Stick Co. 


| RUGLYDE 





For more data circle No. 56 on postcard, p. 115 
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Plastic Items Catalog 


Containing 38 inflatable plastic 
play items, the 1953 Million-Air 
Inflatable Play Plastics Catalog in- 
troduces several new products, sales 
features, construction details, sizes 
and approximate retail prices. Also 
covered are sales promotion and 
advertising aids provided by the 
manufacturer. Illustrated are a 
punching toy, raft, space flyer, 
boat, mattress, pools, mats and a 
wide variety of water toys. Also 
available is the 1953 Fishing and 
Camping Equipment Catalog. U. S. 
Fiber & Plastics Corp. 


For more data circle No. 57 on postcard, p. 115 


Torch Merchandiser 


Designed to stimulate consumer 
interest at the point-of-sale and to 
augment torch sales with multiple 





burner and tip sales, this permanent 
merchandiser counter display is 
11x14 in. and is pilfer-proof. It dis- 
plays an actual torch with dummy 


three different tips and a conversion 
adapter. Contains description of 
each item, its purpose and illus- 
trated flame sizes. Display is fin- 
ished in bright red, green, yellow 
and black and is made of wood and 
masonite for rigidity and perma- 


nence. Prepo Corp. 
For more data circle No. 58 on postcard, p. 115 


Tool Holder Display 


This sturdy, ‘colorful display 
holds four different magnetic tool 
holders and is available free with 
special display assortment. Display 
shows action photos of Magnagrip 
in use throughout the home. It as- 
sembles easily and requires less 
than 1 sq. ft. of counter space. 
Comes with light bulb tab for il- 
luminated and flashing display. As- 
sortment includes 12 Deluxe Magna- 











fuel tank, three different burners, | 
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You can't 
handle a better 
line of bolts 


HERE’S WHY...1. Circle © bolts are 
made from high quality selected steel by 
the most modern methods and machines. 
2. Circle ® bolts are packed in clearly- 
labeled, sturdy corrugated board con- 
tainers that simplify your handling and 
stocking. 3. Circle ® bolts are concisely 
cataloged in a useable book that makes 
specifying and ordering easier, faster and 
more efficient. In addition, this complete 
line of quality fasteners, with all the 

plus features, is no high- 
er than ordinary 
bolts alone. 


BUFFALO 


BOLT COMPANY 


Division of Buffalo-Eclipse Corporation 
North Tonawanda, N. Y. 
Sales Offices in Principal Cities 


PRODUCERS OF CIRCLE ® PRODUCTS 
BOLTS e NUTS e RIVETS AND SPECIAL FASTENERS 


NUMBER 51 identifies the latest 
catalog available. If you don’t 
have a copy, we'll gladly send you 
One upon request. 
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NOW. ..A LEAK-PROOF NOZZLE 


TO HELP YOU SELL 


@ For more information on these products and services 


TRANS-FLO 













JUST WHAT YOUR 
CUSTOMERS HAVE 
ALWAYS WANTED 














Patents Pending 





. “4 
-9@ . 
Vw, 
Developed after long research—proven 


by extensive tests—the Trans-Flo 
Nozzle offers many advantages: 





grips No. 8S; two 24-in. long 
Magnabars; two 18-in. long Mag- 


This 8-page catalog lists and il- 
lustrates a complete line of Her- 
cules carbide tipped and high speed 
tool bits. Carbide line includes 
turning tools, with and without lead 
angle, offset side cutting, offset end 
cutting, pointed nose, square nose 


1. Leak-proof. and 600 angle threading tools— 
2. Light in weight. available in red banded tools, for 
3. Warm to the touch. : 
4. Durable (molded of tough Tenite II). cutting steel, and gray banded, for 
5. Modern, streamlined design. cutting cast iron and non-ferrous 
6. Fully adjustable spray. als Hich s d li includ 
7, Fits standard hose metals. igh speed line includes 
@. Zeemepenest, green plastic. square, rectangular and standard 
——V cut-off types. Catalog free upon 
Not a substitute but a definite improve- | request. Whitman & Barnes, Div. 


ment over any other nozzle on the 
market today. 


Write us for complete information and prices. 
PLASTICS DIVISION 


THE VLCHEK TOOL COMPANY 
3001 East 87th Street ©¢ Cleveland 4, Ohio 








of United Drill & Tool Corp. 


For more data circle No. 61 on postcard, p. 115 


Trowel Display Carton 


Masonry and plasterer trowels 





er 

NEVER A DRIP use free post card on page 151. Spray 
ORA Holly wooc 
DRIBBLE grips No. 9; 12 all-purpose Magna- Tool Bit Catalog shown here 


being featu 





nabars; 36 Magnagrip Jr. Total now come in a new display carton, 
retail value is $101.42. Phelon 
GENERAL Magnagrip Co., Inc. 
For more data circle No. 59 on postcard, p. 115 
YA CATALOG Hudson 8 
" F Christmas 
Wall Tile Promotion line incluc 
To boost the sales of the new and featu 
Miraplas “Do It Yourself” kit, stainless 
point-of-purchase sales aids are now Favorite, 
available. Aids include window and —" 
store banners and newspaper mat miral, an é 
service, the latter being effective in Publicity | 
advertising free store demonstra- and maga. 
tions of wall tile installation. The will have 
kit makes it possible for household- to choose 
ers to install their own plastic wall Christmas 
tile. S & W Moulding Co. Mfg. Co. 




















SAVE MONEY. 





designed for use as a shelf carton 
before being set up as a display 
case. Compact and well-marked, it 


For more dat 


. makes re-ordering easy. Die-cut Paint P 
aa carton is easily assembled for dis- ain 
| A play and contains sales message. This e 
SS Goldblatt Tool Co. gram is | 
& ton diese co ce wear Jac For more data circle No. 62 on postcard, p. 115 House Bi 
uv y| ‘ 
* Time and money ae use Setter Hi 
s:Showe al’ ecliitrverill Woodenware Catalog gradi i 
specifications , . showing 
Write for your copy of this valuable This completely illustrated cata- stains ca 
e , .: . + a log of novelty woodenware has eight side and 
IMP lex | pages of descriptive material on hen te 
< LEVER - SCREW . HYDRAULIC ° —— ° « 
Pi Jack five lines—Supreme Finish line, paints ar 
ond Conter-Hole ~ Hydraulic Pullers Liquid Proof line, Thriftware, Serv- color des 
TEMPLETON, KENLY & CO. well and Caesar Finish line. Sizes, to deale 
1056 So. Central Ave., Chicago 44, iil. For more data circle No. 60 on postcard, p. 115 packaging, weight and price are 
. HARDW 
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listed for wooden bowls, gift pack- 
aged salad sets, wall brackets, can- 
dlesticks, fork and spoon serving 
sets, rolling pins, potato mashers, 
steak mauls and ladles. J. Shepherd 
Parrish Co. 


For more data circle No. 63 on postcard, p. 115 


Sprayer Promotion 


Hollywood stars Joan Caulfield, 
shown here, and Pat O’Brien are 
being featured in the promotion of 





Hudson sprayers and dusters as 
Christmas gift items. The holiday 
line includes attractive gift boxes 
and features the Eclipse, an all- 
stainless steel hand sprayer; the 
Favorite, a compact, ightweight 
compression sprayer, and the Ad- 
miral, an all-purpose garden duster. 
Publicity releases to newspapers 
and magazines from coast to coast 
will have the stars telling readers 
to choose items in this line for 
Christmas gifts. H. D. Hudson 
Mfg. Co. 


For more data circle No. 64 on postcard, p. 115 


Paint Promotion 


This entire merchandising pro- 
gram is built around a tie-in with 
House Beautiful magazine’s Pace 
Setter House. Promotion is based 
on a series of pictures and stories 
showing how Nu-Hue colors and 
stains can be used effectively in- 
side and outside the house. Forty 
colors in interior and _ exterior 
paints and stains were used in the 
color design of the house. Offered 
to dealers are full color ads in 
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THE ROUND CHAIN & MFG. CO. 
CHICAGO 38 




















\ ONtO HOIST & MFG. CO. 
( ROUND CALIFORNIA CHAIN co. THE PLATING & GALVANIZING CO. 
b $0. SAN FRANCISCO CLEVELAND 5 


Ce ROUND 105 ANGELES CHAIN CORP. ° 
LOS ANGELES 54 









Chain man for 15 years, Woodhouse now offers 
a complete line of welded and weldless chain, 
slings, chain hoists, electric hoists and trolleys 
to the important Middle Atlantic market. Sold 
exclusively through distributors and wholesalers. 
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TO SHOW THEM IS TO 
SELL THEM 







A COMPLETE UNE 
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ack, bucket 
stTOW o barrel 







Twin 
Nozzle 









Made in 
2 sizes: Pint, Quart 
World's finest continuous sprayer. 
large, glistening solid copper 
tank. Pump barrel is highly polished brass 
seamless. Appealing, modern design. Sprays 









any liquid. Pint, Quart (39 ounce). Strongest 
construction. Extreme'y popular. A fast seller. 








SPEEDEX GARDEN & 
TREE SPRAYER 


Solid brass. 
Large adjusta- 
< ble nozzle for 
spraying trees, 
f shrubbery, 
flowers, weed 





——— ££ 6m. 
KNAPSACK SPRAYER 


Finest knapsack sprayer made. Pump 
lever develops high pressure easily 
while spraying. 5 gal. zinc- grip 


FLAME GUN SPRAYER 
HUNDREDS OF USES 


2000 degrees controlied heat. 
Destroys weeds, brush, rubbish. 











For burning sofety strips and & steel or copper tank. Tank is air iti 

fire lanes. 4 gal. tank. 7 ft. oil B conditioned preventing dampness st _ 
proof hose. Light. Compact. § reaching the back. Adjustable brass Sturdily built. 
Portable. Burns kerosene or B nozzle. (Recommended by Exten- Low priced. In big demand. 
range oil. sion Services.) 





D. B. SMITH & CO.€57}main st. UTICA 2, N.Y. 


“ORIGINATORS OF SPRAYERS SINCE 1888” 


BeNJ. D SMITH, JR BOX 847, SANFORD. N. C 
GORDON |. COWOON. 1265 STAMLEY ST MONTREAL 2. CANADA 


SEND FOR CATALOG 
DESCRIBING THESE AND 
OTHER ITEMS 


OUTHERN TERRITORY 
CAMADIAN REPRESENTATIVE 





— TT 


ae 





House Beautiful, counter cards of 
the Pace Setter House, cooperative 
local newspaper advertising and 
color visualizers. Martin-Senour 
Co. 


For more data circle No. 65 on postcard, p. 115 


New Cory Packaging 


New carton design for all Cory 
products gives maximum emphasis 








to the trade name, yet is designed 
as a gift-type package. All basic 
items in the line will be packed in 
cartons printed in dark red on a 
regular corrugated carton material. 





The color will vary only with special 
products, special voltage, etc., for 
purposes of easy identification. Cory 
Corp. 


For more data circle No. 66 on postcard, p. 115 


Electrical Booklet 


This 32-page booklet lists 25 elec- 
trical demonstrations that can be 
easily performed and is designed 
primarily for farm youth in rural 
educational programs. Called ‘“Elec- 
trical Demonstrations You Can Per- 
form,” it includes demonstrations on 
wiring, small motor care, care and 
use of home appliances, lighting, 
and electrical farm equipment. Sam- 
ple copy sent upon request, booklets 
are priced at $5 per hundred. West- 
inghouse Electric Corp. 


For more data circle No. 67 on postcard, p. 115 


Wood Finishes Folder 


This four-page folder, in color, 
deals with Liquid Raw-Hide fin- 
ishes for all kinds of wood. It lists 
ingredients, special features and 
diversified uses of the resin-free 
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finishes. Five different types of 
Liquid’ Raw-Hide are described and 
specifications for treating exterior 
woods are listed. Also gives main- 
tenance, coverage and drying in- 
formation. Linseed Oil Products 
Co. 


For more data circle No. 68 on postcard, p. 115 


Hinge, Screw Deal 


The special Hardware Show deal 
consisting of hinges, screws and a 
free self-service display rack valued 





at $10, is being extended for a lim- 
ited time by the manufacturer The 
rack is a space saver, holding an en- 
tire hinge department in approxi- 
mately 1 sq. ft. of space. It reduces 
handling and selling costs. No- 
Mortise Hinge Co. 


For more data circle No. 69 on postcard, p. 115 


Freezer Packaging Rack 


Designed for the See-Safe line of 
freezer packaging materials, this 
counter display wire rack holds 
$81.58 worth of merchandise at re- 
tail. Displayed in three tiers, rack 
features new units at lower prices 
—from 49¢ to $2.98. Atop the rack 
is an eye-catching sign listing the 
various products, including plastic 
bags, bag and box freezer kits, un- 
breakable plastic boxes, poultry 
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IF YOU WANT TO TAKE 
THE LEAD — CARRY 


J. THE LEADER! 


Nationally advertised in The 
Saturday Evening Post and 
Good Housekeeping. .a top- 

of-the-line quality product 


WHALE 
CLOTHES LINE 


extra-tough, solid 
braided cotton, 
smooth, glazed and 
pliable. 


qauet OR 4 Bifunp oO 


@ Guarantecd by 


Good Housekeeping 
Ka Hoy 2 


CALL YOUR 
JOBBER 
ABOUT THE 
COMPLETE 
SAMSON LINE! 


All nationally adver- 
tised — Tite-Rope, the 
wire - centre, plastic- 
coated clothes line; Spot, 
Phoenix and Aetna sash 
cords; venetian blind, awn- 
ing, marine cords. 


OR 
WRITE US 


For Free Samples and 
Complete Information. 


CORDAGE WORKS 


Yotsiola Me ROME ater tielasltlt 160 
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Svery lock needs 


LOCK-EASE™ 
graphited LOCK FLUID 


BEST PROTECTION AGAINST FREEZING-STICKING-RUST 


This winter — give your customers the best in 
lock maintenance. Use Lock-Ease! Sell it for 
car, home, and factory use. Easy to apply. 
Penetrates quickly, helps seal out moisture. 
gives maximum protection against freezing. 
Approved by leading locksmiths. Sold by hard- 





Graphite d 





Lock FLUID 


4-oz. Can delivers drop or 


pressure stream. List Price 
ware and locksmith jobbers every- 


where. Order now! A 


AMERICAN GREASE STICK CO., Muskegon, Mich. 















* 
STEEL WASHERS 


FOR EVERY NEED 


A DEPENDABLE SUPPLIER 
FOR 38 YEARS... 







Your requirements fpr standard and 
special steel washers are sure to be 
salisfied at Joliet. A bank containing 
thousands of special dies in many 
shapes and forms, 9/32” to 8” O.D., 
gauges No. 28 to 3/8", stands read 
to answer your needs. A VARIET 
OF FINISHES IS AVAILABLE to 
meet your special needs, including: 
Electro-plating, Galvanizing, Parker- 
izing, and Cyanide hardening. 


After ALL! 
THERE’S NO SUBSTITUTE 
FOR QUALITY AND SERVICE 





Your emergency re- 
quirements are our 
special concern. 





204 CONNELL AVE. 











JOLIET, ILLINOIS 





\. 








TO HELP YOU SELL 





@ For more information 
on these products and 
services use free post 
card on page 115. 


bags and roll wrapping. Rack is 
available free with purchase of 
complete assortment. Mehl Mfg. 
Co. Div. of Sydney-Thomas Corp. 
Fer more data circle No. 70 on posteard, p. 115 


Ice Rem Advertising 


Mat and cut service to aid deal- 
ers in advertising Ice Rem, ice and 
snow melting chemical pellets, fea- 
tures advertisements, product illus- 
trations and logotypes for news- 
paper, handbill and shopping news. 
Service is supplied by the manu- 
facturer without charge. Six-page 
folder illustrating these mats and 
cuts and containing sample radio 
commercials is sent upon request. 
Speco, Ine. 

For more data circle No. 71 on postcard, p. 115 


Stapling Kit Display 

This small pop-up display of the 
self-vending type for Swingline Tot 
50 stapling kit, is a compact unit 





containing six kits. It pops open 
automatically to form a small house 
with four rooms exposed and illus- 
trates the stapler in use all through 
the house. Two kits are mounted 
on the full color display. Speed 
Products Co., Inc. 


For more data circle No. 72 on postcard, p. 115 


Padlock Merchandiser 


This mobile point-of-sale padlock 
merchandiser consists of a four- 
color swinging display board around 





which six multiple-use padlocks, 
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“Our Salional Register 












THE NATIONAL REGISTER IN BRYAN-BECK’S, 23 W. Johnson St., Staunton, 
Va., pays for itself by changing a $40 weekly loss into a $1500 a year gain. 


stops *2,200 yearly losses... 
gives information worth *1,000° 


‘Like every businessman, I was concerned about profit, 
so I called in a National representative to make a survey 
of my store methods. A thorough study convinced me 
that, at a conservative estimate, I was losing about $40 
a week from mistakes in addition, cash shortages, for- 
getting to make records of charge sales, and lost time and 
extra bookkeeping work. 

“Since installing a new NationalSystem, mistakesin ad- 
dition and forgotten charges have been eliminated —and 
cash shortages have been cut to the minimum. Valuable 
time has been saved in keeping records and in serving 
customers faster. I estimate the savings are at least 
$2,000 a year. 

‘““My new National has other advantages that help 
make money. It provides automatic, detailed informa- 
tion that tells me quickly and accurately how business is 
going in each department and what each salesperson 
sells. I feel that this information is worth at least $1,500 
a year to me.in operating more efficiently. 


“Naturally, I am thoroughly convinced that my Na- 
tional Sales Register paid for itself within a few months 
after it was installed.” 

Few merchants realize how sharply unseen losses cut 
profits. For example, surveys show that the average 
person adds incorrectly up to 25% of the time... 
even under ideal conditions. You not pnly lose money 
this way—you also lose customer confidence and good- 
will, so important in a retail operation. 

For protection that saves money and information that 
makes money, contact your local National representa- 
tive. A trained methods man—he’ll survey your store 
without obligation 
and suggest a Na- 
tional System which 
will help you start 
making increased 
profits immediately. 


Waltonal 


CASH REGISTERS » ADDING MACHINES 
ACCOUNTING MACHINES 


THE NATIONAL CASH REGISTER COMPANY, vavron 9, ono 
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Because success in selling so often 
depends upon skillful buying, every 
hardware merchant can profit by 
stocking Hall-Wessel rust-proof 
Hardware Specialties. They win 
consumer-preference! There’s the 
sales appeal of exclusive beauty... 
beauty of functional design en- 
hanced by smooth-as-silk finish in 
brass, chrome, bright zinc or ebony. 
There's sales-appeal in the rugged 
impact and tensile strength of light- 
weight, pressure-cast zinc alloy. 
There's sales appeal in the sensible 
price tags and the handy and mod- 
ern packaging. Call your jobber 
today. Learn all the reasons why 
genuine Hall-Wessel Hardware Spe- 
cialties are matchless for value. And 
write for our catalog . . . sent FREE 
if you mention your jobber’s name. 


2116-26 W. NICHOLAS ST. 
PHILADELPHIA 21, PA. 


Canadian Sales Agents: 
Geo. S. Hall & Co., 9 Wellington St. E., Toronto 1 
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TO HELP YOU SELL 


seemingly suspended in mid-air, 
dangle within separate metal rings. 
Proclaiming “there’s a Yale padlock 
for every need,” the six locks shown 








include a combination padlock, Zip- 
lock for bicycles and duffle bags, 
and four conventional padlocks with 
a wide range of uses. Yale & Towne 
Mfg. Co. 


For more data circle No. 73 on postcard, p. lle 


Merchandising Equipment 


Here is a new 74-page general 
catalog, 52-G, containing a complete 
selection of metal merchandising 
equipment. Included in the catalog 
are pricing and signing material, 
binning hardware, over -counter 
units, window and counter display 
stands, floor racks and other mer- 
chandising display needs. It also 
introduces new fixtures including a 








complete line of Spaceboard and 

Space-Klips for perforated panel 

displays. Available free. Reflector- 

Hardware Corp. 

For more data circle No. 74 on postcard, p. 115 
(Resume reading on page 14) 








DAISY ® une 


FORCE CUPS 


RED’OR BLACK RUBBER WITH 
GREEN’ ENAMELLED HANDLES 


: 


i 





The DAISY Line of House- 
hold Rubber Goods , tur o: 


fast selling, long profit items for Hard- 
ware Stores. To name a few—Force Cups, 
Tank Balls, Bath Sprays, Sink and Bowl 
Stoppers, Faucet Washers, etc. Get new 
catalog and prices now. Write— 


SCHACHT RUBBER MFG. CO. 


DEPT. H HUNTINGTON, INDIANA 














YOUR CUSTOMERS 


AND BUY ’EM 





MOORE pusutess 


PICTURE HANGERS 

For hanging mirrors; pictures; 

heavy wall decorations 
—SAFELY 





MOORE rusn-pins 


For drapery and curtain tiebacks; 
lighter wall decorations 


NATIONALLY ADVERTISED 








MOORE PUSH-PIN CO. 


Since 1900 
113-25 BERKLEY ST., PHILADELPHIA 44, PA. 
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Du Pont 
ir 


Orly paint brushes with 100% Du Pont 
nylon bristles offer this combination of fea- 
tures that help make your selling job easier. 
Nylons are made in all types and sizes by 
leading brush manufacturers. So brush up 
sales in your store—start telling your cus- 
tomers about these features today. 





DU PONT NYLON BRISTLES 


GU POND 


C6 us. par orf 


180% Aanmiversary 
BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 
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6 good reasons why your 
best brush seller has 


NYLON bristles 








LONG, FINE TIPS. Each properly sanded fila- 
ent of Du Pont nylon has a long, thin, slightly 
curled tip that means excellent paint pick-up and 
flow. . 


MOOTH PAINTING. Nylon bristles won't cut 


hrough paint film. They flow the paint uniformly 
lay down a smooth, even coat. 


o 












og 


IDEAL FOR NEARLY ALL FINISHES. Du Pont 
ylon can be used for all types of finishes except 
shellac and those creosotes containing tar acids. 


EASY TO CLEAN. Nylon brushes are easily 
cleaned with any commercial cleaner. 





RISTLES WON'T BREAK OFF. Nylon is tough 
and durable. Bristles won't break off to mar work. 


5 


ONG-LASTING. Nylon outlasts other type bris- 
tles 3 to 5 times. And nylon resists moths, vermin 
and fungi. 


yy 
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SouTH BEND Croquet 





MODELS FIT EVERY 
CUSTOMER NEED! 





MODEL 736 





Show This Book, 








16 page, 2-color book— no tow 
“How To Play Croquet” CRoou? 





describes complete his- 
tory and rules of game — 
25c¢ list. Quantity dis- 
counts to dealers, 


SALES REPRESENTATIVES 
Eas?—Julius Levenson, 7 East 17th St., N.Y. 
South —Louis Williams & Co., 3rd National 

Bank Bldg., Nashville, Tenn. 
Midwest—South Bend Toy Mfg., So. Bend, Ind, 
Calif. & S. W.— Anderson Sales Company, 

730 W. 10th Place, Los Angeles 15, Calif. 
Denver & Pac. N. W.-—Leo Scherrer, 2840 W. 
93rd St., Seattle 7, Wash. 
Export — Affiliated Exporters, Inc., 10 East 
34th Street, New York City 
SOUTH BEND TOY MFG. CO. 
SOUTH BEND 23, INDIANA 





(SOUTH BEND 


AMERICA’S FAMILY GAME 
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NEWS and Views 


Reports on Events Affecting the Hardware Business 





(Continued from page 10) 


Retailers Assured Use of Local Price 
Stabilization Boards to be Limited 


Price Stabilization Director 
Tighe E. Woods at a Nov. 17 meet- 
ing with the Industry Advisory 
Committee assured members that 
the OPS local stabilization board 
program will be held to the experi- 
mental stage until there has been 
sufficient experience to test its 
workability. 

Committee members were ‘also 
told that no additional boards be- 
yond the three pilot boards already 
announced will be established un- 
til there has been opportunity for 
further consultation with the 
group. 


Committeemen doubted that the 
personnel of the local boards would 
be qualified to handle retailing 
problems and expressed consider- 
able concern that information 
available to the boards on minor 
unintentional violations by retail- 
ers might bring about damaging 
publicity in local communities. 


Committeemen felt strongly that 
(1) either a definitive listing of the 
local stabilization boards’ responsi- 
bilities should be provided, or (2) 
that a list of areas in which they 
would not function be provided. 





Consumer Durables 
Decontrol Uncertain 


While approximately 65 pct of all 
goods and services will be out from 
price control by Dec. 1, OPS ap- 
parently has decided to keep price 
lids for consumer durable goods. 


Recently Price Stabilizer Tighe 
Woods told Congress price controls 
would be suspended for all apparel, 
soft drinks, and a number of other 
items by Dec. 1, but omitted any 
mention of consumer goods in tell- 
ing how the OPS decontrol pro- 
gram would progress. 


NPA Planning Steel 
Deceontrol Program 


NPA is outlining for the steel in- 
dustry a proposed program for a 
step-by-step decontrol of steel. 

Agency officials are meeting with 
the steel products industry ad- 
visory committee to present their 
ideas for decontrol and also to hear 
the industry’s ideas of a decontrol 
timetable. 

NPA’s tentative program calls 
for liberalizing controls on certain 
items of carbon steel which are 
not in demand for defense begin- 


ning Jan. 1. Under the plan, pres- 
ent quarterly allotments to users 
would be continued. However, any 
steel not claimed by holders of 
CMP tickets would be open-ended— 
free for use on a first-come-first- 
served basis. 

This plan, if accepted, would 
continue until June 30, when it is 
expected that allocations of steel to 
civilian users will be abolished, 
leaving only a priority system for 
assuring that military and atomic 
energy orders are filled. 


Wholesale Group for 
Distribution Program 


The Commerce Department’s 
Wholesale Trade Advisory Commit- 
tee has thrown its support behind 
the department’s newly established 
Office of Distribution. It has like- 
wise endorsed such of the new de- 
partment’s program as has been de- 
cided upon during its short life to 
date. Hardware wholesalers are 
represented on the committee by 
Thomas A. Fernley, Jr., executive 
secretary of the National Whole- 
sale Hardware Association. 

Basic aims of the newly set up 
office, according to H. B. McCoy, 
acting director, are to provide a 
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nae Important Message to Retailers 
If you have not already placed orders for Dennis Weather Strip items to cover your 
requirements for the coming season, do so at once. Order from your Hardware 
Jobber as his stock should now be complete on items listed below, and many other 
Dennis Weather Strips that are again available. Don't delay—order today. 
that the EASY TO CUT AND APPLY No. 600W WHITE METAL 
ds would No. 1185-114 inch. A time-tested popular type of WEATHER STRIP 
retailing DENNIS metal and felt strip still available with Packed 100 lineal feet 
consider- original features of construction. Made of .015 in carton, as illustrated, 
: white metal alloy and heavy weight 3/16 inch complete with nails. Bow 
ormation rubberized felt. Oblong slotted holes through metal tip assures true contact 
n minor for ease of application and to take up wear. Fur- against sash or doors 
y retail- nished 32 in., —prevents vibrations. 
amagin 36 in., 42 in. Double bead on contact 
; g and 48 in. edge prevents buckling 
ties. lengths. and noise. Made from 
Packed one special tempered white 
gly that dozen each metal alloy in 1” and 
ig of the size in - 1%” widths. 
‘esponsi- ton, complete 
poty @) as ence. Pat. No. 1865746 
Adjustable Contact Edge 
ich they 
ided. NEW—FAST SELLING 
inailaillit teaisieaae PACKAGED WEATHER 
in, pres- CUSHION TYPE 
oO users WEATHER STRIP 
ver, any m Made of double rubber 
Jers of coated fabric (sheeting) 
onded— and cotton yarn packing 
ne-first- center. Note construction 
of Sanitary Edge. Withstands cold, heat, water 
and dust. No. 691—=size 11/16” Maroon, No. 694 
would —size 11/16” Gray, No. 801—size %” Maroon, No. 
on it is 804—-size %” Gray. Packed 100 ft. coils or 500 ft. 
( reel with tacks. 
steel to 
lished, GENUINE “CLINCHER" WOOD AND FELT STRIP 
em for AGAIN AVAILABLE 
atomic 
for 
im 
Reverse side of Silver 
nent’s King Strip, with view 
ymmit- of serrated white 
hehind metal edge form to 
‘ ¥ es = bend and fit in cor- 
dlished ners. 
s like- LON Set Tw) et al 
ow de- BOTH MOULDING ANDO FELT, New idea in weather strip construction permits making 
en de- right angle turns to fit in corners, without cutting. Makes 
is Offering all the weather resisting, long wearing, easy apply- a neat one-piece installation quicker—no waste. Package 
life to ing features for which DENNIS “Clincher” Strip is noted. contains 20 ft. length of Silver King Strip and nails for 
Ss are Available in five sizes for windows and doors. Made from applying. Full instructions and diagrams for weather- 
ee by fine selected White Pine Moulding, stained dark walnut, in- stripping a double hung sash or a hinged door are 
outios laid with rubber shod felt. printed on package. 
Vhole- SEND FOR YOUR FREE COPY OF OUR LATEST CATALOG 
et up 
‘cCoy, W. J ° ) E N N i) & C ©) M PA N Y 4444 IRVING PARK RD., CHICAGO 41, ILL. 
ide a 
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focal point within Commerce for 
all matters pertaining to the dis. 
tribution industries. It will also 
gather, develop, and _ distribute 
basic marketing data. 


OPS Clarifies Price 
List Revision, CPR-30 


OPS on Nov. 20 clarified pro- 
cedure by which manufacturers of 
machinery and related manufac- 
tured goods may apply for approval 
of a revision of their price lists for 
use by resellers. 

The action, Amendment 41 to 
CPR-30, effective Nov. 25, clarifies 
Section 3 (d) by specifying that 
applications for approval of manu- 
facturers’ price lists revised after 
June 24, 1950, may be made when 
the revision was made for the sole 
purpose of changing differentials 
in discount structure, and where 
no substantial changes in ceiling 
prices are effected. 

OPS explained that when revi- 
sions would result in any substan- 
tial increase in ceiling prices, the 
application will be denied. 








Small Bonuses Need 
No Prior ESA Approval 


Employers may pay a Christmas 





i n or year-end bonus of up to $40 
without prior government approval, 

6 the Economic Stabilization Agency 
times has ruled. Such bonuses may be 
when an uncommonly hot paid either in cash or in the form 

e summer season has depleted of a gift not exceeding that amount. 

j k retail stocks to an uncommon The payments need not be offset 
{ €& low... it’s more than ever im- against the amount of wage adjust- 
portant to select FASCO—the ments permissible under other gov- 


leading line—the complete ernment wage regulations. 


these @@@ line—the quality line—the 
line that customers know is Complete CMP-1 Issued 

guaranteed for FIVE full years! 
As an aid to industry, NPA has 


reprinted CMP Regulation 1, com- 
bining in a single document all 
amendments and directions to this 
regulation which contains the basic 
rules of the Controlled Materials 
Plan. No major revisions had been 
made in the regulation, the agency 
said, but several minor changes in- 
dicated that the reprinting into a 
single document of all amendments 
and directions should provide in- 
dustry with a convenient, readily 
available reference source. 


See the NEW line in Chicago next month. S 


FASCO \ndustries, Inc. 


204 AUGUSTA STREET, ROCHESTER 2, NEW YORK (Resume reading on page 11) 
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Air 
Mirro-Glide is the BAry y Ate, 
original sliding 200m sys ORles Fo 
mirror, double-capacity le AND R "Very 
bathroom cabinet, *UbGe,, 


created by Hall-Mack. 

Its magic touch of beauty and 

convenience blends perfectly with modern bathroom 
design...provides the extra appeal that means more sales. 

Plate glass mirror doors measuring a full 39” x 22” slide easily 

at the touch of a finger... The chrome frame lies flush on the wall... 
The six bulb-edge adjustable glass shelves can be arranged in a variety 


Materials and construction? You can be sure they're 
the best when they're Hall-Mack! 

When you sell Hall-Mack bathroom accessories you 
sell Quality...and you sell MORE! 

Write for complete information on Mirro-Glide and 
other Hall-Mack bathroom accessories. 


HALL-MACK COMPANY 
1344 W. Washington Blvd., Los Angeles 7, California 
7455 Exchange Ave., Chicago 49, Illinois 
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ARTHUR A. BOULLEY, 
secretary of Geo. L. Starks 
& Co., Inc., wholesale and 
retail hardware firm of 
Saranac Lake, N. Y., has 
been in the hardware busi- 
ness since 1890, when he 
was employed by A. W. 
Shields & Co., Keeseville, 
N. Y. He was a partner in 
that firm until 1902 when 
he joined the Adirondack 
Hardware Co., Saranac 
Lake. He served this firm 
as secretary from 1902 to 
1912, and in 1912 he joined 
Geo. L. Starks & Co. as secretary, which post he 
has filled to the present time. He is a trustee of 
the Catholic church in Saranac Lake and is also 
a director of the Saranac Lake Savings & Loan 
Bank. 





ARTHUR A. BOULLEY 


E. B. McNAUGHTON 
purchased the Fremont 
Hardware, Fremont, Ind., 
50 years ago, for $1,400. 
In addition to this prosper- 
ing hardware business he 
has several other retail! es- 
tablishments and owns 
real estate and the local 
bank. His enterprises were 
started with his savings of 
$500 and $1,000 which his 
father had given him. He 
had only $100 in working 








5:30 p.m., three days a week, and until 9 p.m. on 
three other days. His diversion is pinochle, three 
nights a week. He also likes to travel and tries 
to take a trip each year. He has been in every 
state and has also visited Canada, Mexico, Cuba 
and South America. His first trip to Cuba was in 
1906 and the last one was last year. He observed 
his 71st birthday on June 9. 


LOUIS GEORGE MO.- 
REL, SR., who has been a 
traveling salesman for the 
Shapleigh Hardware Co., 
St. Louis, for the past 27 
years, started his hard- 
ware career 66 years ago. 
He was first associated 
with Stauffer-Eshleman & 
Co., Ltd., wholesale hard- 
ware firm of New Orleans, 
from 1886 until 1907 when 
he went to the Simmons 
Hardware Co., St. Louis. 

LOUIS G. MOREL, SR. He remained with this 

company until it was ab- 
sorbed by the Shapleigh company. In 1937 Mr. 
Morel was “King of Diamonds,” the top honor 
attainable by Shapleigh salesmen. Mr. Morel has 
10 children, three of whom are also in the hard- 
ware business. Mr. and Mrs. Morel recently cele- 
brated their 60th wedding anniversary. Mr. Morel’s 
79th birthday was on March 11, 1952. Mr. Morel 
travels the Lake Charles territory, and has his 
home at 1131 Pithan St., in that city. Fishing is 
his chief source of recreation. 





RALPH KLECKNER, a 
salesman with Powell’s of 
Plymouth, Ind., will be 76 
on his next birthday, Janu- 
ary 22, 1953. The firm will 
celebrate its 25th anniver- 
sary at the same approxi- 
mate time. Mr. Kleckner 
became identified with the 
hardware business June 2, 
1902, with Astley & Son 
Hardware, one of the line 
of predecessors to the firm 
by which he is now em- 
ployed. He began his 
duties at 6 in the morning 
and called it a day at 9 p.m. In addition, he sup- 
ported a wife on a salary of $7.50 a week. Horse- 
shoes were a popular item in those days and the 
store often carried 50 kegs of them at one time. 
Nails sold for 3¢ a pound at that time. When 
asked to compare the big differences between 
hardware retailing 50 years ago and today, Mr. 
Kleckner said, “We have so many more people to 
meet and sell. We may have more women come 
in now than men. That’s who you have to cater 
to today. They spend the money.” Despite his 





RALPH KLECKNER 
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E. B. McCNAUGHTON capital when he opened age he is one of the first on the job in the morning poe ae 

his store. In 1946 he made and one of the last to leave. Retire? He hasn’t counter diaple 

his son a partner in the implement department. given it a thought. He loves his work and the an attractive 
Mr. McNaughton is at his store from 7 a.m. until many people he meets. aa shows f 
ese display 
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sell 


Wintertime means icy sidewalks 
and driveways for almost every 
home owner—and this can mean 
greater sales for you if you stock 
DOWFLAKE (Dow calcium chloride 
77-80%). Dowflake starts to work 
on ice immediately and eliminates 
it fast and efficiently. It assures the 
homeowner of safe, trouble-free 
walks and drives. Once your cus- 
tomers use Dowflake they’Il be back 
for more in order to be prepared 
for the next bad days. 


—~ 
Sl 


DOW FLAKE 


Melts ICE in the winter... Reduces HUMIDITY in the summer 








Dowflake is easy to stock and han- 
dle. Distributors have attractive 
counter displays kits and literature 
to help you increase sales. Dowflake, 
the ever-thirsty chemical, will help 
you to greater store traffic—higher 
related sales — increased profits. 
Stock up with DOWFLAKE now and 
watch your sales grow. 


THE DOW CHEMICAL COMPANY 
MIDLAND, MICHIGAN 


Write Dow today for the name of your nearest distributor. 






















DON'T BREAK A LEG! 


MELT SIDEWALK ICE 
wit DOWFLAKE 


To melt dangerous sidewalk, 
step, or driveway ice, sprinkle 
DOWFLAKE sparingly on 
the surface. These clean, easy- 
to-handle flakes of Calcium 
Chloride act fast . . . melt ice 
in a hurry. Come in and get 
an inexpensive 25-lb. bag of 
DOWFLAKE today. 





DEALER'S NAME 

















Counter Display and Literature Help You Sell 
More DOWFLAKE— Ask for the Dowfiake 
counter display kit and literature. They make 
an attractive and informative selling package 
which shows the many uses for Dowflake. Use 
these display aids—and realize new profits. 


Consumer Ads Create Demand for DOW7LAKE— 
Dowflake national advertising is working for you, 
helping you sell the product, and creating a de- 
mand for its uses. Have plenty of Dowflake on 
hand and be ready for your share of the sales! 
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This is Dowfiake newspaper mat No. 
513. Write Dow for the complete series 
of these sales-making newspaper mats. 
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May Hardware Co. Adding New 
One-Story Warehouse Building 


Construction is underway 
for a new one-story addition 
to the present Kansas Ave. 
building of the May Hard- 
ware Co., Washington, D. C. 

The new building will have 
16-ft. ceilings and will cover 
100,000 sq. ft. It will be at- 
tached to the present two- 
story Kansas Ave. building. 














The accompanying picture is 
an architect’s drawing show- 
ing the new addition and the 
present building as they will 
appear after completion. 
The building will be on the 
main line of the B&O rail- 
road and will have ample 
parking facilities for custo- 
mers and employees. The 


Sa ay 
eee | 
ee Same 
will a 





railroad siding will be able to 
accommodate five cars at one 
time. There will also be 11 
platforms for loading and 
unloading trucks. 

It is planned to eventually 
move the company’s entire 
operation to the Kansas Ave. 
building. The offices and 
showroom will be in the exist- 
ing two-story building, air 
conditioned and with sound- 
proof ceiling, and the ware- 
house, shipping and receiving 
will be in the new one-story 
building. 











This is an architect’s drawing of the new office, showroom and warehouse of the May 
Hardware Co., as it will appear when the new one-story addition, now under construction, 


Swain Gets Olin Sales 
Post in New Haven 


J. T. Boone, sales manager, 
Arms & Ammunition Div., 
Olin Industries, Ine., New 
Haven, Conn., announced 
that H. A. Swain, formerly 
district manager with head- 
quarters in Pittsburgh, has 
been appointed sales staff 
assistant with headquarters 
in New Haven. 

Mr. Swain headed the 
Pittsburgh sales district from 
1947 to 1951, when he was 
loaned by Olin Industries, on 
behalf of the sporting arms 
and ammunition industry, to 
the OPS, Washington, D. C. 
He has already assumed his 
new duties. 

He joined the Winchester 
sales staff in 1936, and head- 
quartered successively at 
Utica, N. Y., and York, Pa. 
During World War II he was 
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is completed. 


Greer & Laing Elect 
New Company Officers 


The board of directors of 
Greer & Laing, Wheeling, W. 
Va., wholesaler, announced 
the election of the following 
new officers: 

George E. Maness, presi- 
dent; Charles C. Greer, vice- 
president; John M. Laing, 
vice-president, secretary and 
treasurer; Lewis H. Weishar, 
vice-president, and Mrs. Lil- 
lian S. Weimer, assistant 
treasurer. 

Mr. Maness and Mr. Greer 
will be jointly responsible 
for the general management 
of the firm’s affairs. 

Mr. Maness is well known 
by hardware, appliance, 
sporting goods, and toy re- 
tailers and manufacturers, 
as he was connected with the 
Tracy-Wells Co., Columbus, 
Ohio, for many years prior 
to his resignation as vice- 
president and sales director. 

Mr. Greer has been asso- 
ciated with Greer & Laing 
since 1938. He became an 
officer in 1940. 











stationed at the Olin plant in 
New Haven, as assistant to 
the chief of cartridge inspec; 


tion, and later worked on 
government production or- 
ders. 





New England Association 
Plans Annual Banquet 


Howard E. Clark, presi- 
dent of the New England 
Iron & Hardware Associa- 
tion, announced that the or- 
ganization’s 60th Annual 
Banquet will be held at the 
Sheraton Plaza Hotel, Bos- 
ton, Mass., on Jan. 14. 

The association has _ in- 
vited members of the Na- 
tional Industrial Distribu- 
tors’ Association, American 
Steel Warehouse Association, 
and the National Wholesale 
Hardware Association to 
participate in this annual af- 
fair. 


Wagner Mfg. Co. Ownership Transferred; 
To Be Operated as Randall Subsidiary 


The transfer of ownership 
of one of the oldest manufac- 
turers of cooking utensils in 
America, the Wagner Mfg. 
Co., Sidney, Ohio, was an- 
nounced Nov. 21, by Jerome 
A. Wagner, vice-president of 
the Wagner company and 
Maxwell Weaver, president 
of the Randall Co., Cincin- 
nati, Ohio. 


The Wagner company 
will be operated as a _ sub- 
sidiary of the Randall Co. 
No changes in the policies or 


personnel of the Wagner 
firm are anticipated. Nor 
will there be changes in 


brand names. The present 
management of the Wagner 
company will continue with 
the new organization. 


The Wagner Mfg. Co. has 
been making cast iron and 
cast aluminum and aluminum 
alloy utensils since its found- 
ing in 1891. Its brand names 
are Wagner Ware cast iron 
utensils and Magnalite alu- 
minum and magnesium al- 
loy utensils. 

The Randall Co. is an im- 
portant manufacturer of au- 
tomobile stampings with its 
main office and plant in Cin- 
cinnati. Other plants are 
operated in Wilmington and 
New Vienna, Ohio, and a 
sales office is maintained in 
Detroit. It numbers among 
its customers all of the auto- 
mobile manufacturers and 
most of the truck makers. 
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mene W. M. Cross Retires With hi ti tz 
Offi e ° | 1 18 re iremen rom 
cers ee ereaCamp Go. ative service, Mr. cross has Name Merchant Products Head 


irectors of 
eeling, W. 
announced 

following 


28S, presi- 


William M. Cross, sales- 
man, Brown-Camp Hardware 
Co., wholesaler, Des Moines, 
Ia., has retired from active 
service. 


moved to 247 W. Lime Blvd., 











For American Steel & Wire 


Retirement of John W. 
Patterson, sales official with 





and is widely known in steel 
and sales circles, particularly 


reer, vice- Mr. Cross has been a8s0- 43 years of service, and ap- in the hardware field. The 
M. Laing, ciated with the company since pointment of M. C. Harriman section he has headed covers 
etary and 1922, when he started in the as his successor, were an- items known in the trade as 
_ Weishar, claim department. From 1923 nounced by H. M. Francis, “merchant products,” such 
Mrs. Lil- to 1947 he traveled for the vice-president—sales, Ameri- as nails, barbed wire, fence 
assistant company in southern Iowa can Steel & Wire Div. of and posts. 

and northern Missouri. In Mr. Harriman has served 
Mr. Greer 1947 he returned to the Des % as assistant manager of the 
2sponsible Moines office, where he served section for five years. Named 
nagement as house salesman until his to succeed Mr. Harriman in 
s. recent retirement. that post was George H. 
211 known Prior to joining Brown- WILLIAM M. CROSS Oltmann, who for 27 years 
ippliance, Camp, Mr. Cross had been has been in the merchant 
1 toy re- associated for 21 years with Monrovia, Calif., where he products field and for four 
‘acturers, the Wyeth Co., wholesaler, has two sons and a daughter years in the office of the 
with the St. Joseph, Mo. living at the present time general manager of sales. 
‘olumbus, aes ; - i j 
irs prior ree 
as vice- 
jirecten, | Revere Ware Is Selected as the Item Of 
en asso- e 
o The Year by Supplee-Biddle-Steltz Co. -_ 
“ame an The selection of Revere made at the 19th annual JOHN W. PATTERSON 

+ eae’ as the “Item of the birthday celebration held re- J. §. Steel, Cleveland, Ohio. 

ear” was announced by cently in honor of Mr. Steltz Mr. Patterson has served 


. 
idiary 


Wm. Geo. Steltz, president of 
Supplee - Biddle - Steltz Co., 
Philadelphia wholesalers. 


The announcement was 


in the firm’s Merchandise 
Mart. 
The “Item of the Year” is 


(Continued on page 162) 


for the past 15 years as 
manager of the division’s 
merchant products section, 








Co. has M. C. HARRIMAN 
‘on and 
aminum Both are 3l-year veterans 
; found- with the division. 
1 names Mr. Patterson started with 
ist iron American Steel & Wire as a 
te alu- sales correspondent in_ its 
Chicago office, and held a 
um al- : 
number of sales assignments, 
; including the posts of man- 
en im- ager of sales in New York 
of au- and later at Atlanta. He re- 
ith its turned to Chicago in 1933, 
in Cin- and four years later to the 
ts are division’s general headquar- 
on and ters in Cleveland. 
and a Mr. Harriman started in 
ned in the division’s office in New 
among York as a clerk upon his 
> auto- graduation from high school. 
3; and Sitting at the speakers’ table at the Birthday Celebration are, left to right, L. V. Rowlands, He was successively statisti- 
ers. publisher, HARDWARE AGE, Wm. Geo. Steltz, James M. Kennedy, president of Revere, cian, correspondent an d 
and H. J. McCormick, sales manager of Revere’s Rome Mfg. Co. Div. (Continued on page 164) 
, 1952 _ 





HARDWARE AGE, DECEMBER 11, 1952 








Mr. Dealer! 
display 

this emblem 
of quality 


AND WATCH SALES BO@M 


t . J 
et, ¥, p 











a 


C4 
Lo r 


Foe % 
wg a A Gan 
- 





Ae o We 
LURAY 
N 


Get faster sales with 
Lenk Blotorches, Electric 





Soldering Irons and Solder'on your 
shelves and the Lenk emblem of quality on your 
window — the choice of millions for 33 years. 


Write today for emblem decal 


it’s FREE. 


LENK MFG. COMPANY 


33 Cummington St., Boston 15, Mass. 
DEALER'S CHOICE SINCE 1919 
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News of the Trade 





| Lawn Mower Group Meets, Plans Campaign 
Against Excise Tax on Power Lawn Mowers 


The board of directors of 
the Lawn Mower Institute, 


| Ine., held its regular meeting 


in Chicago recently and de- 
voted much time in perfect- 
ing its plans for an all-out 
assault on the 10 pct Federal 
Excise Tax on power lawn 
mowers. 

All of the board members 
were present at either of two 
meetings held on successive 
days. The group prepared 
the work-packed agenda 
which pointed up the many 
long-range projects for the 
Institute and the ground 


| work which had already been 


| the 





| 


laid for these programs. 

The board recognized that 
the tax problem is one which 
will require Congressional 
action and remedial legisla- 
tion cannot be expected be- 
fore next summer. Prelim- 
inary work on this campaign 
has already started and will 
move into high gear as soon 
as the new 83rd Congress 
convenes and gets its com- 
mittees organized. 

In addition to the routine 
business of the meeting, the 
Board decided to develop a 


43 Students Complete First Merchandising 


statistical program to age 
quaint the membership peri- 
odically with the various 
trends in the industry. To 
develop such a program a 


new committee on _ trends 
analysis was_ recently 
formed. 


As to the future outlook, 
the board sees a constantly 
expanding market with 1, 
000,000 new families added to 
the population each year for 
the next 10 years. The board 
expects general business con- 
ditions to be good throughout 
the first half of 1953 with 
prospects for consumer dur- 
able goods somewhat bright- 
er. It looks forward to a 
good year with several major 
developments in the industry 
and expanded sales and ad- 
vertising programs. The 
only cloud on the horizon of 
all-out production comes 
from the drastically reduced 
allotments of steel by the 
government for the first 
quarter 1953. 

The board set the date for 
its next meeting as Jan. 16, 
at the Union League Club in 
Chicago, Ill. 


School Offered by Iowa Retail Association 


The Iowa Retail Hardware 
Association recently gradu- 
ated 43 students following 
the completion of a five-day 
hardware merchandising 
school sponsored by the Asso- 
ciation with the cooperation 
of the Iowa State University. 

Students came from hard- 
ware stores in all parts of 
the state to attend the school 
which was given on the uni- 
versity grounds, where lodg- 
ings also were provided. 
Each graduating student re- 
ceived a certificate signed by 
Sidney G. Winter, Dean of 
College of Commerce, 
and Arnold L. Johnson, presi. 
dent of the Iowa Association. 

The school met with such 
marked success that a second 
one is being planned for 
some time after the Associa- 
tion’s annual convention in 
February. Then three types 
of classes will be conducted 
simultaneously for owners, 


for bookkeepers, and for 
sales and display work. 
Instruction at the first 


school included classes on 
business law, salesmanship, 
accounting, merchandise se- 
lection and buying, taxes, 
psychology of selling, office 
management, personnel, 
credit management, pricing 
and advertising, given by the 
University’s School of Com- 
merce. 

The Iowa Association also 
arranged for special industry 
instructors on product knowl- 
edge. They were: 

Bruce Burgess, merchan- 
dising manager, The Union 
Fork & Hoe Co., Columbus, 
Ohio; C. E. Weber, assistant 
to manager of sales, hard- 
ware department, Henry 
Disston & Sons, Inc., Phila- 
delphia; G. W. Aldeen, chair- 
man of board of directors, 
American Cabinet Hardware 
Corp., Rockford, Ill.; Tom 
O’Donnell, district salesman, 
Sunbeam Corp., Chicago; 
Rollie, Johnson, salesman, 
Bert J. Clark Co., Kansas 
City, Mo. C. E. Fredrickson, 

(Continued on page 156) 
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A MODERN, EFFICIENT 


DEEP WELL 
aided dole wal, fe 
PUMP 


IS ONE OF THE COMPLETE LINE 
OF PEERLESS WATER SYSTEMS 



























Exterior view of 
Peerless Deep Well 
Reciprocating Pump 
complete with 
Fittings and Tank 
























































Deep well pumping economy 


FOR FARM, RANCH AND HOME 


Here is a most dependable, economi- CAPACITIES: 
cal way to lift water from deep wells. 200 to 1900 gallons 
It is one of the complete line of reli- per hour 


able, easy-to-sell, profit-making 
Peerless pumps and water systems 


that will fill all your customers’ needs. LIFTS: 
Whatever the lift, capacity, method 6” and 9” stroke 
of pumping or pressure required, one for lifts to 1000 feet 


of the complete line of Peerless Water 
Systems will meet your customers’ 
requirements for water under pressure MOTOR SIZES: 
at the turn of the tap. Find out today V3 to 3h.p. 

about the profit possibilities of the 
Peerless line. There are a host of water 





system customers in your territory PRESSURES: 
that will see to it that your profit Up to 40 pounds 
grows when water flows. Write today. and higher 






PEERLESS PUMP DIVISION 


FOOD MACHINERY AND CHEMICAL CORPORATION 


Factories: Los Angeles, California © Indianapolis, Indi 


Offices: New York; Atlanta; Dallas; Fresno; Los Angeles; 
Chicago; St. Louis; Phoenix; Plainview, Lubbock, Texas. 





Shetticld Zroeze 
PAINT CORPORATION 
CEREVELAR SE 6, COR 


FILL ALL YOUR CUSTOMERS NEEDS WITH 


ee 


PEERLESS | 


WATER SYSTEMS 
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the imprint... 





That means greater 


NATURAL TOUGHNESS 


A 
When you see the Hill Hickory 
brand on a handle, you can be 
sure of two all-important facts: 





j it was made from the 

® toughest handle wood 

known — Tennessee 
grown Hill Hickory. 


9 It came from the butt of 

® the tree, which is the 
toughest portion of the 
Tennessee grown Hill 
Hickory. 


These two facts add up to better handles, more 
satisfied customers and more handle business 
for you. Make sure of these extra sales by 
writing for the name of your nearest Hill Hickory 
Jobber today. 


4 TOOL HA N D LE y 


HOLTHOUSE & HARTUP, INC. 


WAYNESBORO, TENNESSEE 
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Irwin Named Assistant 
Sales Head at Wooster 
William H. Irwin, former 


sales promotion manager for 
Rubbermaid housewares in 





WILLIAM H. IRWIN 


the southern states, has been 
named assistant sales man- 
ager of the Wooster Rubber 
Co., Wooster, Ohio. 


Mr. Irwin’s former head- 
quarters were at Madison, 
Tenn. As a regional man- 
ager, he was in charge of 
liaison work between Rub- 
bermaid headquarters’ at 
Wooster and wholesale and 


retail accounts in a number 
of the southern states. He 
was also. responsible for 
planning and follow-through 
on special store and regional 
chain promotions. 

Mr. Irwin has been a mem- 
ber of the Rubbermaid sales 
organization since 1950, mov- 
ing to the company fron 
Ryerson Steel. 





Boston Varnish Becomes 
Kyanize Paints, Inc. 


At a meeting of the stock- 
holders of the Boston Var- 
nish Co., Boston, Mass., on 
Nov. 12, it was voted to 
change the name of the cor- 
poration to Kyanize Paints, 
Inc. 

In making announcement 
of the change, Renshaw 
Smith, Jr., executive vice- 
president and general man- 
ager, pointed out that the 
change was made for mer- 
chandising reasons and that 
there was no change whatso- 
ever in the stock ownership 
of the corporation, or in the 
board of directors. 

Boston Varnish company 
was incorporated in 1899 by 


Mr. James B. Lord and 
Harry A. Hall, whose de- 
scendants still occupy key 


News of the Trade 





posts in the Kyanize man- 
agement and in whose hands 
lies the stock ownership of 
the company. 





McMurray Gets Sales 
Post at DeWalf, Inc. 


DeWalt, Inc., subsidiary of 
American Machine & Foun- 
dry Co., Lancaster, Pa., has 
appointed Arthur J. McMur- 
ray to the position of power 
shop sales manager, a newly 
created position. 

Mr. McMurray started with 
the DeWalt firm in 1936 and 
since that time has held the 
following positions: DeWalt 
dealer in Kansas City, district 
manager in Kansas City, and 
regional manager in the Des 
Moines area. 

Prior to joining the DeWalt 
organization, Mr. McMurray 
held various positions in the 
construction industries. 

Although the position of 
power shop sales manager 
will involve duties on a na- 
tional scale and his territory 
will include the entire conti- 
nental United States, Mr. Me- 
Murray will make his tempo- 
rary headquarters in Des 
Moines until permanent na- 
tional headquarters have been 





ARTHUR J. McMURRAY 


established for the power 
shop division of the DeWalt 
sales organization. 





Dexter Co. Appoints 
Conway Regional Head 


The Dexter Co., Fairfield, 
Ia., announced the appoint- 
ment of Charles C. Conway 
as regional manager in the 
southwestern area of the 
United States. 

Mr. Conway will supervise 
Dexter washer sales in Ari- 
zona, New Mexico and the F! 
Paso area in Texas. 
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it’s NEW YORK in 53 IT’S EASY TO SELL 
THIS KIND OF SAFETY 






22nd NSGA Show 


NATIONAL SPORTING GOODS ASSN. 
CONVENTION and SHOW 


HOTEL NEW YORKER 


JANUARY 25 to 28, 1953 





Just one year, 1953, in New York and 


. ' . - 
then back to sigan mage te this Feature Fast-Moving U. S. 
as your eastern buying trip. Exhibitors, om 
meet many new dealers for the first time. Neoprene Coated Canvas Utility Gloves 
Everyone's planning to attend the biggest Your customers know “U. S.”’ quality; that’s why 
NSGA Convention and Show ever they’ll buy these Utility Gloves with full confidence 
a : in them. In knit wrist or gauntlet style, they are 
2 a ’ perfect for all sorts of indoor or outdoor work. 


Flexible and comfortable; curved fingers. Made of 
full cut, eight-ounce canton flannel inserts, dipped 
; in Neoprene latex, specially compounded for extra 
” wear and comfort. . 

New for ‘93 Stock these profitable gloves. Other styles and 


COMPLETE TOYS . weights are also available. Ask your U. S. Rubber 
and Branch for descriptive folder and prices, or write 


é ss t : 
GAMES DISPLAY to address below 


an EXHIBIT BROCHURE U. S. Indust rial 


6. MARVIN sHUTT, Gloves 
© 


Secretary 
| 
NATIONAL SPORTING GOODS ASSOCIATION |'UNITED STATES RUBBER COMPANY 


One North LaSalle Street, Chicago 2, Illinois Providence 1, R.!. 


BIG HUNTING 
and FISHING FLOOR 
in the 


GRAND 
BALLROOM 
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Stanley M. Ford, President of Chicago 
Mfg. Co., Appointed Silex Co. President 


Stanley M. Ford, president 
of the Chicago Electric Mfg. 
Co., has been appointed the 





STANLEY M. FORD 


new president of the Silex 
Co., Hartford, Conn., accord- 
ing to an announcement by 
Oliver B. Ellsworth, chair- 
man of the company’s execu- 
tive committee. 

Mr. Ford succeeds Monroe 
G. Smith who resigned last 
month. 

It was also disclosed that 
the directors of the Silex Co. 
and the Chicago Electric Mfg. 
Co. are conducting negotia- 
tions for a possible consolida- 
tion of the two companies. 

Mr. Ford will continue 
temporarily in his Chicago 
post until a date is fixed for 
him to assume his duties at 
Silex. The new president 
comes to Silex, with a repu- 
tation as one of the most 
vigorous and effective mer- 
chandisers in the electric 
housewares field. 

Mr. Ford has been promi- 
nent for many years in the 
appliance industry activities 
of the National Electrical 
Manufacturers’ Association. 
In 1947 as chairman of the 
NEMA Section Merchandis- 
ing Committee he  spark- 
plugged the selection of 
“Electric Housewares” as a 
more descriptive name for 
small appliances. It was felt 
that the big new postwar in- 
dustry represented by the 
smaller appliances, as dis- 
tinct from the big ticket 
items—refrigerators, ranges, 
automatic washers and the 
like—deserved recognition in 
the form of a well promoted 
name for itself. 

He joined the General Elec- 


156 


tric Co. in 1928 and was 
sales manager for that com- 
pany’s heating devices in 
1942, when he became deputy 
director of the Consumer 
Durable Goods Div. of the 
War Production Board. He 
served overseas as a Captain 
in the Marine Corps from 
1943 to 1945. After the war 
he joined the Chicago Elec- 
tric company as sales man- 


News of the Trade 





ager, was elected a vice-presi- 
dent in 1947 and president in 
1950. 

Mr. Ford was elected chair- 
man of the Electric House- 
wares Section of the National 
Electrical Manufacturers’ As- 
sociation in 1949 and is at 
present chairman of that sec- 
tion’s Defense Activities 
Committee as well as chair- 
man of the Electric Fan Sec- 
tion’s Merchandising Com- 
mittee. He was_ recently 
elected to the NEMA board 
of governors. 


Blish, Mize & Silliman 

Name Housewares Buyer 
William A. Irons, formerly 

with the Paxton & Gallagher 


Co., Omaha, Neb., has joined 
the Blish, Mize & Silliman 


Hardware Co., Atchison, 
Kan., as a buyer in the 
company’s housewares de- 
partment. 


Mr. Irons succeeds R. B. 
Jones, vice-president and sec- 
retary of the company, who 
will devote full time to other 
organizational duties. 








Iowa Assn. Completes First Merchandising School 


(Continued from page 152) 


a member of Iowa Associa- 
tion, from Forest City, Iowa, 
conducted a class on how to 
operate an appliance depart- 
ment. 

Students attending the 
school, and the retail hard- 
ware stores with which they 
are associated, were as foi- 
lows: 

Kenneth Strahorn, Hall. 
Strahorn Hardware, Algona; 
Harold E. Poppen, Allison 
Hardware, Allison; Donald 
H. Steiner, Corner Hard- 
ware, Armstrong; W. W. 
Hamilton, Hamilton Hard- 
ware, Boone; Stephen Beck- 
ford, Kiehne’s Hardware, 
Burlington; J. Kenneth Ni- 
chols, Nichols Corporation, 
Burlington. 

Also, W. D. Nichols, R & O 
Hardware, Cedar Rapids; 
Miss Jennie M. Courter, Tut- 
tle Hardware, Chariton; Mrs. 
Elizabeth Tuttle, Tuttle 


wer: 


4 t- 


Hardware, Chariton; Tom 
Markin, Creston Hardware 
Co., Creston; Robert Burken, 
Louis Hanssen’s Sons, Dav- 
enport; Donald Lynch, Louis 
Hanssen’s Sons, Davenport. 

Also, R. A. Kruckman, 
Taylor Hardware, Decorah; 


George McArthur, McAr- 
thur’s, Decorah; M. W. Voss, 
M. W. Voss, Garber; Jay 
Graves, G & S Hardware, 


Glidden; Robert High, John 
High Hardware, Grundy 
Center; R. B. Lee, Hall-Stra- 
horn Hardware, Humboldt; 
Harold V. Menter, Vickery 
Gas & Electric, IdaGrove. 
Also, Alva M. Kepler, Kep- 
ler Hardware, Kalona; Rob- 
ert Perkins, Lloyd Foutch 
Hardware, Logan; Kenneth 
Hagberg, IRHA, Mason 
Cit y; Orva Koenigsberg, 
IRHA, Mason City; Philip 
R. Jacobson, IRHA, Mason 
City; Harold Hutchcroft, 
Hutcheroft Feed & Hard- 
ware, Mediapolis; J. R. Ber- 


nard, Bernard’s Hardware, 
Montezuma. 

Also, Mrs. J. R. Evelynn 
Dillin, J. R. Dillin Hardware 
& Appliance, Nevada; Oscar 
Brown, Standard Appliance 
Co., Newton; George Nelson, 
Nelson Hardware, North- 
wood; Norman Johnson, Har- 
Mac, Ottumwa; Miss Clem 
E. Davis, Pierce Lumber Co., 
Ottumwa; Herman Hemker, 
Hemker’s Store, Pocahontas; 
Wm. R. Johns, Wyeth Co., St. 
Joseph, Mo. 

Also, John A. McCulloch, 
McKenzie Hardware, Sioux 
City; John Douty, Douty 
Hardware & Implement, 
Stratford; Marvin A. Meyer, 
Busching Hardware, Sum- 
ner; Wayne L. Reinbrecht, 
Reinbrecht Hardware, Ta- 
ma; J. Patrick, Patrick’s 
Homecrest Store, Wapello; 
James I. Morris, R. E. Morris 
Hardware, Waterloo; Robert 
K. Reinbrecht, L. D. Rein- 
brecht & Sons, West Branch. 





Pictured above are students who attended graduation exercises of the five-day hardware 


merchandising school sponsored by the lowa Retail Hardware Association. 
the graduation were Virgil M. Hancher, president of the University, and Len Howe, 


Speakers at 
Hard- 


ware News editor for the lowa Association radio program now on five stations in lowa. 
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No. 400 “ARC 
Stand with V 
Tilts to 45°, ¢ 
cushioned Sar 
in drill alone 
6 Sanding Dis 


No. 401 "AR 
of Drill Stand 
Clamp only . 
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=n al Pe. WHIZ THRU 2x4's IN 
BIG... ©D 's3! \@\ SWaNC) TC) Aa 


¢ 3 BRAND NEW ITEMS! 4 7 ‘ARCO: 
e 3 BIG PROFIT-BUILDERS! 4 
e All Nationally Advertised! 



















FEATURE AMAZING NEW “ARCO 
SAFECUT" BLADE—ALLOWS ANY 14" 
DRILL TO CUT THROUGH HEAVY WOOD. 


Here are the tools your customers will be asking 
for—the first gear driven saw attachments for 
electric drills that will go thru 2x4's in one cut. 
They're new, they've got terrific selling features 
—national ads are breaking—it will pay you to 
stock up right now! 












NEW! 
“ARCO STAND 'N TABLE" 
EVERY 1." ELECTRIC DRILL 
A HOME WORKSHOP! 


HAS TILTING TABLE 
FOR SANDING, 
GRINDING, 


<T 









FAIR TRADE RETAIL SELLING PRICES 
(Dealer's Disc.: 33 1/3%) 


» No. 455 ""ARCO-SAW" with ALL $ 50 
GAGES & 5'' SAFECUT Blade.. 12: 
No. 454 "ARCO-SAW", same $10.95 


as above, less gages. Has ac- 
curate Visual Guide cen 


























A? 

BUFFING, ss) he 
WIRE oe CHECK THESE BIG SELLING FEATURES: 5-inch 
BRUSHING. - . ~ aa Blade cuts faster, uses 30% less power— 
allows moderately priced drill to cut through 
ARCO SAFECUT heavy wood. Graduated Depth & Bevel Gages 
Sturdy Alumi- § Safest, Fastest Cutting Blade Made! for cuts to 134"", bevels from 0 to 45°. Adjustable 
num Castings fy SPECIAL FEATURE: Can be easily Rip Gage & Visual Guide. New, Sturdiest Safety- 
hold complete § Sharpened with a handfile! Yoke. Worm Drive Clamp. 90-DAY FACTORY 

Made of Finest GUARANTEE. 


Tempered Tool 
Steel. Precision scree KS Se 


Ground. ' . 
EA e Here's your chance to cash in on 
LIST PRICES D LERS: 3 Brand New Items. They're made 


£ 


unit vibration-free, al- 
lowing operator to use 
both hands. 


No. 400 ‘ARCO STAND 'N TABLE" consists of strong Drill 








Stand with Worm Drive Clamp and adjustable Table. (Dealer's Dise.: : 
Tilts to 45°, adjusts up or down for various jobs. Rubber 33-1/3%) for mass turnover and BIG PROFITS. It will pay 
cushioned Sander for smoother finishes, can also be used 6” Blade.$1.75 you to order today from your Jobber or write 
in drill alone or in drill press. Includes $ 95 7” Blade. $1.95 direct for new catalog sheets. Ask for Newspaper 
6 Sanding Discs and "Speed Cement"..... 7: List 8” Blade.$2.15 Mats & Window Streamers. 


Have %” Bore 
& %” Reduc- 
ing Bushing. 


No. 401 "ARCO STAND". A low priced unit consisting 
of Drill Stand and Worm Drive 
gS RS ere r List ; 

DEALER'S DISCOUNT—33 1/3% SPECIAL BORES AVAILABLE 


ARROW METAL PRODUCTS CO. 


Dept. HA-12, 140 WEST BROADWAY, N.Y. 13, N.Y. 




















Dico )) 
on your counter ... 


In less than one square foot— 
display and stock the only complete 
line of packaged buffs and compositions 
buff or composition for every need! - 


and put yourself in... 


Sell from rear of unit. Chart gives 
use and price of each item. You 
don’t need to train salespeople. 


the BUFFING WHEEL business . . . 








Put Hoppe Products 
Up Front-NOW 








It’s big business. Millions of hobbyists enjoy home work- ' . 
y tag am sell them power tools, grinders, lathes, ete.— Take full advantage of winter's stormy weather and 
why miss the extra profits on buffing eupplice? ever-changing temperatures that make gun cleaning 
for only $19.00 NO. 481 DICO BUFFING DiIspiay || Gnd protection from rust “A Must.” There’s nothing 
Unit—including 24 wheels | that can match Hoppe’s No. 9 Solvent, Hoppe’s Gun 


(each with “how-to-do-it” RETAIL VALUE $28.50 
Buffing Manual), extra YOUR COST $19.00 Cleaning Patches, Hoppe’s Lubricating Oil and 











fl d 12 tubes com- ——— 
camen—ee —_ less YOUR PROFIT $ 9.50 Hoppe’s Gun Grease for the cleaning, care and pro- 
can « senate Seas SE Se | tection of guns. Millions of shooters depend upon 





And look at your profit! 
these highly regarded gun cleaning essentials. Your 
See Your Jobber... 


| 
Don’t miss profitable buff and composition business you | Jobber has them—ask HIM. 


il . Order Dico Display No. 481 fro you 
——— rsh x ribet FRANK A. HOPPE, Inc. 
Hardware Products Division— Dept. D-1252 2314A North 8th St., Philadelphia 33, Pa. 


DIVINE BROTHERS COMPANY, UTICA, N.Y. 


| 
| 
| 
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No. 156 — 3” Jaw 
Tensile Strength — 1500 Ibs. test 














% / No. 157 — 6” 

No. 151 — 1” Jaw Self Adjusting / 
Tensile Strength Jaw 

750 Ibs. test Tensile Strength 


500 Ibs. test 


No. 152 — 2” Jaw 
Tensile Strength 
1000 Ibs. test 


Frames of pressed steel instead of ordinary cast iron — 
that, in a word, is why these famous Judd clamps have 
lighter weight yet greater strength. They are back again 

in four popular sizes, all painted bright, fire-engine-red | 
with polished bars and screws. For generations Judd 
clamps have been standard equipment in every house- 
hold tool box. A fast-moving promotion and display 
item. Get your orders in now! 


Household 
qip Hardware 


H. L. JUDD COMPANY, 87 Chambers St., New York 7 
Wallingford, Connecticut 








N. Y. Wire Cloth Co. 
Names John Ahistrom 


The appointment of John 
Ahlstrom as midwest repre- 
sentative of New York Wire 





JOHN AHLSTROM 


Cloth Co., New Canaan, 
Conn., was announced by 
Louis D. Root, Jr., president. 

Mr. Ahlstrom will handle 
the company’s line of Durail 
Tension Screens and Multi- 
Strand insect wire screening. 





| Stanley Works Buys 


New Jersey Concern 


The Stanley Works, New 
Britain, Conn., has purchased 
the Vern Mfg. Co., Spots- 
wood, N. J., manufacturer of 
checking floor hinges and an 
automatic door operator, it 
was announced by John C. 
Cairns, president of the 
Stanley Works. 

New departments will be 
established at the Stanley 
plant for the manufacture of 
the newly acquired products. 
The Vern company employed 
about 15 workers, two of 
whom will be sent to New 
Britain. 

Addition of the Vern prod- 
ucts will round out the Stan- 
ley line of goods, which will 
enable the company to offer 
new products to its custom- 
ers. 


Six Wholesalers Named 


| To Handle Glamorene 


Jerold Hulsh, vice-presi- 
dent in charge of sales of 
Glamorene, Inc., New York, 
has announced the appoint- 
ment of six distributors to 
handle the company’s prod- 
ucts. 

The wholesalers named in. 
clude: Higginbotham-Pearl- 
stone Hardware Co., Dallas, 
Tex.; Cole Bros. Hardware 


News of the Trade 





Co., Philadelphia. Miss.; 
Wayne Hardware Co., Fort 
Wayne, Ind.; Lake Erie Hard- 
ware Co., Cleveland, Ohio; 
United Hardware & Furni- 
ture Dist. Co., Minneapolis, 
Minn., and Frankford Hard- 
ware Co., Philadelphia, Pa. 





Lowe N. Y. Sales Head 
Of Oliver Iron & Steel 


The Oliver Iron & Steel 
Corp., Pittsburgh, Pa., has 
appointed Harold M. Lowe 
New York district sales man- 
ager and Alexander F. Mor- 
rison as assistant district 
sales manager. 

Mr. Lowe succeeds Harold 
L. Usher, who retired Oct. 
31 after being with the Oli- 
ver company for 37 years. 
Mr. Lowe’s headquarters are 
at 50 Church St. in New 
York City. 


Whidden to Represent 
Utica in Southeast 


Utica Drop Forge & Tool 
Corp., Utica, N. Y., has ap- 
pointed Theron D. Whidden, 
Jr., Jacksonville, Fla., as 
Southeastern representative 
for the complete line of Uti- 
ca tools. 

Utica management _ said 
that the appointment of Mr. 
Whidden as a representative 
direct from Utica is in line 
with Utica’s sales policy of 
promoting close cooperation 
between wholesalers on the 
one hand and industrial and 
retail hardware accounts on 
the other. For this purpose, 
Mr. Whidden will make mis- 
sionary calls on _ industrial 
and retail accounts, either 
alone or with a wholesaler 
salesman, to emphasize the 
factory’s interest in the Uti- 
ca tool line right through to 
the point-of-sale to the user. 






eS 


THERON D. WHIDDEN, JR. 
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BUILDERS HARDWARE 








CHAIN DOOR GUARD 


‘ce 


MORTISE BOLT 








No. 90 
SIDE SASH FASTENER 











Wrought Iron 
MAIL BOX 


Ornate M-3 Leaf Design—an outstanding value—a ‘proven profit- 
able seller. Extra large mail capacity. Overall size: 1434” x 9%” 


Bina Meal 


x 6”. Inside: 12” x 5” x 3”. New spring type lid permits easy 
removal of mail with' one hand. Choice of 4 attractive colors: 
Black, White, Shrimp Pink, Jade Green, oven baked rust-proof 
enamel finish. Only $4.75 each, F.O.B. Shreveport, La. Regular 
discount to Jobbers. Each mail box in individual 125 Ib. tested 
carton. Shipping weight 4 lbs. Screws furnished. Freight pre- 
paid in 24 or more pieces. Write— 


SALESMEN WANTED 


SOUTHERN FABRICATORS 


1321 N. Market St. (P. O. Box 893), Shreveport, La. 





SECURITY HARDWARE 
for More Sales 


Ives Window Ventilating Locks — Chain 
Door Guards — Mortise Door Bolts and Side 
Sash Fasteners are “security hardware” basics. 
They build profits all year ’round. Competitively 
priced, they bring Ives’ EXTRA QUALITY 


Touch within reach of every customer. 


Order ‘em from your Wholesaler . . today! 












SOUTHINGTON SQUARES 
ADD UP TO DEALER 
PROFITS 


BUY ‘EM! STOCK ‘EM! SELL ‘EM! 


See for yourself how Southington high quality squares win 
customer acceptance for you. Complete line of aluminum 
and steel squares in various finishes. 

ALSO TRY SQUARES, MITRE SQUARES AND BEVELS 


Export Office 
Joseph A. Gross Co., 25 Beaver St., New York 4, N. Y. 





THE SOUTHINGTON HDWE. MFG. COMPANY 


e 
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Retail Advertising Courses at Rutgers 
University to Stress Practical Factors 


In a move to intensify its 
help to retail businessmen as 
well as young. men and wo- 
men planning on a retailing 
career, the Extension Div. of 
Rutgers University, the State 
University of New Jersey, 
will give substantial empha- 
sis to practical factors as 
well as current success tech- 
niques, in its revised adver- 
tising and promotion courses, 
according to Professor R. H. 
Light, in charge of the New- 
ark Center. 

“Retail Advertising” and 
“Retail Promotion and Show- 
manship,” to be presented 
once a week in the evening, 
over a period of 16 weeks, 
starting early in February, 
will be given in the form of 
lectures by leaders in these 
fields, essential studies in- 
volving sustained  student- 
participation, realistic formu- 
lation of both advertising and 
promotion programs for 
smaller as well as large-type 
stores, and valuable printed 
guides prepared exclusively 
for Rutgers students. 


“Retail Advertising” will 
refer specifically to all the 
media businessmen Luday 





must consider in effectively 
formulating their plans. 


The related course, “Re- 
tail Store Promotion and 
Showmanship,” will stress 
applied fundamentals, the 


achieving of maximum sales 
from limited-size budgets, 
utilizing promotions for vari- 
ous merchandise’ groups, 
timely case-studies in show- 
manship, and integration of 
store activities with sales pro- 
motions. 

Cost of registration is $22 
for each course, and persons 
tuking one or both may ap- 
ply the work toward a Rut- 
gers retailing certificate. 

Enrollment is now under 
way at 33 Washington St., 
Newark 2. 





List Personnel Changes 
In Benjamin Moore & Co. 


George W. Jenkin, presi- 
dent of Benjamin Moore & 
Co., New York City, an- 
nounced the following 
changes in the executive per- 
sonnel of the company: 

M. R. Wingfield has been 
appointed corporation sales 
manager; W. V. Stein has 


News of the Trade 





been appointed sales man- 
ager of the New York 
branch; F. O. Gregory has 
been appointed assistant sales 
manager of the New York 
branch. 

Also C. H. Messerve has 
been appointed manager of 
the Carteret branch; L. A. 
Payne has been appointed as- 
sistant manager of the Car- 
teret branch; H. J. Shea has 
been appointed assistant 
manager of the Cleveland 
branch, and H. D. Rasmusson 
has been appointed assistant 
manager of the Chicago 
branch. 





Dr. Meyer Sales Head 
Of Clayton & Lambert 


Appointment of Dr. T. A. 
Meyer as sales manager of 
the Hardware Div., has been 
announced by Rowland J. 
Miller, vice-president in 
charge of sales, Clayton & 
Lambert Mfg. Co., Louis- 
ville, Ky., and Middletown, 
Ohio, manufacturer of Mon- 
arch Exit Devices. 

For years Dr. Meyer has 
been closely associated with 
marketing and development. 
Since 1948, he has been as- 
sociated with the Federal 
Chemical Co., Louisville, con- 
centrating on sales promo- 
tion. 








= 
d 


» = 
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esieas Dusloes Elect Officers 


At the recently concluded annual convention of the Montana Hardware and Implement 
Association, the following officers were elected: front row, left to right, Earl W. Brown, 
association assistant secretary, Helena; Selmer Sanvik, Sanvik Bros., Rudyard, vice-presi- 
dent; R. L. Robins, R. L. Robins Co., Glendive, president; G. C. Kellogg, Kellogg Imple- 
ment Co., Conrad, retiring president and newly elected director. Rear row, left to right, 
are the following directors: Harold Marchion, Marchion Hardware Co., Anaconda; Lee 

Johnson, Johnson Farm Equipment, Inc., Great Falls; C. E. Stephenson, Ownehouse 


Hardware Co., Bozeman; C. M. Wall, Power-Townsend Co., Helena, and 


E. P. Railey, 


Montana Lumber & Hardware Co., Lewistown. Directors not in photograph are: J. T. 


Durkin, Miles & Ulmer Co., Forsyth, and Frank J. Mersen, Hanson-Mersen Motors, 
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Glasgow. 


Inc., 


Wayland, Clyda Boles 
Repurchase Sani-Wax 


Wayland and Clyda Boles, 
creators of “Sani-Wax” and 
original founders of the Sani- 





WAYLAND BOLES 


Wax Co., Dallas, Tex., have 


repurchased the business 
from the C. W. Murchison 
interests which is also of 
Dallas. 





CLYDA BOLES 


“Sani-Wax,” the  firm’s 
principal product, is a clean- 
ing wax for furniture and 
woodwork. 

Offices of the company, 
which will again operate as 
a husband and wife partner- 
ship, will remain in Dallas, 
at 2011 Cedar Springs. The 
factory is located at Ennis 
Texas. 

George A. Trenholm, who 
headed the company during 
the Murchison ownership, will 
remain as general manager, 
with Wayland Boles serving 
as president and Clyda Boles 
as secretary-treasurer of the 
company. 

The company now has 4 
staff of 16 sales representa- 
tives with L. L. Jaquier of 
Kansas City, appointed as na- 
tional director of sales for 
Sani-Wax. 
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A TIMELY TIP 
to Profit-Minded - 
a | 


Take a tip from the retailers 
who have profit proof! Jack- 
manco, the quality line, out- 
sells all others 2 to 1. The 


ful sales attraction. Custom- 


proven dependability, fea- 
turing modern design, skilled | 
workmanship and styles to | 
suit every requirement for 
home or garden use. 





WOOD GARDEN BARROWS 


Made of one piece exterior 
waterproof plywood to with- 


LAWN ROLLERS 


Various types — drums made 
of quality sheet steel; edges 
rounded to prevent cutting of 
sod; adjustable scrapers of 
channel steel. 


JACKSON ...0.0.cececeveeee 


MANUFACTURING COMPANY 
HARRISBURG, PENNA. 


stand any weather. Pneu- 
matic, semi-pneumatic or steel 
wheels. 





Maker in America 


Oldest and Largest Wheelbarrow 
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. . not when you stock New Bedford 
self-dispensing cartons of full and half-coils 
for greater sales—more profit— 
better merchandising. 

No doubling-up. A single stock for each rope 
size from 3/16” to 3/4”—only one inventory. 
Rope is easier, quicker to sell by foot or 
pound—complete units eliminate remnants. 
No extra charge for the carton . . . and these 
attractive self-dispensers sell themselves. 
Printed red for manila, green for sisal, they use 
negligible floor space. Stack ’em in pyramids— 
stack ’em on edge--any way you stack ’em 
they’re a sure-fire display for 

selling top-quality rope. 

Look at these additional built-in features: 

e All-enclosed carton keeps rope factory- 

fresh, free from dirt and grease 

@ Rope stays snarl-free—no 

collapsed-coil confusion 
@ Easy-to-read specification panels mean 
finding the right rope fast 
And you can be sure of the right rope length— 
no guess work—coils factory-marked in red 
every ten feet, New Bedford rope is easier 
to handle, easier to sell by foot or pound 
(there’s no charge for this feature, either). 
Sell rope the New Bedford way . . . make 
your rope sales really pay. 


WRITE TODAY 


NEW BEDFORD CORDAGE CO. 


New Bedford, Mass. 
NEW BEDFORD CORDAGE COMPANY 
NEW BEDFORD, MASS. 
() Rush me full details 
C) Please send me introductory trial order: Manila [_] Sisal [) 








Rope Sizes ( Se See ) 








My Name 
Cc 








pany — 
Address 
Town — ‘ 
My Jobber Is 


























Your H-lman “ 
can be 
a life-saver a 





Your H-!I man knows tackle and the tackle business — 
because tackle is his business. Doesn't it make sense to rely 
on him for sound advice on tackle buying and selling? 


He’s in a perfect position, too, to supply you with exactly 
the right tackle that’s right for your area. That’s because 
the H-I line is complete—29,000 items, including complete 
equipment for every fisherman and every kind of fishing. 
He'll show you H-I Power Glass Rods — the largest line, 
greatest values in the field —bamboo and steel rods, reels, 
lines and lures. It’s the H-I line, one great source for all 
your tackle needs. 

Ask about national advertising and promotion. Your H-I 
man will give you details on H-I’s outstanding 1953 cam- 
paign, and how easily and economically you can tie in. 
Rely on your tackle man — your H-I man. See him — or 
write us direct. 


BOTSON ®--.~~-~ 


UTICA, N.Y. 


Manufacturers of the Largest Line of Fishing Tackle in the World 
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Shox-Stok Adopted 
As Company Name 


Guaranteed Products, Inc., 
Wellington, Ohio, has 
changed its firm name to 
Shox-Stok, Ine. 

The company has operated 
under the name Guaranteed 
Products since 1938. Due to 
the popularity of the trade 
name, Shox-Stok, which iden- 
tifies its products—electric 
fence controllers—the trade 
name became better known 
than the firm name, and con- 
sequently company officials 
decided on the change of the 
firm name. 

No changes in ownership, 
policies, personnel, or man- 
agement are anticipated. 





Industrial Distributor 
Moves to New Quarters 


Carter, Milchman & Frank, 
Ine., one of New York City’s 
oldest hardware and mill sup- 
ply houses, has moved to new 
quarters at 36-38 Hudson St. 

The seven-story and base- 
ment building will provide 
the firm with needed addi- 
tional space. It is the first 
move in 18 years for the firm. 





Ehlenfeldt Gets Post 
With Round Chain Cos. 


Donald E. Ehlenfeldt has 
been appointed advertising 
manager of Round Chain 


Cos., in charge of advertising 
and sales promotion activi- 
ties for this nationwide 
group of firms. 

The Round group now in- 
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cludes 11 companies many. 
facturing chain, materia] 
handling equipment and re. 
lated products. The plants 
are located in Bridgeport, 
Conn.; Trenton, N. J.; Cleve- 
jand, Ohio; Birmingham, 
Ala.; Chicago, IIl.; Seattle, 
Wash.; Portland, Ore.; So. 
San Francisco and Los An- 
geles, Cal. 


Revere Ware Given 
Award of Year 


(Continued from page 151) 


selected annually by the 
salesmen of the company ir. 
tribute to an outstanding 
product handled by the firm. 

James M. Kennedy, presi- 
dent, Revere Copper & Brass 
Co., Rome, N. Y., in accept- 
ing the award, in the form 
of a sterling trophy and a 
scroll, said that the honor 
conferred upon Revere Ware 
would be a spur to further 
efforts to improve it and in- 
crease its acceptance. 

The annual President’s 
Birthday Celebration was at- 
tended by about 550 inside 
employees and _ traveling 
salesmen. Following the din- 
ner, an unusual entertain- 
ment program was _ pre- 
sented by company employees. 

Mr. Steltz, in acknowledg- 
ing the birthday greetings, 
said that the results of the 
recent elections were leading 
to a rebirth of America and 
that the nation would go 
forward to new heights. 

He also reported that the 
company was constructing a 
new warehouse and _ show- 
room at Elizabeth, N. J. 


Cutting the symbolic birthday cake, which was topped with a 

Revere utensil, are, left to right, James Kennedy, president 

of Rome Mfg. Co. Div., Revere Copper & Brass Co., and Wm. 
Geo. Steltz, president of Supplee-Biddle Steltz Co. 
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seagee. D & M Gift Sets are designed to sell in sets 
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at the lawn mower expressly | 
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delighted. Re-orders 
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Strong, light, practical; easy to operate, steer, control, back 
up. Moderate in price; comfortable to ride and remarkably 
safe. MOW-CYCLE cuts grass, pulls lawn roller, serves as 
a scooter. Gives complete lawn care without walking. So 
simple that teen age youngsters manage it. So sturdy that 
fat grown-ups enjoy working it. Americans love to ride. 
YOUR customers will buy MOW-CYCLE, Write today for 


trade information. 


MUSGRAVE MANUFACTURING CO. 





with a 
esident 2903 Columbus Ave. Springfield, Ohio a 
ede | THE DRAPER-MAYNARD CO., 4861 Spring Grove Avenue, Cincinnati 32, Ohio 
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Every Dealer Sells Bow Saws 
when 







My 
Vif, 






30” and 36” rigid 
frame style 





Patented Blades 


Light, Sturdy, 
Tubular Tension Frames 


Quick Blade Changes 


Fastest Cutting Bow Saw Made 


Everyone that has used 
a famous Bushman saw 
knows it cuts faster—is 
lesstiringandcutslonger | 
than any bow saw they 
can use. Dealers, too, 
know how these saws 
have sold year in and 





Tapered frame saws 
24”, 30", 36” sizes, 












f pti he rd year out because they're 
and 48” sizes, everything their cus- 
——s tomers want. Order your 
stock now, and watch 
Bushman moke a profit 

Extended Handle Saws for you. 


30", 36”, 42” sizes. 
OTHER GENSCO PRODUCTS 


Bushman Pruning Saws Swedish Wood Chisels 
Gensco Stenman Bullders’ Hardware 





TOOL DIVISION 
GENERAL STEEL WAREHOUSE CO., INC. 
1802 North Kostner Avenue e Chicago 379, Illinois 


GENSCO 





164 


| 





Tofuri New District 
Head of Mastic Sales 
P. A. Tofuri, Winchester, 


Mass., has been appointed 
district manager for the 





P. A. TOFURI 


Northeastern sales district 
for the Mastic Tile Corp. of 
America, Newburgh, N. Y. 
Mr. Tofuri is a graduate of 
the University of Notre 
Dame. During World War 
II he served as a field direc- 
tor with the American Red 
Cross. He was formerly with 
Mastic Tile as a sales repre- 
sentative in New England. 
Mr. Tofuri will have his 
headquarters in Winchester. 





Hitchcock in New Post 
With Penn Electrical 


James W. Hitchcock, assis- 
tant sales manager, Westing- 
house Television-Radio Div., 
has left that position to be- 
come manager in charge of 
radio, television and electri- 
cal housewares for the Penn 
Electrical Engineering Co., 
Scranton, Pa., according to 


| an announcement by J. F. 


Walsh, sales manager. Penn 
Electrical Engineering Co. 
distributes Westinghouse 
products throughout a large 
area of northeastern Penn- 
sylvania. 


Westinghouse Appoints 


Kniss to Sales Position 


Victor D. Kniss has been 
appointed general sales man- 
ager of consumer products 
for the Westinghouse Electric 


| Corp., Pittsburgh, Pa., it was 
| announced by J. M. McKib- 


bin, vice-president in charge 
of consumer products. 
Formerly general merchan- 
dising manager for the Fire- 
stone Tire & Rubber Co., Mr. 
Kniss in 20 years with the 
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company has held many re. 
tail and merchandising posi- 
tions of increasing import- 
ance. As general merchandis- 
ing manager, he was in 
charge of merchandising, ad- 
vertising and sales planning 


for all lines of Firestone 
products. 

As general sales manager 
of consumer products for 


Westinghouse, Mr. Kniss oe- 
cupies a newly-created posi- 
tion in which he will work 
directly with consumer prod- 
ucts divisions sales managers 
and department managers as 
well as consumer products 
personnel in the Westing- 
house Electric Supply Co. 





Name Ohio Distributor 
For Whirlpool Corp. 


American Sales & Dis- 
tributors, Inc., with offices 
in Columbus and Dayton, 
Ohio, has been appointed 
distributor for Whirlpool 
home laundry equipment in 
central and southern Ohio, 
it was recently announced 
by John Crouse, sales man- 
ager for Whirlpool Corp., St. 
Joseph, Mich. 

Established in 1910, the 
new Whirlpool distributor 
services more than 400 re- 
tail appliance dealers in 
Ohio. The distributorship is 
headed by Ted Goldenberg, 
president, E. C. Brauning, 
vice-president and_ general 
manager of the Columbus 
office, Charles Kinzig sales 
manager of the Dayton office 
and Sylvan Gessaman, 
Whirlpool sales manager at 
Columbus. 





American Steel & Wire 
Makes Appointment 


(Continued from page 151) 


salesman there until his ap- 
pointment as assistant man- 
ager of merchant products in 
that office in 1930, and in 
1940 manager of that section. 
He came to Cleveland in 
1947, 

Mr. Oltmann joined Ameri- 
can Steel & Wire in New 
York as an office boy. He 
later became a clerk and 
then sales correspondent 
there, and in 1930 went to 
Baltimore to head up mer- 
chant products sales. After 
another year in New York, 
he was transferred to Cleve- 
land in 1937. 
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~~ INDESTRO 
INTRODUCES 
THE NEW 











SERVATOOL SALESMARER 


THE BEST WAY TO 
GET THE MOST OUT OF 
SELF-SERVICE SELLING 






































Never Before, So Many Tools, So Attractively 
Displayed, In So Little Space, So Easily Sold. Your 
customers will “serve themselves.” You can 

fill up this Salesmaker again and again...increase 
your volume ... turnover... profits,as never before. 





Takes Up Less than 
Two Feet Square 


It’s easy finding a spot for 
this latest Indestro Tool Mer- 
chandiser. Less than 2 feet 
square needed. Only 52” high. 
Finished in 5 eye-attracting 
colors, and stocked with na- 
tionally advertised, quality- 
built tools. 


Ready for Display 
in a Jiffy 
You can set up this new Tool 
Seller in minutes. Yet it’s 
rigid; well-built; strong. Re- 
stock it over and over again. 


The Most Complete 
Tool Assortment 


Please your customers by giv- 
ing them the biggest selec- 
tion. No more “‘lost sales.” 
Indestro’s Servatoo] Sales- 
maker includes 64 individual 
sockets and fittings in the 
popular 3%” and 1%” square 
drive and 7 fastest moving 
sets . . . distinctively dis- 
played . . . popular prices 
clearly shown. 





The Tools Everybody 
Wants 


Mechanics, Auto Service 
Men, Home Owners, House- 
holders, Car Owners, 
Farmers, Hobbyists, Main- 
tenance Men, all find on the 
new Servatool Salesmaker, 
exactly the tools they want. 


Meet—and Beat 
Competition 
All tools competitively priced; 
packed with Extra Value to 


meet . . . and beat competi- 
tion. Professional, quality- 


' built tools, fully guaranteed. 


One of Many 
“Self-Sellers” 


This latest Servatool Sales- 
maker is only one of many 
popular Indestro Tool Mer- 
chandisers, specially designed 
to fit your needs and com- 
petitive conditions. 


Send Coupon for 
Catalog Sheet 


Gives you detailed descrip- 
tion; price and profit informa- 
tion on this and other sure- 
fire tool sellers. 


Ask for New Free 
Indestro Catalog 


Check also on the coupon, to 
have us send you your copy 
of the new Indestro Tool 
Catalog; gives the very latest 
information on all types of 
tools, sets and complete tool 





chests. 


6034 
Pe sceceeeeeeeeeeeeeeeeeseeeeeeeeeeeeeee24 


Nome_ 


Indestro Mfg. Co., W. Kildare and Schubert, Chicago 39, III. 
Please send me the following, without 
cost or obligation: 


(0 Catalog Sheet on New SERVATOOL 
SALESMAKER 
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CHAIN 
REPAIR 
LINKS 





WIRE ROPE 
CLIPS 





CHAIN 
SWIVELS 





WASHERS 

















THERE I$ ALWAYS A DEMAND FOR THESE 
HANDY SUPPLIES BY YOUR TRADE! 


Small repair items can grow into a profitable volume for 
you. Accommodate your farm and industrial trade with 
on-the-spot service. Be headquarters for reliable Moline 
farm tools and mill supplies. The items shown above are 
only a few of the serviceable, de- 
pendable supplies produced by 
Moline Iron Works. We'll gladly 
send you a catalog of the complete 
Moline line on request. Your jobber 
can fill your order promptly. 


OTHER MOLINE SUPPLIES INCLUDE: 


Hay Tools * Wire Stretchers * Tackle Blocks 
Rope Hoists * Load Binders * Harness Hard- 
ware + Clevises * Etc. 
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Amazing DISPOSABLE Bade 


Patent Applied For 







Super-Hard Teeth 


HEINEMANN’S 





Throw Away When Dull 
Stays Sharp 5 Times Longer 
Sensational Low Price 

Reduces Costs 50% to 60% 
Cuts Smoother and Faster 














€ 
5 Ends Your Saw Troubles \\\ 
Remarkable ...this new DISPOSABLE Heinemann 
“Hard-Tip” Blade. Short teeth, specially hard- 
ened, stay sharp -e < times longer — cut faster, 
smoother, quieter. Short teeth can’t grab — safer 
to operate — requires less power. Always round 
and efficient — never develops cracks. Saws fine 
on any type machine, all kinds of work. The low 
price will astonish yor — $1.77 for Standard Type 
“C” 6 inch. Equally low prices on all sizes up 
to 16 inch. 


GET THE FACTS TODAY! WRITE FOR 
FREE BULLETIN AND NEW LOW PRICES p> 


ORDER FROM YOUR JOBBER TODAY! 


THE F. HEINEMANN SAW AND MFG. COMPANY 


CANTON 6, OHIO 
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satisfied 
customers, for 


a lifetime... 





yours with the 
Schaible “i110 


lifetime, all stainless steel basket strainer 


NO “CALL-BACKS” 
Positive finger control. No moving parts to get out of order. 


QUICK INSTALLATION 
Large shell construction gives easy, positive fitting. 


PERMANENT SERVICE 


No plating to wear off—can't corrode or peel. Stays bright; 
sparkling! Easily cleaned, too. And, it’s made solidly to take 
lots of wear and abuse! 


Plumbing contractors and jobbers 
know that Schaible means value. 
Schaible features satisfy! 
Schaible features sell! Schaible 
plumbing products eliminate ex- 
pensive “CALL-BACKS” . . . lead 
to lasting customer satisfaction 


and increased profits for you. 
MANUFACTURERS OF 


QUALITY PLUMBING 
AND HEATING 
EQUIPMENT 


She te fehaible Compare Ciienali 4, Ohi 
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Stocked by All Leading 
Wholesale Plumbing Jobbers. 
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News of the Trade 











HARDWARE BRIEFS 








Alabama 


The store formerly known 
as the Lawrence Paint Co., 
Clanton, has added hardware 
to its stock and is now known 
as Lawrence’s. John Ponder 
Lawrence operates the store. 





California 


The Wilmington Hardware 
Co., Wilmington, has moved 
to larger quarters at 911 
Avalon Blvd. A two-day 
grand opening was held at 
the new store. 





Florida 


Mr. and Mrs. Viktor Singer, 
for more than 11 years in the 
hardware business in Cam- 
den, N. J., as the Westfield 
Hardware Co., are now oper- 
ating Singers Hardware in 
Hialeah. 


Georgia 

The Citizens Hardware 
Service recently opened on 
S. Main St., Tifton. Jesse 
Rutland is the owner and 
he is being assisted by Mrs. 
Rutland. 


Matt Schank’s Hardware & 
Paint Store, 2508 Devon, 
Chicago, is being remodeled. 
New marble-based front and 
change of entrance have been 
completed. 





Nelson’s Hardware, 
Hoopeston, featuring an all- 
glass front and colorful dis- 
plays, has held its grand 
opening. 


Indiana 


The Phoenix Lumber & 
Hardware Co., 1319 N. Capi- 
tol, Indianapolis, has insti- 
tuted customer self-service 
combined with its regular 
clerk service. 





Louisiana 


James Graham has opened 
the Graham Hardware in 
Bossier City. 





The Centenary Hardware 
Co., Inc., Shreveport, has ex- 
panded to include Hightower 
Building Supply Co., next 


door. W. A. Nohse, Centen- 
ary owner, is buying the 
Hightower stock and remod- 
eling the two stores into one 
building. 





Massachusetts 


Red’s Hardware Mart has 
opened in Framingham Cen- 
tre on Route 9, Framingham. 
Edward F. Collins, who also 
has a hardware store in Marl- 
boro, is the owner. 





The Haverhill Hardware 
Co., Washington Sq., Haver- 
hill, has opened its new park- 
ing area for its customers in 
the rear of its store. 





Michigan 

Thomas R. Sterling has 
purchased the Dennis Hard- 
ware Store, 2411 N. Franklin 
Ave., Flint, and has changed 
the name to the Sterling 
Hardware Co. 





South Carolina 


The Central Hardware Co. 
has completed a new store at 
Moncks Corner. It is a one- 
story masonry and plate 
glass building. 





Tennessee 


The Archard Hardware, 
Furniture & Appliance Co., 
Memphis, has opened a new 
store at Highway 59 N. at 
Millington Rd. The new 
store is a two-story brick 
structure with an all-glass 
front. 


Texas 
The Jackson & Son Hard- 
ware Co., Lampasas, has 


been purchased by Dave H. 
Hinson and it will now be 
known as the Quality Hard- 
ware Co. 
The Bras-Tex Appliance & 
Hardware Co., Texas City, 
has recently held its grand 
opening at 516 Sixth St. N. 
J. T. Braselton is the owner. 








Virginia 

Mr. and Mrs. A. B. Clarke 
have recently purchased the 
Elliott Supply Co., Colonial 
Heights, located on the Rich- 
mond-Petersburg Pike. 
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KIMBLE GLAS 


ingi-of Owens-Iiinois Gass Company: 


You pay less . . . make more when you 
sell Kimble Glass Bars. 

Tremendous production facilities at 
Kimble make it possible for us to sell at a 
low price to give you a big profit margin. 

Stock Kimble Glass Bars, display them 
in your window and on your counter. 
You’ll see how quickly shoppers snap 
them up once you point out how helpful 
Kimble Glass Bars can be in bathrooms, 


...@ small investment with a big return! 


bedrooms, kitchens, and nurseries for 
curtain ties, towels, dish cloths, and 
shoe bags. 

With their sleek crystal-clear glass 
and polished, gleaming metal fittings, 
Kimble Glass Bars are attractive in any 
room... stay clean .. . never rust. 

Order Kimble Glass Bars—the quality 
line with quantity demand—from your 
wholesaler, today, or write to us direct. 


KIMBLE GLASS BARS WON’T RUST... 
STAY NEW-LOOKING! 





S COMPANY { 


Toledo 1, Ohio 

























© Easy to Install 


© Easy to put 
mail in 


© Easy to take 
mail out 


home, with plenty of capacity. 


THE NEWEST 
OF THE NEW 


RANCH HOUSE 


MAIL BO 





Designed and manufactured to meet the style 
of architecture of the suburban-Ranch type 


i\ 





FISHING 
STAMPS 
3 NOTIONS 

HOBBIES 






GILBERT 
PLASTIC BOXES 















eee 


For Every 
_ Purpose! 


- These transparent 
~ plastic utility boxes 
‘sell.on sight! Your 
customers can use 


them for keeping 
small items neatly 
stored . . . easily 


identified, Available 
in 6 sizes with a 
choice of 24 com- 











4 


FINISHES DESCRIPTION 
No. B-54: Brushed: Brass Size: 15/2 x H/p x 6 in. 
No. HA-54: Hammered Aluminum es 24 Gauge Galvannealed 
No. Pn ee 
0. HB-54: Hammered Bronze Packed: Each in corrugated carton, 
6 to the case. 


Write today for literature 


PATENT NOVELTY CO. 


Dept. HA Fulton, Illinois 





a 


partment designs. 
Write for samples 
and prices today! 
Specialists in plastic 
packaging from planning — 
stage to finished package. 
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The new deluxe Supe:- 
whirl has more sales ap- 
peal than ever. All 


new features include 


new die-cast drive gear, streamlinea 

guard, new-shaped stainless 
steel floats and greater ease of 
operation. In design, construction 





and packaging nothing has been 
overlooked to create important 
selling advantages. Super- 
whirl has die-cast frame, 
stainless steel structural 
support, bright chrome, 
finish and plastic han- 
dies that will not chip or 
crack. Write for prices 


and information. 
‘ht a 


Cy 


















Eye appeal 
aplenty in its 
beautiful 


uality Products for over a Centur 
9? ty y NEW GIFT BOX 


THE TURNER & SEYMOUR MFG. CO., TORRINGTON, CONN. 
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| NEWS OF 
MANUFACTURERS’ AGENTS 
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17 Companies Named To 


| Represent Prolon Ware 


Parker D. Perry, Inc., Bos- 
ton, Mass., national sales 
agency for Prolon Ware, a 
product of Pro-phy-lac-tic 
Brush Co., Florence, Mass., 
has announced the appoint- 
ment of 17 representatives to 
handle the line throughout 
the country. 

Those named include the 
Beverly-Marie Co., North 
Canton, Ohio; E. J. Camos 
Co., St. Louis, Mo.; Donald M. 
Crossman, Oakland, Calif.; 
Kenneth J. Dahm Co., Den- 
ver, Colo.; William A. Foley 
Co., Kansas City, Mo.; L. N. 
Hickcox Co., Dallas, Tex.; 
Hildreth-Baker, Inc., Arling- 
ton, Mass.; McDonald & 
Shaw, Dallas, Tex. 

Also J. W. McGrory Co., 
Martin & 
Wilson, New York, N. Y.; 
Engineered Products Corp., 
Washington, D. C.; W. T. 
Miles Co., Los Angeles, 
Calif.; W. S. Owen Co., Syra- 


| cuse, N. Y.; Walter H. Schatz, 


| 
| 


| 


| 





Chicago, Ill.; Dan M. Treece, 
Jacksonville, Fla.; Fred C. 
Wood Co., San Francisco, 
Calif.; W. G. Wershing, 
Ridgewood, N. J. 





Herlo Co. to Represent 
Richbilt in N. Y., N. J. 


The Herlo Co., New York, 
has been appointed to repre- 
sent the Richbilt Mfg. Co., 
Cincinnati, Ohio, manufac- 
turer of ladders and wooden- 
ware, 

The new representative will 


| cover the territory of New 


York State and upper New 
Jersey. 





Oldham-Rust Co. Adds 
Savage to Sales Staff 


The Oldham-Rust Co., Inc., 
New York, manufacturers’ 
representative, has added 
Walter W. Savage to its 
sales staff. 

Mr. Savage, who has had 
several years of selling ex- 
perience in the hardware 
and mill supply field, will 
cover upstate New York, 
Brooklyn and the Long Is- 
land area. 


It was also announced by 
the company that Kenneth 
Kirsten was named to handle 





WALTER W. SAVAGE 


the firm’s sales 
and advertising. 

The Oldham-Rust com- 
pany’s territory includes met- 
ropolitan New York, New 
York State and New En- 
gland. 


promotion 


A. F. Brombacher & Co. 
Announces Name Change 


A. F. Brombacher & Co., 
has changed its corporate 
name to the American Grass 
Equipment Sales Corp. The 
company will remain at the 
same location, 124 Maiden 
Lane, New York. 

The firm was founded in 
1760 and incorporated in 
1903, being one of the oldest 
businesses in the field. 





Naturalure Bait Names 
Five in U. S., Canada 


Naturalure Bait Co., Pasa- 
dena, Calif., manufacturer of 
Strikee baits, has named rep- 
resentatives to cover the 48 
states and Canada for 1953. 

Winfield Guinnip & Asso- 
ciates, Bolivar, N. Y., has 
been appointed in the East. 
Cecil W. Nelson, Chicago, 
Ill., has been named in the 
midwest. R. F. Rothrock & 
Sons, Memphis, Tenn., will 
cover the South. 

W. J. McCubbin Co., San 
Francisco, Calif., will travel 
the West, and Direct Factory 
Sales, Ltd., Toronto, has been 
appointed in Canada. 
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TWO NEW, SELL-ON-SIGHT 
TRAFFIC STOPPERS / 


\vli/ 


[3 







| 
\l We, 








This irresistible new PRO-TEX mat presents a beautiful full 
color reproduction of an original early American scene. As a 
sequel to Dutch Colonial, one of the largest PRO-TEX sellers, it 
offers you an outstanding profit potential. Five popular sizes. 


PRO-TEX 
... the ORIGINAL metal-and- 
asbestos mat... the LEADER 
today. Always the biggest 
values! Most complete range 
of sizes and prices! 








Check your Jobber — or write for full-color catalog sheets 


Ballowoff METAL PRODUCTS CO. 


2536 EUCLID AVENUE -«* 


In Canada: Canadian Housewares Ltd., 20 Wellington St., Toronto, Ont. 


a 





An unusual woven pattern with the familiar texture of a willow 


basket. It’s simply beautiful . . . and remarkably low priced 


for faster sales and greater profit! Choice of 3 popular colors 
to blend with every kitchen—gray, red, willow yellow. 


CLEVELAND 15, OHIO 





. . . by Edlund beat 
up sales and do a 
better beating job for 
the customer. Nation- 
ally advertised. 
Replacement guar- 
NZ antee. 
\ a> 


THINK OF 


Ldlund 






for 
BETTER KITCHEN TOOLS 


EDLUND COMPANY BURLINGTON, VT. 
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STIR UP SALES 


with these durable, easier to use 
PLASTIC MIXING BOWL SETS 
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Here’s another deluxe quality staple that shoppers of nationally 
advertised Lustro-Ware will want for their kitchens. They’re tops 
for utility and durability. Wide flanged rims make them easier 
to hold and handle. 
Bowls are different 
colors, sets individually 
boxed with merchandis- 
ing display card; also 
in open stock. For cata- 
log write — 
COLUMBUS PLASTIC @¥%uq ae 
Columbus 4, Ohio dream 


Llustro: Wane 


PLASTIC HOUSEWARES 


me, me 





£8 apvrarste 


See the Nationally Advertised Lustro-Ware Line at the Housewares Show—January 7-14 
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PRETTIEST PROFIT 
PICTURE YOU'VE 
EVER SEEN! 


For the same dollars you would spend 
for an ordinary counter you receive 
big dividends in space and flexibility 
. - - and you cash in on the extra 
24 more space to show and sell more 
goods. 

Use the Spacemaster Econ-o-Flex 
214x5 foot unit as is ... or write 
for further information on all of our 


standard Séacemacter fixtures in 


our illustrated Catalog 50-S. Write to 
Dept. H. A. 12. 


lanes eee eee eee eee ees eee 


— 


Unit consists of: Metal Séacemacter 
70 Frame mounted on 1 inch tubular 
steel legs, with eight %4 inch Novoply 
laminated wood shelves banded with 
> %e inch pricing channel. 
In units of 5 
er 57 495 
In units of 2 $ 
| ae 7 7 65 
In units of 1 
ore 57 9% 
B. Chicago. 


HARDWARE & 
HOUSEWARES 
a 





All prices F. O. 
Send Orders to Dept. H. A. 12 


REFLECTOR-HARDWARE 
CORPORATION 


Western Avenue at 22nd Place © Chicago 8, Illinois 
225 West 34th Street * New York 1, New York 
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NEWS OF 


MANUFACTURERS’ AGENTS 








Ten Firms Appointed By 
Sprayers & Nozzles, Inc. 


Ten firms have been ap- 
pointed by Sprayers & Noz- 
zles, Inc., St. Petersburg, 
Fla., to represent its Ken- 
Sprayall line in all sections 
of the country. 

Those appointed include: 
W. D. Baker Sales Co., Cleve- 
land, Ohio; Paul E. Bening, 
Excelsior, Minn.; Daniel L. 
Christie Associates, New 
York, N. Y.; J. Frank Ewing, 
Portland, Ore.; Lynn & 
Hemphill, Dallas, Tex. 

Also Maxwell & Truitt, 
Philadelphia, Pa.; R. C. 
Moore Co., Los’ Angeles, 
Calif.; John F. O’Loughlin, 
Valley, Neb.; N. B. Spurgeon 
Co., Chicago, Ill.; and Glenn 
B. White & Associates, San 
Francisco, Calif. 





Hughes, Campbell Named 
By Penn Hardware Co. 


The Penn Hardware Co., 
Reading, Pa., maker of locks 
and builders hardware, will 
be represented in the city 
of Chicago and state of Wis- 
consin by J. K. Hughes of 
Evanston, III. 

A. Thomas Campbell, St. 
Paul, Minn., will cover Min- 
nesota, North Dakota and 
South Dakota for the Penn 
company. 





Gold Bond Appointed 
By Wilson Plastics 


Wilson Plastics, Inc., San- 
dusky, Ohio, manufacturer 
of Lockback plastic wall tile 
announced the appointment 
of Gold Bond Products, Inc., 
San Francisco, Calif., as its 
sales representatives for the 
West Coast and Mountain 
States. 


Morris & Associates To 
Handle Accetta Line 


Appointment of Cecil Mor- 
ris & Associates, Houston, 
Tex., as southern representa- 
tive was made by Tony Ac- 
cetta & Son, Cleveland, Ohio. 

The Morris company will 
cover the states of Texas, 
Oklahoma, Arkansas, Missis- 


= 
sippi, Georgia, Louisiana, 
Alabama, Florida, North 
Carolina, South Carolina, 


Tennessee and Kentucky. 


Schalk Co. Names Smith 
Eastern Representative 


The Schalk Chemical Co., 
with factories in Los An. 
geles and Chicago, has ap- 





FORREST K. SMITH 


pointed Forrest K. Smith, to 
represent it in its Philadel- 
phia sales territory. 

Mr. Smith will make ‘his 
headquarters in Philadelphia 
and contact the trade in east- 
ern Pennsylvania, the states 
of New Jersey, Delaware, 
Maryland and Washington, 
D. C. 


Chicago-Latrobe Names 
Gasstrom-White & Co. 


Gasstrom - White & Co., 
Inc., New York, has_ been 
named by the Chicago-La- 
trobe Twist Drill Works, Chi- 
cago, Ill., to handle its prod- 
ucts in New York State, in- 
cluding Metropolitan New 
York, and northern New Jer- 
sey. 





Dillon Stevens Opens 
New Office, Warehouse 


Dillon Stevens & Co., Los 
Angeles, Calif., engineers and 
manufacturers’ representa- 
tive, have acquired on long 
term lease a new head office 
and warehouse building at 
1348 Venice Blvd., in Los An- 
geles. 

The firm will continue its 
branch office in San Fran- 
cisco at 420 Market St. 
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No. V18-3R 
“VICTOR” 





“A CHRISTMAS STORY ” 


’Twas the week before Christmas 


And all through the store 


Not a Mop Bucket was in sight 


On either shelyes or the floor; 


The clerks were all busy 


Selling Christmas gifts and toys, 


Dolls for the girls, 


Then came the bi 


Skates for the boys 


snow storm 
With its wind, rain and sleet, 


And floors became “messy” 


From tracking wet feet; 


Quick as a flash 


Mop Buckets sold by the score; 


But it wasn’t very long 


Till there wasn’t anymore. 


The Dealer had forgotten 


> wee 


YES ... It pays to be prepared at ALL TIMES... 
stocking and selling Mop Buckets during the winter months ... and... 
remember the name “EAGLE”— it’s the best mop bucket buy on the market 


That such things could occur; 
stock up NOW boys, 


Remember .. . it’s WINTER! 


especially when it a to 


today. 

“MERRY CHRISTMAS” to one and all . . . and best wishes too for “Good Health, 
Happiness and Prosperity in 1953” . . . “Thanks for your patronage of the 
past.” 


THE EAGLE WOODENWARE MFG. CO. 


Mop Wringer Manufacturers Since 1889 


Hamilton, Ohio, U.S.A. 








SUPER GEL SPONGES 


WALK OFF COUNTERS! 


EXTRA 10% 
SUPER CEL 
\ PROFIT DEAL 


= B= on your regular 
~~ — mark-up 







Each SUPER CEL Sponge a self-selling unit with 
Pl Us SQUEEZE APPEAL! 


PLUS Each individually packed in Customer-Bonus 
' plastic food bag. 


PLUS 4 gay colors! 


PLUS Reinforced Edges! Regular or New 
Oval Shapes. 





RUSH YOUR ORDER — INTRODUCTORY OFFER 


FOR LIMITED TIME ONLY (in 
v4 


Coll your regular wholesaler, dealer, or write Sige 


Inc. 


SAN FRANCISCO 









— 


AMERICAN SPONGE & CHAMOIS CO.. 


51 ANN ST. N.Y. C. 38 
NEW YORK ° CHICAGO ° 
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OBITUARIES 








Henry A. Turner 


Henry A. Turner, 80, past 
president of the Texas Hard- 
ware & Implement Associa- 





HENRY A. TURNER 


tion, died Nov. 14 in Madi- 
sonville, Tex. 

Mr. Turner had been a 
long-time member of the 
Texas association and served 
as its president in 1935. He 
was the father of Harvey 
Turner, also a past president 
of the association. 

Mr. Turner was well known 
in the hardware industry for 
the outstanding services he 
rendered: to improving and 
advancing it. 


Raymond W. Bliss 


Raymond W. Bliss, 52, rep- 
resentative of the Washburn 
Co. in the Cleveland area, 
died suddenly of a heart at- 
tack Nov. 10. 

Mr. Bliss was a director of 
the Cleveland Housewares 
Club. 

He joined the Washburn 
Co. in 1937 and was well 
known among wholesalers. 


New Gold Seal Patterns 
Shown to Distributors 


At a two-day sales confer- 
ence, Nov. 24 and 25, at the 
Hotel Commodore, New York 
City, Congoleum-Nairn, Inc., 
Kearny, N. J., introduced 
new Gold Seal patterns, and 
presented promotional plans 
for the line to 182 distribu- 
tors from all parts of the 
country. 


R. F. Jones, director of 


172 


Survivors include his 
widow, a son and a daughter. 





August Pahl 


August Pahl, 81, of the In- 
dustrial Div. of Masback Inc., 
New York City, died sud- 
denly of a heart attack on 
Nov. 16, at his home in Port 
Washington, L. I. 

One of the oldest active 
men in the industry, he en- 





AUGUST PHAL 


joyed more than 67 years of 
uninterrupted activity in 
hardware. 


Mr. Pahl was in his teens 
when he went to work for 
Hammacher, Schlemmer & 
Co., New York City. He con- 
tinued with that concern for 
53 years and joined Masback 
in 1938 when that company 
established its Industrial Div. 

He is survived by his 
widow. 





Paul Lingener , 


Paul Lingener, a former 
Pacific Coast representative 
for John H. Graham & Co., 
Inc., New York, manufactur- 
ers’ agent, died Nov. 20. 

Mr. Lingener had been con- 


marketing, presented the new 
Gold Seal line to the distrib- 
utor executives. The new line 
adds new colors to the exist- 
ing line, making 39 commodi- 
ties and 401 patterns. 


Three groups of products 
are being shown—vinyl and 
linoleum in sheet form for in- 
stallation by linoleum me- 
chanics, tiles in rubber, lin- 
oleum, vinyl, and asphalt, and 
Congowall for self-installa- 
tion, and Congoleum, enamel- 
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nected with the cutlery divi- 
sion of the Remington Arms 
Co., Bridgeport, Conn., for 
15 years and prior to that 





PAUL LINGENER 


was associated with the Geo. 
Worthington Co., Cleveland, 
Ohio, hardware wholesaler. 





Frederick C. Bourne 


Frederick C. Bourne, 57, 
manufacturers’ representa- 
tive of Minneapolis, Minn., 
died Aug. 5. 


Mr. Bourne, in the harc- 
ware field for 34 years, had 
been associated with the Win- 
chester Simmons Co., Hib- 





FREDERICK C. BOURNE 


bard, Spencer, Bartlett & 
Co., J. Wiss & Sons, and the 
Sandvik Saw & Tool Corp. 


led surface floor covering. 
Douglas L. Mann, general 
sales manager, predicted the 
consumer goods business will 
be 5 pet better, on the aver- 
age, in the spring of 1953, as 
compared with spring, 1952. 
He outlined functions which 
Congoleum-Nairn feels dis- 
tributors should perform. 
Mark Egan, director of ad- 
vertising, described merchan- 
dising plans, and Howard 
Laskey, sales training man- 








Charles R. Landerholm 


Charles R. Landerhoim, 55. 
manager of Sargent & Co.’s 
Chicago office, died on Noy, 
8, following a cerebral hem- 
orrhage. 

Widely known in the hard- 
ware business, Mr. Lander- 


holm started his career with 
Sargent in its Chicago ware- 
house in 1912. After serving 
as a contract sales represen- 
tative in the midwest, he be- 
of the 


came manager Chi- 





CHARLES R. LANDERHOLM 


cago contract division, a posi- 
tion which he held for many 
years. 

In 1945 he was appointed 
manager of the Chicago sales 
office. In addition to his ad- 
ministrative duties he also 
covered parts of Wisconsin, 
Indiana and Illinois, includ- 
ing the Chicago area. 


Arthur W. Bell 

Arthur W. Bell, 75, former 
sales representative for the 
Landers, Frary & Clark, New 
Britain, Conn., hardware and 
vacuum goods division died 
Nov. 14, in Fairfield, Me. 

Mr. Bell was connected with 
the company for 20 years, re- 
tiring 10 years ago. Until 
the last nine months he was 
associated with Edwards & 
Walker Co., hardware whole- 
saler, Portland, Me. 





ager, told of the company’s 
plans for an expanded sales 
training program. 

F. J. Andre, president of 
Congoleum - Nairn was _ the 
speaker at a dinner in the 
Commodore Grand Ballroom 
Monday evening. 





Chicago Spring Moves 


The Chicago Spring Hinge 
Co., Chicago, Ill., has moved 
its New York office to 105 
Reade St. in that city. 
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n the hard- A report in pictures of 
5a people and events 
areer with : 
cee wenn in the hardware trade 
ter serving 

represen- 

est, he be- 


the Chi- John A. Proven, vice-presi- 
dent of sales for Porter-Cable 
Machine Co., Syracuse, N. Y., 
and president of the Ameri- 
can Supply & Machinery Mfrs. 
Association, rolls up his 
sleeves and shows his sales- >> 
men how to demonstrate a 
new product. Looking on are 
Texas salesmen J. J. Howe, 
left, of Houston, and J. R. 
Perkins, of Dallas. 


for many 


appointed 
ago sales 
o his ad- 
he also 
isconsin, 
, includ- 


on died Sian Re Ei ae esamnamnl 
Me. ey é sata . ba + Pi: a eee 
ted with A Purchase by Our Own Hardware Co., Minneapdlis, Minn., of the 
ears, re- former Winston & Newell Co. warehouse and offices, 300 Sixth Ave. N., 
shown above, was announced recently by S. P. Duffy, Our Own presi- 


Until 
‘ &% dent. Plans call for Jan. | occupancy. The five-story brick structure, 
adjacent to the firm's central offices and warehouse, adds 110,000 sq. 
ft. of storage space to the company’s present facilities. 


A Burl Buckner, sales 
manager of the metal 
furniture division of 
Arvin Industries, Inc., 
holds the two millionth 
ironing board made at 
the North Vernon, Ind., 
plant. 


At right are representa- 
tives of builders’ hard- 
ware distributors from 
various sections of the 
country who completed ~ 
an intensified four-week 
course in contract hard- 
ware at Sargent & Co., 
New Haven, Conn. 
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The Business Outlook—Markets and Price News 


(Continued from page 14) 


ers, washing machines, electric 
irons, vacuum cleaners, cooking 
ranges, refrigerators “are going 
fine,” it was stated. 

“While prices of electric house- 
hold goods have not been particu- 
larly lower, easier credit terms and 
relaxation of Regulation W have 
had their beneficial effects,”’ the sur- 
vey continued. ‘“Coin-meter selling 
has worked well, particularly for 
refrigerators.” 


Early Christmas 
Shopping Slower 


Consumer spending in the early 
part of November was slightly be- 
low the high level of 1951, reported 
Dun & Bradstreet, Inc. The un- 
favorable comparison with a year 
ago was attributed mainly to a de- 
crease in early Christmas shopping. 
Sales of durable goods were un- 


changed with the exception of tele- 
vision sets which showed slight in- 
creases. 





Predicts No Major 
Recession in 1953 


Next year “will not usher in 
a major recession or a depres- 
sion,” A. W. Zelomek, president 
and economist of the Interna- 
tional Statistical Bureau, Inc. 
said in addressing the New York 
Area Chapter of the American 
Statistical Association. 

“It will be a period of relative 
stability, with the trend veering 
moderately lower at the end of 
the year.” 

He predicted that total busi- 
ness volume in 1953 in both dol- 
lars and units will “average 
slightly higher than in 1952.” 











Expect Toy Sales to be 10% Greater Despite 
Slower Start; 1/2 Million More Children 


Early Christmas buying of toys 
is reported slower than last year. 
Reordering on the part of retailers 
is also said to be small this season, 
although manufacturers assert that 
dealers stocks are low, especially on 
popular items. 

Regardless of the volume of holi- 
day buying, output this year will 
show a 10 pct rise over 1951. Stocks 
of jobbers have been cleared and 
sales are already above last year’s. 
It is estimated that there are about 
1,500,000 children of toy age this 
year than a year ago, bringing the 
total up to 45 million. 

According to Melvin Freud, presi- 
dent of the Toy Guidance Council, 
better grade dolls are in short sup- 
ply this year. Deliveries of walk- 
ing dolls, vinyl items and dolls with 
Saran wigs are far behind delivery 
schedules. Some producers report 
that they will not be able to meet 
more than half the orders. 

Velocipedes and pedal pushers are 


174 


also expected to be in short supply 
as Christmas approaches. Several 
leading makers of craft toys report 
they are already sold out for the 
year. Electric train manufacturers 
have had the best year in their his- 
tory and the larger makers have 
been refusing bookings since last 
summer. The scarcity of metals 
and heavy demand have resulted in 
a short supply of metal items, such 
as trucks, doll accessories and guns. 


Predicts Steady 
Selling in Early '53 


Retail sales in the first half of 
1953 will equal or slightly exceed 
those in the first six months of 
1952, predicted H. M. McBain, 
chairman of Marshall Field & Co., 
Chicago department store. 

Defense spending and civilian re- 
quirements will create a buying im- 
petus which will keep most pro- 
ducers busy in the first half of next 


year, although competition will be 
keener, he said. 

He gave six reasons for his 
fairly optimistic view of the retail 
outlook: High payrolls; possibility 
of a tax cut; current rate of hous- 
ing construction; a rise in popula- 
tion; higher spendable incomes 
among low-income groups; improve- 
ments in the usefulness and quality 
of many lines of goods. 


R. L. White Heads 
Excise Tax Study 


“Discriminatory Federal manu- 
facturers’ excise taxes on household 
appliances” put a penalty on the 
purchase of these items said R. L. 
White, chairman of the board of 
Landers, Frary & Clarke, New Bri- 
tain, Conn., at the annual conven- 
tion of the National Electrical 
Manufacturers Association at At- 
lantic City. 

Mr. White was named chairman 
of a tax policy committee to study 
the Federal excise tax structure and 
cooperate with other national or- 
ganizations on other tax matters. 
Mr. White said the committee would 
concentrate its attention on the ex- 
cise tax. 


Little Change In 
Dept. Store Sales 


Department store sales in the 
United States in the year through 
Nov. 15 were 1 pct below the cor- 
responding period a year ago. They 
were also off 1 pct in the four weeks 
ending Nov. 15 and were unchanged 
in the week ending on that date. 

The weekly index, without sea- 
sonal adjustment was up 13 points 
to 131 in the week from 118 in the 
previous week. It also compared 
with 130 in the same week a year 
ago. 


Nation's Spending 
Reaches New Level 


The nation’s total spending this 
year will touch a record $350 bil- 
lion, announced the Federal Re- 
serve Board. However, the 1952 
rise will be substantially less than 
in the last two years, the board 
added. 

There is a considerable rise in 
total expenditures and total output 
taking place in the last quarter of 
the year, the board’s monthly bul- 
letin said, “reflecting strengthening 
of business and consumer demands 
and probably some increase in na- 
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* WOODRUFF KEYS 
* MACHINE KEYS 
“MACHINE RACK 
“TAPER PINS 


*COTTER PINS 
“SPECIAL PARTS 
and other Stanho products 


Bulk or Packaged 


WRITE for CATALOG 
and PRICES 
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ORSE MA/ZL CORP 


NEW BRIGHTON, PA 


HYPONCX 








PLANT FOOD 


Now demanded by millions for houseplants, flowers, panreonig om 
pees. Produces vigorous, beautiful growth in all plants quickly. Pays 
lealer 331%, profit. Attractively packaged for display. Does not deter- 
lorate, is clean, odorless and SAFE. Dissolves instantly in water for use 

‘l-oz. makes 6 gallons liquid plant food. 
i Your Cost iat Of Hivap 
l-oz. pkt. 10c..... 72 to case wt. 7 Ibs...... $4.80 case OC >, 


- Guaranteed b 
3 "02. Se 36 to case wt. 12 Ibs...... $6.00 case Good Housekeeping 
ee * wy 


AS apvranistd mee 












Also packed in 10-Ib., 25-Ib., 50-Ib. and 100-Ib. drums 
If your jobber cannot supply you, order direct. 


HYDROPONIC CHEMICAL CO., Inc., Copley, Ohio, U.S.A. 

















COMPLETE STOCK OF GARDNER'S SPRINGS 


4-drawer cabinet No. 932 i 402 pr ion-made industrial 
type plated and burnished Springs. 127 different sizes, in coded 





compartments . . 

A COMPLET B 
STOCK! Boxed re- 
fills shipped at 
once from stock. 
Be ready to fill 
practically every 
call for Springs— 
order from your 
jobber or write us 
today! 





Two and one-drawer cabinets also available. 


Gardner Wire Co. 2c? a 
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INSWELL PROOF COIL 





INSWELL BBB COIL 


CM INSWELL CHAIN is nationally advertised . . . 
known and preferred by chain users in every type of 


business. 


—— Se 


LIBERTY COIL STRAIGHT LINK 


A REGULAR SELLER 








LIBERTY COIL TWIST LINK 


CM INSWELL CHAIN is available in all 
standard welded chain types and sizes. 





LIBERTY MACHINE STRAIGHT LINK 


AT A ming PROFIT 
CSooooooccee 


LIBERTY MACHINE TWIST LINK 


CM INSWELL CHAIN cold shuts, repair links, 
hooks and other accessory fittings make ours a 
“one-stop” chain supply service. 


COLUMBUS McKINNON 


CHAIN CORPORATION 


GENERAL OFFICES AND FACTORIES TONAWANDA, N. Y. 


« CHICAGO e ° 


SALES OFFI SAN FRANCIS 


NEW YORK CLEVELAND e¢ 











McGill Brand 
mouse and rat 
TRAPS 





@ BRIGHT 2-color printing 
@ CLEAR selected wood 
@ AUTOMATIC or slot set 


McGILL METAL PRODUCTS CO. 


MARENGO, ILLINOIS 

















BENNETT - IRELAND INC 
ene ee 


Get the facts on Flexscreen—the 
curtain firescreen that most cus- 
tomers want most. It pays to 
promote the leader! 


MAIL THIS COUPON for----------- 


i catalog and full profit details. . . 


Bennett-lreland Inc. 
Norwich, N. Y. Dept. 1252 North St. 


Send me catalog and information on 
Flexscreen. 
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tional security expenditures.” 

The board expressed the view that 
consumer spending will be mod- 
erately higher than in 1951. It also 
said that wholesale prices will aver- 
age a little lower this year than in 
1951 and consumer prices will be 
somewhat higher. Recently, it 
stated, there has been little ten- 
dency for prices to rise. 

Personal income this: year will 
probably be about 5 pct more than 
the record amount set in 1951. It 
was estimated that disposable in- 
come, or income after taxes, will be 
up about 4 pct over 1951. Total 
spending for consumption, it was 
stated, will also be up about 4 pct. 


| All-time Production 


Mark in 3rd Quarter 


National output, which measures 
the market value of the nation’s to- 
tal production of goods and services, 
showed only a slight rise in the 
third quarter, with increasing con- 
sumer and business demands offset 
by the economic impact of the steel 
strike, reported the Commerce Dept. 

However, the output rate set a 


new all-time high of $343.4 billion 
in the third quarter as compared 
with $342.6 billion in the second 
quarter. 

“The impact of the steel stoppage 
on production in the metal working 
industries dampened sales of hard 
goods throughout the economy,” the 
department said. “National security 
outlays, business expenditures for 
new plant and equipment and con- 
sumer spending for durables, 
mainly automobiles, were all af- 
fected.” 

Consumer spending was at a $215 
billion rate in the third quarter, a 
$100 million rise over the previous 
quarter. This stability occurred 
despite a drop of about $2.5 billion 
in automotive outlays, the depart- 
ment stressed. 

Expenditures in the third quarter 
for other consumer durable goods 
were $500 million above the second 
quarter. The increase was concen- 
trated in household equipment, fur- 
niture and television sets. The de- 
partment termed this a “particu- 
larly noteworthy development in 
view of the lagging demand for 
these items during the past year.” 


Heavy Discretionary Spending Funds in Hands 
Of Consumers Seen as Business Support 


There is enough “discretionary” 
spending power in the hands of con- 
sumers to cushion the economy 
when defense expenditures drop off, 
provided retailers use efforts to 
tempt such funds out of hiding by 
adequate sales promotion, George 
Hansen, president of the National 
Retail Dry Goods Association, said 
in addressing the annual merchants’ 
dinner sponsored by the Springfield, 
Mass. Chamber éf Commerce. 

Mr. Hansen, who is also head of 
Chandler & Co., Boston, presented 
figures which put the amount of 
such funds under consumer control 
as high as $100 billion. 

He said that the important thing 
to remember about today’s con- 
sumer is that “he can afford to be 
more selective than ever before.” 

“His optional or discretionary 
spending of funds left over after ex- 
penditures for food, clothing and 


| shelter represents the difference be- 


tween a smoothly running economy, 
able to support our vast govern- 
mental programs, and disaster,” he 
continued. 

“The amount of such discretion- 
ary spending is sufficient to cushion 
the drop when defense spending be- 
gins to fall off, as one day it must, 


but unless we are able to tempt this 
money out of retirement, unless we 
can show the consumer something 
he doesn’t know about that he will 
want, unless we actively sell him, 
systematically and constantly, we 
not only will fail ourselves as mer- 
chants, but fail in our responsibili- 
ties to the nation as a whole. 

“We have only scratched the sur- 
face of this discretionary spending. 
The day must come soon when re- 
tailers will spend a great deal of 
time securing accurate and up-to- 
date market information based on 
intensive consumer research.” 


Home Building Awards 
Rose 14% in October 


Residential construction awards 
in the 37 states east of the Rockies 
in September were 14 pct higher in 
October than in September, and 
were 19 pct more than in October, 
1951, announced the F. W. Dodge 
Corp., construction news and mar- 
keting specialists. 


Residential awards in October 
were $592,313,000. 
Ten-month 1952 comparisons 


with 10 months in 1951 were: Resi- 
dential, $5,690,495,000, up 5 pct; 
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§t PAYS 
to install HELLER 
STORE FIXTURES 


The lowest priced, highest quality, sectional and 
Write 


interchangeable store fixtures available. 


today for huge catalog No. 52DA_| 


COMPANY 
r, Ohio 


















Incorporates 
Power Products Engine 
Service Stations 


Everywhere (Model 3-16) 


F.0.B. Ashland 


LOMBARD, 32 MAIN ST., ASHLAND, MASS. 











Here’s a Christmas present 
that means years of comfort 
and convenience to a whole 
family! 

Feature the Balanced-Flow 
—and the other dependable 
Goulds pumps — now! For 
you, it means— extra Christ- 
mas profits this year. 


Goulds Pumps Inc. 
Seneca Falls, N.Y. 





“for Shallow Wells 


GOULDS Water Systems 
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GOLDBLATT MASON TOOLS 


QUICKER TURNOVER 
MORE PROFITS 
REPEAT CUSTOMERS 





Give YOU 


—_-+----—4 





FINEST QUALITY 
GREATER VALUE 
LONGER WEAR 





| Give Your Customers: 





| BRICKLAYERS’ AND 


STONE MASONS’ JOINTERS WEL 






BRICK 
TROWEL 






BRICKLAYERS’ 
LEVEL 





Send TODAY for 


| ATTRACTIVE 
| DEALER DISCOUNTS FREE 

{ ILLUSTRATED 
| Goldblatt sells direct CATALOG 


to dealers, is there- 
} fore able to offer Write for your 1952 copy of 

P ti Goldblatt's illustrated cata- 
open anenn log describing the largest 


and most complete line of 
masonry tools and supplies. 


dealer discounts. 









Goldblatt Tool Company 


1920 Walnut Street 
KANSAS CITY 8, MISSOURI 











FIRST CHOICE OF THE TRADE FOR 69 YEARS 
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ELECTRIC CLIPPER LINE 
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erful 


show you 
complete line. 


HAND CLIPPERS 


for Suman and animal 
use. A full line of high 


quality models. 


You'll do better with 


JOHN OSTER MFG. CO. 
Racine, Wisconsin 






ae Your sales will soar with 
=A Oster——the fastest-mov- 
A ing electric clipper. 
Mm Even in inexperienced 
hm hands, they assure 
y fast, smooth haircuts. 
That’s because serv- 
ice-proved OSTER 
motors are pow- 
and de- 
pendable. Ask | 
your jobber to | 
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SKOTCH joiners 


JOINERS 
A Steady 


Pussy 
Profit Puller 
Every 








8” x 10” carton display 
Printed in red and black 
or on cards for bin display 
Here's a wood joiner that really 
HOLDS . . . and holds without |SCREENS 
cutting or splitting wood fibers. 
Applied like a nail. Patented 
prongs pull wood together for 
tight strong joint. Works equally 

well on square, mitre, "T", split or , 
dado joints. Perfect for repairs, = 
making screens, etc. Easily dis-| SCREEN 


played on counter or in self- 
service bins. 
Free Sales Helps . . .j | 
Sample wood joints that show uses 
CHAIRS 
SOS 








of SKOTCH Wood Joiners pilus a new 
iad counter folder are yours FREE. Ask 
B your Jobber or write direct for gen- 
> > gerous supply. Dept. HAI. 

’9 


: /SPEBIOR FASTENER CORP. 


» @ ELSTON AVE., CHICAGO 18, ILL. 
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non-residential, $5,524,488,000, 
down 6 pct, and heavy engineering, 
$2,833,766,000, up 25 pet. 


Slight Rise Shown 
In Dollar's Value 


Purchasing value of the dollar 
rose 0.5 pct between mid-August 
and mid-September, according to 
the National Industrial Conference 
Board’s latest survey of consumers’ 
prices. It was the first such in- 
crease in seven months. In this 
period it touched a level of 55 cents, 
the January, 1939 dollar equalling 
100 cents. 

The consumers’ dollar went be- 
low the 55 cent mark for the first 
time in July and despite the recent 
increase it was still one and a half 
cents under its year-ago level, the 
board pointed out. 

Since the outbreak of the Korean 
conflict in June, 1950 purchasing 
power of the dollar has fallen 10.9 
pet. Lower food prices were mainly 
responsible for the increase in pur- 
chasing value. 


Suburban Shopping ~< 
Movement Growing 


The possibility that the automo- 
bile may eventually make large 
downtown department stores obso- 
lete by stimulating the growth of 
suburban shopping centers was sug- 
gested by J. A. Hoban, of the B. F. 
Goodrich Co., at the 26th annual 
sales managers conference in St. 
Louis. 

Sales maftiagers hoping for sue- 
cess in the future, Mr. Hoban said, 
will have to be increasingly con- 
scious of the country’s younger age 
group which has ¢ome into being in 
the last 20 years. Advértising and 
sales promotion directed to this vast 
and growing market will require 
special planning, he added. 


Fewer Retailers 
Failed in 10 Months 


There were 3,265 failures among 
retailers in the first 10 months of 
this year, as against 3,485 in the 
same period a year ago, according 
to Dun & Bradstreet, Ine. Liabili- 
ties in the 1952 period amounted to 
$62,636,000, compared with $63,- 
390,000 in the first 10 months of 
1952. 

While there were fewer failures 
among hardware, lumber and build- 
ing materials dealers than a year 
ago, liabilities were larger. Total 


failures in this category for the 
first 10 months amounted to 153, 
compared with 201 in 1951. Liabili- 
ties totaled $4,144,000 in the first 
10 months of 1952, as against $3,- 
586,000 last year. 

Meanwhile, Dun & Bradstreet re- 
‘ported that retail failures rose to 
87 in the week ended Nov. 20 from 
67 in the previous week. This gain 
was largely responsible for the rise 
in total failures during the week to 
167 from 148 a week earlier. This 
was the highest level since June 
and compared with 149 in the cor- 
responding period a year ago. 


80% of Home Builders 
Picked Their Hardware 


Nearly 80 pct (78.2) of recent 
home builders selected their own 
builders’ hardware, a survey of the 
American Home Magazine . Reader 
Consumer panel reveals. The bal- 
ance left it up to their contractor. 

A question on familiarity with 
period style forged iron hardware 
for exterior or interior use reveals 
that nearly 70 pct (69.5) of panel 
members had seen or heard of the 
style. 4 

Of this group, 81.9 pet said they 
heard Of this particular type of 
hardware through advertising in 
magazines. Fourteen and _ two- 
tenths per cent Said they heard of 
it through newspapéis, and 15.1 
pet “from a friend.” Of the re- 
spondents, 10.3 pct said their con- 
tractor had told them about it. 

The Reader-Consumer Panel of 
American Home magazine is com- 
poséd of about 2,000 members, rep- 
resenting an accurate national 
cross-section of the magazine’s sub- 
scribers. - 


15 Wholesale Groiips 
For Research Projéet 


Plans of thé Commerce Dept, for 
a distribution résearch program are 
favored by its wholesale trade ad’ 
visory committee, the department 
reported. The advisory group is 
composed of 15 wholesale trade as- 
sociations. The committee, which 
had been inactive for some time, 
was summoned to review the plans 
put forth by the department’s new 
Office of Distribution. 

Horace B. McCoy, head of the of- 
fice, said it hopes for “a more ef- 
ficient and effective distribution of 
goods and services in support of an 
expanding nation’s economy.” He 
added that the new unit will serve 
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carton 
ready to go 
hardware ass 
packaged in 
that always 
and clean. 

Larson Red 
Cards. 


They sell! 


Assortments 








Complete assortments of 

hardware and revolving 

stand all packed in one 
quickly ‘ 


They're attractive! 
They're colorful! 


Write for colorful 
literature on 
Larson's Hardware 


CHAS. O. LARSON 





EYE AND SALES APPEAL 


WITH 


HARDWARE DISPLAY 


ASSORTMENTS 
ON REVOLVING STANDS 
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Plastic bags <“™ 
Stay “fresh” 
Mounted on 
Merchandise 
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“WAC-0-MAT 





RIVAL 


A touch changes it 
for use anywhere! 


‘Use tt anywhere | 
Portable Can Opener 







maoner $598 ae 


without magnet 
$4.98 











MANUFACTURING CO. + KANSAS CITY 8, MO. 


Rival Mfg. Co. of Canada Ltd., Mi 











For 








@ Retail price 
$1.25 
A new and original “bait station” the 


RATTUNNL sells itself! Contains one 
pound of Redi-mix Warfarin pellets. 





more information write 


HOPKINS AGRICULTURAL CHEMICAL CO. 
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NEW #52 


AURORA 








“LOOK- THRU” OUTDOOR 
WINDOW THERMOMETER 











See us at the 


NATIONAL HOUSEWARES SHOW 


Navy Pier—Chicago—Jan. 15-22 
BOOTH No. 844 


This new attractive thermometer with swivel 
arrangement is easily attached to any type 
of window, including casement window. 
Light passing through the face silhouettes 
large, black figures, making them very easy 
to read. The Aurora has a temperature 
range from 50 degrees below zero to 120 
degrees above. It has a very sensitive and 
accurate thérmostatic metal mechanism, as- 
suring greater accuracy at all points of the 
scale. 

The Aurora with a bright chrome bezel and 
weather resistant finish throughout is 314” 
in diameter and has a red bull’s-eye type of 
pointer. Packed with bracket and screws 
for easy mounting with one individual coun- 
ter display stand. Suggested retail price is 
$1.50. The outstanding quality and moderate 
price of this thermometer are making quick 
sales for dealers. Send for trade price and 
details on entire line—14 items. 





THE COOPER THERMOMETER CO 
Established 1S 85 


PEQUABUCK, CONNECTICUT 























“as a focal point in the department EVERY 
BACK AGAIN ] | for all elements of the distributive HOME NEEDS } 
* industries.” fffarrin e 
Longer GE Warranty On TUFWEB 
| . Makes 
| Food Waste Disposers alte 
A five-year protection plan is be- and 
| ing offered by General Electric in a 
connection with its food waste dis- urniture 
posers, it was announced by Paul NEW Great 
M. Augustein, marketing manager We ar 
of the company’s electric sink and MODERN od th 
| cabinet department. sired finest s 
The plan includes the original | Get this introductory dence ¢ 
warranty of repair and replacement COUNTER CABINET ed 
for any part which proves defective | of thei 


with bin for TUFWEB Metal _ 


in material or workmanship in 





Furniture Clips 


household use within one year of 


SHARON 





the date of the original purchase. | 40% 
STOVE BOLTS An additional four-years’ protec- | PROFIT 
tion to the buyer is provided by the 
new plan. It provides that parts ON SELLING 
WITH NUTS ATTACHED which prove to be defective under PRICE! 
AT NO EXTRA CHARGE! ' conditions similar to that of the | FREE cabinet 12 Popular colors 
one-year warranty will be ex- | FREE Display Posters 





From Sharon, the tine with the talking | changed or repaired without charge. 





labels, comes once again one of our mos: | . FREE cust 
popular packages —round or fiat head | The announcement said _ that omer Leafiets 
stove boits with nuts already on... at | Wil, the plan does not include FREE newspaper mats 


Costs you only $72.00 
Sells for about $120.00 
Get whole story from 
Martin Fabrics Corporation, 

48 W. 38th St., New York 18, N. Y. 


Mo extra cost. For details, ask your job- 
oe: or write us 


Ss 4 ay 
Shavon GU and. Sorta! Lo- 


BOSTON 10, MASS. 


charges for labor or installation, — 
and does not cover plating, painting 
or ceramic finishes, it does assure 
the purchaser of a five-year free- 
dom from material costs arising 
from defects of material or work- | 
manship when the food waste dis- | 
poser is in normal use. | 5 

| 

| 























Ken*Sprayall TANK 








° 
SPRAYERS are TOPS Greater Number Of | } 

Building Permits | ats a buil 
| October building permits in 215 
| cities amounted to $414,918,371, an el 
| increase of 12.9 pct over the $367,- DECTO-STICK © Por 
| 445,821 in October, 1951, reported e Elec 
| Dun & Bradstreet, Inc. It was also FURNITURE REPAIR KIT @ Por 

6.4 pct over thé September total of c 

$390,060,988. This represented a ps a ar mag Ama , 

contraseasonal rise as a moderate GOUGES in natural-finished or stained 

decline generally takes place in this weeillneils, dais peo 





Tank Sprayers like KNAPSACK 
model above have been added to the 
Ken*Sprayall products because of pop- 
ular demand. ALSO, new SHOULDER 
tank (not illustrated). Tanks may be 
used with present Deluxe and Economy 
Ken*Sprayall; available complete with 
sprayer. Knapsack Tank 4-gal. ca- 
pacity; Shoulder Tank 2!/-gal. Write 














period. 

For the first 10 months of 1952 
building permits in the 215 cities 
were valued at $3,776,017,535, down 
6.4, pct from the $4,032,890,813 re- 
ported for the same 1951‘ period. 


Starrett Stresses 
Distributors’ Service 


A well-rounded program designed 
to help sell the value of industrial 
distributor service to buyers 
















leather and plastics. 
EASILY APPLIED { 
CAN BE BLENDED he Ss 
NO HEAT “ly 
TAKES ANY FINISH 
NO DRYING TIME REQUIRED 
LASTS AS LONG AS THE WOOD 
WILL NOT BLEED OR SHRINK 
Display card holds 12 cellophane bags, iling 
at 25 cents. Each bag contains a complete kit of 
4 Decto-Sticks (dark mahogany, light mahogany, 
walnut and maple) a scraper and instructions. 
SOLD THROUGH JOBBERS 


| DYcKon Come td welo bb kena Ge) 



























for details. throughout industry has been initi- fe 

DEPT. H-121 ated by L. S. Starrett Co., Athol, SALEM 6 MASS 2 

Mass., manufacturers of precision ; 

ae . regia tools P Makers also of Decto Run-Smooth, a light colored Ss 
- we No: + Petersburg 4, Fia. . Lubric 

The program, built around the ener pene — 
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Steamship "United States" 


Greatest American Shipbuilding Achievement 
We are proud of the Steamship United States and proud 
also that Chicago Spring Hinges were used in the largest, 
finest superliner ever built by Americans. This is further evi- 
dence of the adaptability of our products to modern require- 
ments and their recognized quality. The always increasing 
demand for Chicago Spring Hinges indicates a general opinion 
of their value by Architects and builders’ hardware consultants. 


QUALITY 


We believe the quality of Chicago 
Spring Hinges is universally recog- 
nized. Our trade mark identifies 
that quality. 

Look for the Trade Mark 


~(CHICAGO)— 
"aa SPRING HINGES 


























Chicago Sy Spring Hinge Co. 


U.S.A. NEW YORK 


CHICA 











PET puts power tools 
within easy reach of all! 


TURNOVER 
built the PET business 


= 
..~ let PET turnover build yours! 
© Portable Electric Drills e Portable Paint Sprayers 
@ Electric Drill Kits e Portable Polishers & Sanders 
e@ Portable Electric Saws e Fractional H.P. Motors 


Call your jobber or write: 


PORTABLE ELECTRIC TOOLS, Inc. 
320 West 83rd St., Dept. HA-122, Chicago 20, Ill. 
in Canada: Portable Electric Tools, Ltd., Toronto, Ontario 


JET TOOLS 














FINGER GRIP Adjustable CLIPS 
== Sell themselves! 


aeiNGER CRIP Cups ei 





Insist on the all-purpose CLIP for 
‘parking’ things anywhere. 
Display $210 means more profits. 
6 doz.—Small 3 for 10¢ 
4 yt po 8¢, 


2 doz.—Large 10¢ each 
a 4 Higher on 
it Coast 
pam. -.. with Home 
Workshop Fans. 
Ask your jobber. 


ARTHUR |. PLATT & CO., Fairfield, Conn. 
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DIAMOND 


TOOL DISPLAYS 
Have 


SALES APPEAL 


No. 1 Store Display 


A handsome display board showing Diamond and 
Diamalloy tools, prominently placed in your win- 
dow or on your counter, is a marvelous sales 
builder with tremendous customer appeal. Each 
board is equipped with strong feet made detach- 
able so the board may be hung, or used for a 
window display. Each beautiful Diamond tool is 
mounted by clips and wing nuts and can be easily 
removed. 


DIAMOND CALK 


HORSESHOE COMPANY 


DULUTH 
MINN. 


4622 GRAND 
AVENUE 


DIAMOND - 
a 
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00 COMPLETE 
ENSEMBLE 








ENSEMBLE AS-193 


CURTAIN SCREEN, 
ANDIRONS and FIRE TOOLS 


ORDER IMMEDIATELY! 





: BUY 

LIGHTING FIXTURES 
DIRECT FROM 
MANUFACTURER 





CATALOG 


Over 400 quality fluorescerit 
and incandescent lighting 
fixtures at low cost. 













At 


1 6511 Easton Ave.- St. Louis 14, Mo. 








1182 





theme “Buy Through Your Indus- 
trial Distributor,” will emphasize 
Starrett’s long established policy of 
distribution through industrial dis- 
tributors. 

The Starrett Industrial Distribu- 
tor Seal will be featured in publica- 
tion advertising, sales literature, 
and also in the form of small stick- 
ers and large decalcomanias for dis- 
tributors’ use. Electros of the Seal 
are also offered distributors for use 
in their own catalogs or advertis- 
ing. 

The advantages that industry can 
gain through buying precision tools 
through industrial distributors, 
rather than by buying direct, will 
be told 90 million times during the 
next 12 months in consumer and 
trade magazines. 


51% More Gas-Fired 
Furnaces Shipped 


Gas-fired furnace shipments 
amounted to 61,800 units in Octo- 
ber, a 51.1 pct rise over the 40,900 
units reported in the same month 
last year, reported the Gas Appli- 
ance Manufacturers Association. 
The total of 369,400 for the first 10 
months of 1952 was 13.2 pct over 
the same period of 1951. 

Gas conversion burner shipments 
totaled 31,300 for October, a 37.3 
pet gain over the same 1951 month. 
This raised the total for the first 
10 months of this year to 184,500 
units, a 35.5 pet increase over the 
same period a year ago. 

Gas-fired boilers shipped in Octo- 
ber increased the total for the year 
to 57,400, an 8.9 pct rise over last 
year’s 10-month total of 52,700. 


Heavy Consumption 
Boosted Employment 


Non-farm employment in mid- 
October remained at a record 47,- 
700,000, as a result of a boom in 
consumer goods production, re- 
ported the Bureau of Labor Sta- 
tistics. This represents a rise of 
800,000 workers over October, 1951. 

Manufacturing industries were 
the principal source of expansion, 
showing a rise of 440,000 during 
ithe past year to 16,400,000. Em- 
ployment in durable goods lines 
showed a better-than-seasonal rise 
of 100,000 workers, reflecting high- 
est production levels in a year and 
a half. 

Meanwhile the Census Bureau re- 
ported unemployment hit a new 
postwar low in October, dropping to 


1,300,000, from 1,400,000 in the pre- 
vious month and 1,600,000 in Octo- 
ber, 1951. 


Trayless Refrigerator 
Shown by Servel 


Servel, Inc., announced that its 
1953 line will include a refrigerator 
that automatically freezes ice with- 
out trays, stores the ice in a basket 
and replaces them as they are used. 

Not only is the company doing 
away with ice trays, said W. Paul 
Jones, president, but it is changing 
the shape of the ice from the pres- 
ent cube to half-circles or crescent- 
shaped pieces. He said they will 
be larger than today’s cubes and 
will not stick together. 

Mr. Jones predicted that “this 
refrigerator will outmode every 
other refrigerator in America to- 
day.” Production is now getting 
under way and the refrigerators 
will be unveiled at the company’s 
annual showing for distributors in 
December. They will be on display 
in dealers’ stores early in 1953. 

He announced that the automatic 
ice-making feature will be available 
in the new electric compressor type 
refrigerator which the company is 
adding to its line in 1953, as well 
as in both gas and electric absorp- 
tion-type refrigerators. 


Factories Shipped Most 
Vacuums in 2 Years 


Factory sales of standard-size 
household, vacuum cleaners in Octo- 
ber were highest in two years, total- 
ing 292,474 units compared to 331,- 
445 in October, 1950, according to 
industry-wide figures announced by 
C. G. Frantz, secretary-treasurer 
of the Vacuum Cleaner Manufac- 
turers’ Association. 

October sales were 23.1 pct 
greater than 237,541 cleaners sold 
in the preceding month, and topped 
October, 1951, sales of 259,469 
units by 12.7 pct. 


Gas Heater Shipments 
Continue to Increase 


Shipments of automatic gas wa- 
ter heaters in October amounted to 
190,800 units, showing a rise for 
the fifth consecutive month, re- 
ported the Gas Appliance Manufac- 
turers Association. This was the 
highest monthly total since April, 
1951 and is an increase of 28.3 pct 
over the 148,800 units shipped in 
October, 1951. It brings total ship- 
ments for the 10 months to 1,576,- 
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BOMMER 


HALF - SURFACE 
SPRING HINGE 


DOUBLE 
ACTION 





Type 
30291/, 


For light wood doors and wood gates not to 
exceed 30 pounds. Particularly suitable for 
plywood. Jamb leaf can be applied to flat sur- 
face without use of hanging strip. Only 5/32” 
cut out at back of door. 


MADE IN 3 INCH SIZE ONLY 





Bommer Spring Hinge Co., Inc. Brooklyn 5, N. Y. | 


















BIG 4 HANGERS 
AND RAll 


A well-planned building 
usually specifies genuine— 


(National, 


® BUILDERS’ HARDWARE 


This popular line of hardware has been serving the 
trade for over 50 years which accounts in part for the 
wide preference for this hardware by experienced 
builders everywhere. 

Expert designing ond careful, precision construction assure smooth, 
friction-free performance when installed. 

Order your stock now and enjoy profitable sales the year ‘round. 
Large illustrated catalog or a wall chart of the complete National 
line will be sent upon request. Write for your free copy today! 


() ; BR beige Aebeles, dy 
ational, STERLING, JA Ltnwors 





CABINET 
HARDWARE 


SCREEN 
DOOR SETS 











The only reel with fixed drum 


for both casting and ree ling-in! 


TARO 


comes OPINNING REEL 


ORDER FROM YOUR JOBBER 















f | O° ORS 


Dollars 
For You... 


Wherever there are floors—there are DIRTY 
FLOORS. And no matter what the floor... 
or where you find it . . . you’re sure to have 
the right cleaning equipment, engineered 
for the job — 


When You Feature... 





FLOOR CLEANING EQUIPMENT 


Here’s the outfit for the 
many users who 
prefer a round 
metal bucket. 
Built to stand 

up under hard- 
est use. Wringer 
with either hard 
wood or steel rollers, 
foot operated for 
greater pressure 
and easy handling 
of mop. 18- or 
24-quart sizes. 
Write for Catalog No. 150. 












WHITE MOP WRINGER CO. 
2 Mohawk St., Fultonville, N.Y. 


WHITEY MOPZUM SAYS: 
Your Customers know... 


It's RIGHT . . . if it’s 














SPECIALTY IMPORTERS, INC., 242 4TH AVE., N. Y. 
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A COMPLETE LINE OF FLOOR CLEANING EQUIPMENT 
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WATCH! 


Coming LI 


Improved 24CO°' 
E-Zee WASH 





FOUNTAIN § 


BRUSH 














300. This is a drop of 5.4 pct from 
the 1,667,100 units reported for the 
corresponding period a year ago. At 
the end of the first six months ship- 
ments were 21.1 pct under the same 
1951 period. 


Urges Dealers Push 
"Profit Leaders’ 


Featuring of “profit leaders” by 
retailers rather than “loss leaders” 
was called for by Emmanuel Katz, 
president of Doeskin Products, 
Inc. He urged retailers to study 
their stock and feature items from 
which they obtained the largest, 
rather the smallest profit. 

He said that while a retailer’s 
sales might gain one day from the 
use of a “loss leader” to lure cus- 


NEMA Expects Great 


Market Expansion 


With the number of newly wired 
homes expected to increase by 10,- 
800,000 during the next few years, 
bringing the anticipated total to ap- 
proximately 50 million by 1960, 
manufacturers of major electric 
appliances are looking forward to 
continued expansion of their mar- 
kets over the next decade. 

This view was expressed by the 
Major Appliance Sections of the 
National Electrical Manufacturers 
Association at meetings held in At- 
lantic City, N. J., in connection 
with the NEMA Annual Meeting. 

To realize on present and future 
market potentials, the Sections 
were unanimous in their opinion 





fa 9 vce at : th id that the industry must continue 
, , | tomers into a store, they wou ively to educat 
e / aggressively to educate consumers, 
Nothing 4 suffer on many other days when through trade and educational This 
Euen Faster Sales / cuts were shifted to different channels, on the advantages of capa 
a . @ | products. using electric appliances. wine 
sold 
WATCH for IT | - . ied 
WAIT for IT Credit Man Refutes Depression Talk; ol 
ee! 2 eae =Cites Numerous Favorable Factors the 
LAITNER BRUSH CO. _Henry , H. Heimann, executive we might and no doubt some day th 
ee vice president of the National As- will have to face,” he said. “If we sr 
sociation of Credit Men, challenged _had a crop failure for several years, conatt 
ee SS Be is : — es his monthly business review as- or an all-out world war, then we our 
AN ARTMOORE PRODUCT sertions that the United States is would have a totally different situa- y 
heading for a recession when the tion. Made by 


ORIGINAL TRIPOD DRYER 
STILL THE SALES LEADER 





Your customers want 
the Artmoore Collapsible 
Tripod Clothes Dryer. 
24 Feet of Drying Rods 
—Selected, smoothly fin- 
ished hardwoods—Snag 
proof — Metal parts 

rust-proof plated. Lift 


compactly for quick storage in small 
space. Ideal for in-between washings, 
lingerie, diapers, etc. A step saver 
alongside ironing board. Suggested retail 
only $3.75. 


See your jobber or write 


Dept. HA-122, 1913 North 3rd Street 
Milwaukee 12, Wisconsin 


ARTMOORE CoO.) 














defense program is completed. He 
said he was replying to the econo- 
mists who talk about “the next de- 
pression, when it will come and how 
severe it will be.” 

Denying that a business slump 
is inevitable, he said that it just 
“needn’t be so.” 

“The problem we now face is 
wholly unlike the serious problem 


“We are not worried, not because 
we have too little food, but too 
much; not because we produce too 
few things, but too many; not be- 
cause we have too little to spend, 
but because if our government costs 
go down we will have more to spend 
and what we want to buy will cost 
us considerably less.” 


New Manual Plots Seasonal Trends in Sales 
As Guide to Retail Advertising 


Retailers are losing millions of 
dollars in additional sales and prof- 
its through faulty timing of adver- 
tising, according to Edward H. 
Burgeson, Director of the Retail 
Department, Bureau of Advertis- 
ing, American Newspaper Publish- 


| ers Association. 


tion, accident and prejudice, as 
shown in numerous studies the Bu- 
reau has made in the past five years 
of the advertising practices of 
scores of retail stores.” 

Mr. Burgeson’s statement was 


| 
| made in connection with the issu- 


ance of the 1952 edition of the Bu- 


reau’s “Annual Time Table of Re- 
tail Opportunities,” recently mailed 
to 1,000 daily newspapers. 

This Time Table shows how 
groups of people and entire mar- 
kets buy merchandise seasonally— 
on a national and regional basis— 
and in the whole store, in various 


axtped Loan coy “Far too much advertising,” he departments and at commodity 
matically. Collapses | said, “is planned by hunch, intui- levels. 
, p y 


This continuing study showed 
that seasonal month-to-month pur- 
chases of consumers in the nation’s 
department stores between 1939 
and 1951 varied within the narrow 
limits of only 2 pct. 

“The stability of the annuai sea- 
sonal pattern of total department 
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ly wired 2 
» by 10,- 
site on! MARSHALLTOWN TROWEL COMPANY + MARSHALLTOWN, IOWA 
y 1960, 
electric ig 
ward t bb ‘ a ’ 
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| by the F Yj AG (} 
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nection we ————— 1 
sane ' -4 Z the WINCH that 
uture Z y Y AES , 
aiiiete: ZL Yad r OUTPULLS ‘em all 
opinion / in Performance and Sales 
ontinue 
sumers, 
cational This new Mastercraft 400” 
wes of capacity, 2-speed, geared 
winch has already been 
sold to thousands of satis- 
fied customers because 





there’s nothing like it on 
the market in quality, , 
performance, or price... and demand is 












po ad growing. Write today for illustrated literature 
1 a and liberal discount schedule. Jobbers: State 
tog gre territory you cover. Dealers: State name of 


t situa- your jobber. 





Made by World’s Largest Manufacturer of Light Transportation Equipment. 


| OMe ae ome H. TATE CO. 


not be- BOSTON * MASSACHUSETTS 
lene aon men @ a ee & 2 2 ae) MIDDLETOWN ee CONN 





































spend, 
it costs 
) spend 
ill eost 
THE COLUMBIAN VISE & MFG. CO 
CLEVELAND > ried 
of Re- 
mailed 
an SEE THIS CONDENSED CATALOG YOUR CUSTOMERS WANT-— 
) mar- —— 
ally — se r cg ; : d o ¢ 
sie Hd Dominion 
arious 
| 
howed CASTERS | for 
1 pur- HIGH GLOSS © WATER RESISTANCE ¢ 
tion's and GLIDES LONG WEARING * SAFETY 
1939 on Pages 215, 216, 217, 218 fone Seal, Gym Seal, 
arrow of July 24 issue Terrazzo Seal, Asphalt Tile Seal. 
HARDWARE AGE DIRECTORY WRITE FOR DETAILS 
‘i sea- and Order From Your Jobber Today ao wis ches 
tment FAULTLESS CASTER CORPORATION, Evansville, ind. PERROW CHEMICAL CO., Hurt, Vieginia 
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PROBLE m2 
YOU SHOULD STOCK 
CHICAGO “Safety Plus” Screws 


@ Socket Screws © Cap and Set Screws 
@ Nuts @Taper Pins © Studs 





@ They’re Quality Made to be Trouble Free 


@ They’re better packaged for easier stock 
room service 
© They're a greater profit line for you to 
feature for replacement in ALL fields of 
manufacture 
Ask for CHICAGO and get “Safety Plus” 
from your HARDWARE DISTRIBUTOR 
today. 


o SCREW COMPANY 


2509 WASHINGTON BLVD. 
BELLWOOD, ILL. 









Make an Extra Profit on 
Grainger’s Lower Prices 





WESTINGHOUSE 
ADAPTALL MOTOR 


A SALES SENSATION. Provides grinder ser- 
vice and ‘belted power'' for 1/3 HP bench 
tools—at little more than cost of ordinary 
motor. Westinghouse 1/3 HP, 1725 RPM, 
115 V., 60 Cy, grinder-motor with 2'', No. 
24 threaded double shafts—and blank sec- 
tion for — Base to shaft center, 5°’. 
Sturdy wheel guard and adj. too! rest. Rub- 
ber mounted cast base. Bright black finish. 
Comes with 6'' rinding, buffing and brush 
wheels, 2'* A pulley, 2°’ chuck, 7 drill bits, 
rouge, and cord set. Distributed exclusively 
by Grainger. Generous dealer discount. 
Get sample. 


WHOLESALE CATALOG 


Request on Letterhead 


w.w.GRAINGER 


—_—_—___— INC, ——— 
46 WAREHOUSES—COAST-TO-COAST 


GENERAL OFFICE: 2330 W. ADAMS, CHICAGO 12 
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| Store sales from one year to an- 
| other over a period of more than 
a decade demonstrates again that 
there are few behavior patterns as 
predictable as the seasonal accep- 
tance of merchandise by consum- 
ers,’ Mr. Burgeson said. 

“This same regularity in con- 
sumer behavior governs not only 


department store sales, but aiso 
sales of all types of stores in all 
retail classifications. Seasonal sales 
patterns do not vary greatly from 
year to year and therefore provide 
dependable bases upon which to 
plan current and future retail ad- 
vertising.” 





New Wholesalers’ Aids for Dealers’ Use 


| Brecks' Gift Promotion 
| On 11 Selected Items 


A new twist in Christmas gift 
| merchandising is being introduced 
| to the New England hardware- 
| housewares trade by Joseph Breck 
| & Sons, 401 Summer St., Boston, 
| housewares-gift distributor. 

Based on the principals that low 
| priced gift merchandise will move 
| on impulse, dealers have been en- 
| couraged to build displays around 
| central units supplied by the com- 
| pany. 

After long study, a group of 11 
| “sales starter” items were chosen. 
| A display contest was then devised 
in which dealers would build point- 
of-sale displays around the 11 items 
as well as any items of their own 
choosing. Seven awards are offered 
for the best displays. 

In addition to the contest dis- 


plays, company sponsored advertis- 
ing featuring the 11 impulse items 
will be placed in newspapers, in 
key New England markets. The ads 
will be built on the one-stop shop- 
ping theme of the display. 

The program is tied in with 
Breck’s Dealer Catalog and is a step 
in the Breck’s Associate Store Plan, 
which permits independent retail- 
ers to take advantage of Breck’s 
name, advertising and merchandis- 
ing. 


10-Fold Increase Due 
In Aluminum Output 


The nation’s capacity for the 
production of aluminum will be 
nearly 10 times that available at 
the start of World War II, when 
plants now under construction are 
completed, David P. Reynolds, vice- 
president in charge of sales for 





HARDWARE HUMOR 
By Hardware Age 














"Stop complaining, Herbert. It's only while I'm picking your gift." 
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MAYES GUARANTEES ACCURACY, SERVICE 
*AND DURABILITY: 


maves Too.s MAYES BROS.TOOL MANUFACTURING CO., Inc. Port Austin. Micu. 


or NWN i elce Ze) « 
ASKING 





eZ Gb Z oe Ys 
LOT 


in convenient lengths, on smart metal spools 
for fast and profitable “footage” business 

. -well known to your trade as the choice of 
leading manufacturers...also U-L approved 
Cord Sets that put an end to CORDelirium. 





For exacting uses requiring special re- 
sistance fo oll, heat and light, our SO 
and $JO cords are supplied with Neo- 





prene jackets... both 40% and 60% 


CORNISH WIRE CO., inc. 
50 Church St., New York 7, N.Y. 





























. —_ = — 
HARDWARE DEALERS 
FROM 
COAST TO COAST 
} 


depend upon the complete Wilcox- | 

Crittenden line of heavy and shelf | 

hardware. Drop forged shackles, 

wire rope sockets, connecting links, 

turnbuckles, thimbles, hooks, eye 

bolts and ring bolts are an integral 
part of every hardware deal- 
er’s stock in trade. They’re 
all fully described in the 
W-C Hardware Catalog “L” 
— sent free on request. 


WILCOX-CRITTENDEN | 


“A CENTURY OF DEPENDABILITY" | 
_77 SOUTH MAIN ST., MIDDLETOWN, CONN. 



































¢ 
Wudway Np fin Pie FACTORY and SALES OFFICE 
THE MIDWAY TOOL*CO INC + fim LR MELVIN, OHIO 





MIDWAY Auger Bits 
for every purpose! 
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ROYAL ELECTRIC CO, inc 


PAWTUCKET RHODE ISLAND 


WIRE «+ PLUG and CARTRIDGE FUSES 
CORD SETS TROUBLE LIGHTS 
* CHRISTMAS LIGHTING SETS * 





SLIDING DOOR HARDWARE 











The full line of Coburn Sliding Door Hardware gives you 

a broad base of customer coverage... goes over big with 

home owners, farmers, builders and industrial users. 
Send for catalog and price list 

Sales and Engineering Office, 56 Sterling Street, Clinton, Mass. 


COBURN PRODUCTS (FI 


WICKWIRE SPENCER STEEL DIVISION 
THE COLORADO FUEL AND IRON CORPORATION 























THE No. 100 
“ Anniversary” 
Plastic handle 
Butt Chisel 


“ HAND GROUND 
HAND FORGEO 














@ ONE PIECE OF 
TOOL STEEL 


* SHOCK & FIRE 
RESISTANT 


A QUALITY 
@ * Mo 





Placed in the hand of 
the Craftsman, the quality 

and balance of this fine 
tool make it a Self Seller! 









SEND FOR COMPLETE CATALOG 
ij} 


Buck ee BROS. i 
RIVERLIN WORKS 


MILLBURY, 
MASS. 


















Accurately manufac- 
tured from high 
grade materials, of 
sturdy construc- 
tion throughout, 
and backed by 
more than seventy 
years of BLAIR 
experience ... 
this efficient, 
durable mower 
will make 
both friends 
and profits 
for you. 





Blazer 








LAWS MOWERS 


MANUFACTURI 
2-7449 


NG CO 
Telephone 
SPRINGFIELD 7, MASSACHUSETTS 
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Reynolds Metals Co., asserted at a 


meeting of the National Associa- | 


tion of Aluminum Distributors. 


Mr. Reynolds pointed out that 
aluminum is the only major metal 


which is no higher in price today | 
than it was before World War II. | 
Since the beginning of World War | 
II, Mr. Reynolds said, consumption | 
of aluminum has passed one major | 


metal after another, until now it is 


second only to steel in actual vol- | 


ume used each year. 


Westinghouse Reports 
34% Sales Increase 


An inerease of 33.7 pct in sales 
of electric appliance specialties this 


year over 1951 by Westinghouse | 
Electric Appliance Division was re- | 
ported by R. M. Oliver, manager of | 


appliance specialties. Record high 


dollar volume sales in these prod- | 


ucts will also be set, he added. 
Products covered in this group 


are electric housewares, fans, vac- | 
uum cleaners and electric bed cov- | 


erings. Sales increase 
among the various products include 
fans, 24 pct; electric housewares, 
27.6 pet; vacuum cleaners, 42.2 pct; 


records | 


and electric bed coverings, 72.4 pct. | 
Mr. Oliver also predicted that | 


sales in appliance specialties for 


1953 would be approximately 12 pct | 


| above 1952. 


The division’s plans for next year 


include the showing at the Janu- | 


ary Housewares Show in Chicago 
of a new French fryer, a new tank- 
type vacuum cleaner and a new line 
of electric fans. 

Most substantial advance in prod- 
uct sales in 1953, he said, is ex- 


pected to be in the new steam iron | 


expected to be in national distribu- 


tion in the second quarter of next | 


year. 


99% of All Homes 
To be Wired by 1960 


By 1960 appliance sales volume 


| will have the stimulus of an esti- 


mated additional 10,800,000 wired 
homes, which will bring the total 
to almost 50 million, Clarence H. 
Linder, general manager of the ma- 
jor appliance division of General 
Electric Co., told the New York 
Society of Security Analysts. It is 
expected, he said, that 99 pct of 
all of the nation’s homes will be 
electrified by 1960. 

Refrigerators will represent 35 
pet of the major appliances sold 
this year and washers will account 


Harrow 





T- 32 GUN TACKER = 








REPLACES HAMMER 
AND TACKS AT 
TRIGGER RATE SPEED 


® Shoots 10 staples 
in time it takes to 
hammer 1 tack 


@ More economical 
® Greater efficiency 











35 top-notch salesmen 
trated in a rich sales territory 
. 35 result-producers work- 
ing directly for you, giving you 
Complete Coverage in: 
NEW ENGLAND STATES; NEW 
YORK (Incl. Metropolitan area); 
NEW JERSEY; PENNSYLVANIA; 
ay ve (thru to Cape Charles, 
DELAWARE; DIST. OF 
coLuMBIA (Incl. Alexandris and 
Arlington, Va.) 


The HARRY HANSER 
ORGANIZATION 
Manufacturers Representatives 









1841 Broadway, New York 23, N.Y. 








Gripper Clips 


Registered U. 8. Pat. Office 


Small and large 
lor holding 
garden im- 

plements, 


Kitehen utensils. 
etc. Black finish. 





























Packed on cards 
6 dos. to = bez. 
Units (2 dos. 
large and 1 doz 
small.) Retails at 
100 each. Cires- c 
lars on request. pce 
GIBSON GOOD TOOLS, wy 
Box 268 . Mass., U.S.A 
GRAND 
DOOR HOLDERS 
MICKEY X2M 
DELUXE 6A 


STANDARD 600 SERIES 
In Stock for Immediate Delivery 


GRAND SPECIALTIES CO. 


3101 W. Grand Ave. Chicago 22, Illinois 
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BUILT RIGHT °* 








Health-o-) GCP... the ORIGINAL Bath Scale 


PRICED RIGHT * ALWAYS RIGHT 















HY-KO = 


means 
America’s Most Complete and JJ 


Best Selling Line of 


HOUSE NUMBERS 
LETTERS ° SIGNS 


. all light reflecting! 


Made of highest quality aluminum, 
enamel and light-reflecting beads. 


Day and night visibility. Won't 
rust, break or fade. Weather re- 
sistant. 


FREE DISPLAY RACKS AND WINDOW SIGNS 





mone Number Assortment 


Sign Assortment 





Letter Assortment. 


Y\ PRODUCTS CO. 
1260 West Fourth St. 
Cleveland, Okie 















Grasp any Hyde Glass Cutter 
as shown in the illustration. Feel 
the delicate balance, the firm grip, 
no wobble—no unsteadiness! That’s 
the kind of precision instrument your 
customers want. And the tungsten alloy 
steel wheel, revolving on bronze bearings, as- 
sure a straight clean cut. Self-contained display 
unit holds 12 Hyde Glass Cutters, takes little 
‘ counter space. Order from your jobber. 








BETTER HARDWARE DEALERS FROM COAST TO COAST 


report ARISTO-MATS vouume sates 


WORLD’S FINEST STOVE & ALL-PURPOSE UTILITY MATS 


See Your Jobber or Write for Your Nearest Distributor 


PHOENIX TABLE MAT CO., 1718 fast 75th Street, Chicago 49 














WHAT'S NEW? 


Turn to pages 83-84 of this 
issue. The Quick Check Card 
properly filled out will bring 
you quickly the details on 
new products that interest 
you. 


IT'S QUICK—IT’S FREE 
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<> AUTOWASH 


FOUNTAIN TYPE BRUSH 


MORE THAN 


50% PROFIT 


$9.49 $9.98 


AS you @ Blended horsehair 
a bristles in replaceable 
EAN plate. @ Aluminum 23 
handle. @ Rubber pro- WA” Wanoit 
tective bumper. 


Write Dept. 145a for more information 


FLOUR CITY BRUSH CO. 
PACIFIC COAST BRUSH CO. 1:07 














Here is a new tool that men, small 
shops and service men buy on sight. A drop 
forged, heat treated, alloy s . and 
wheel puller . . . that makes igh fobs easy 


tou 
+. that every household can afford. 
No. CD-70 Counter Display Carton carries 6 
individually boxed No. HC-70 Pullers (Dia. 
5V2''; Reach 3°'; Screw /2°' x 7°"). 
On your counter or in your window this dis- 
pla nae will bring you extra sales and 


Write for Catalog Sheet and name of your 
nearest jobber. 


ARMSTRONG-BRAY & CO. 
45 Northwest Highway, CHICAGO 30,U.S.A 





DEPEND ON TURNBUCKLES 
To Save You Money and Time 




















| campaign, was outlined to the dis- 


| also discussed. 


firm. Prices on the new line pre- 
viewed at Louisville were substan- 





for 27 pct, with the remaining ma- 
jor appliances only 38 pct, Mr. 
Linder said. 

“By 1960 our forecast is that 
these other major appliances will 
have grown to 53 pct of the total 





unit sales,” he continued. 

Mr. Linder predicted a continu- | 
ance in 1953 of the buyer’s market 
that developed this year in major 
appliances. He added, however, that 
prices during the coming months | 
will be firm and “that the industry | 

| 





must take steps to increase its 
prices to reflect increased labor 
and material costs within the | 
limits imposed by the price control | 
restrictions.” 


Estimates 16% Rise In 
Major Appliance Sales 


Industrywide sales of major ap- 
pliances in 1953 will total about 
12,400,000 units, a rise of about | 
16 pet from the estimated 10,700,- | 
000 units this year, Clarence H. 
Linder, general manager of General 
Electric’s major appliance division, 
estimated at a preview showing 
for distributors of the company’s 
1953 product line at Louisville, Ky. 

He reported that sales of a num- 
ber of GE major appliances, includ- 
ing refrigerators, are ahead of last 
year at the retail level, despite the 
first quarter lag. 

A five-point merchandising pro- 
gram for the company’s major ap- 
pliances, including a major sales 


tributors. Other points in the pro- 
gram include revamping of the 
marketing operation, expanded ad- 
vertising, intensive sales education 
activities, and a planning calendar 
for the major appliance division 
and its distributors and retailers. 
The calendar will inform dis- 
tributors and retailers of sales pro- 
motion activities and advertising 
and will indicate how these can be 
capitalized on at the retail level. 
A new price protection plan and 
free wholesale display plan were 


Mr. Linder forecast a continu- 
ance in 1958 of the buyer’s market 
that developed this year. He added, 
however. he believes that prices 
during the coming months will be 


tially the same as those on the 1952 
models. The division, he said, is 
roing into the new model year with 
“inventory decks clean.” 





(Resume reading on page 15) 


NATORAL FAST 
SELLERS! 








Household Tool Kit #A441 


Economical 


AMALITE jyoci°kits 


Place these fast selling Amalite Kits to work for 
youl Watch how they actually sell themselves! 
The complete Amalite Line is packed in beautiful 
eye-appeaiing, red, blue, and green kits. Blades 
ate interchangeable and are made of hardened 


and tempered tool steel. The extra-large handle 


is made of attractive durable plastic and Is com- 
fortable to the grip. 


Write today for our complete catalog. 
“SET YOUR SIGHT ON AMALITE" 


Chile aS 


1884 PITKIN AVENUE, BROOKLYN 17, N.Y. 


Manufacturers of hardware sveciattivs 
f 








——"Selling Is Our Business""—— 

@ Complete coverage of the East; 
permanent show rooms. 

@ Representing leading house 
wares and hardware manufac- 
turers. 

Inquiries solicited regarding 
additional lines. 


SAM WEISMAN ORGANIZATION 


200 Fifth Ave., New York 10, N. Y. 
Direct Factery Representative 














METAL FOLDING PLAY SETS 


1 





Send for Catalog J-52 
CROWN PRODUCTS CO., 666 Lake Shore Dr., Chicago 11 














CARTON 
ASSORTED 
NIPPLES 


25's and 100's—!/2" to |" Sizes 
Write for Catalog 
PITTSBURGH NIPPLE WORKS, inc. 








1455 Spring Garden Ave., Pittsburgh 12, Pa. 
4H 
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INFORMATIVE LABEL DOES 
STRONG SELLING JOB! 


A 3-color label, inserted in each transparent 
Lit'l Bit Food Saver, tells convincing story of } 
usefulness. The type of facts sales clerks need 
and consumers appreciate. Label explains uses 
such as for picnics, lunch boxes, saving left- 
overs. Shows how they stack to save space... 
tells how covers keep contents in — odors out. 
Container made of crystal-clear polystyrene 
plastic, covers are white polythene. Six dozen 
to a case. Retail about I5¢ each. 


KILGORE, INC. NO. 125 
WESTERVILLE, OHIO LIT'L BIT FOOD SAVER 














WOMEN KEEP BUYING 


COPeReNU 


cream copper cleaner 
BECAUSE: 


1. Contains LANO- 
LIN—keeps hands 
lotion soft. 

2. Easier to use than 
liquid or powder. 









A 3. Just wipe on and 
FAST , rinse off. A 
RETAIL . Cleans faster. 

brighter — laste 
SELLER longer. 
ORDER FROM YOUR 

S$ JOBBER OR WRITE: 
ee... COP-R-NU, INC. 


117 W. Grand Ave. Chicago 10, ti. 











Simplify Your Stock Taking with the 


HARDWARE AGE WHITE INVENTORY SHEETS 


Actual size of sheets 934 by 12 inches over all; writing area 8!/2 by 11'/p inches. Sheets printed on both sides of white 
paper, with 28 entry lines on each side. PRICE $1 for 160 sheets (320 pages) plus 15¢ mailing charge. 








HARDWARE AGE INVENTORY RECORD oor 























PAGE 

SECTION. ENTERED BY CHECKED BY 
LOCATION. PRICED BY CHECKED BY. 
CALLED BY. EXTENDED BY. ERRORS EXD BY. 











Published by HARDWARE ACE 100 East 42nd Street, NEW YORK 








You can make your annual inventory taking an easier, surer 
job by using the HARDWARE AGE WHITE INVENTORY 
SHEETS which 1,000 leading retail hardware dealers helped 
us design. ’ 

From the many suggestions received this sheet was designed 
to sell at a new low price—160 sheets for only $1, plus a 15¢ 
mailing charge. As these sheets are printed on both sides of 
good white bond paper, this means you really get 320 pages 
of inventory record sheets. Each side of the sheet has room 
for 28 items. Your $1.15 investment provides inventory space 
for 8,960 items. 

During the past years, thousands of retail hardware dealers 
and wholesalers have used millions of HARDWARE AGE 
Inventory Sheets because they have found them simple, con- 
venient and handy to use. The WHITE INVENTORY 


Keep Your Figuses and Fractions tn the Columas. Be Extremely Careful That You Do Not Mix Your Single Unies With Dosens, or Dosens With Gross Quantities 








cost RETA, || Eran 
PRICE || EXTENSION MEMO V 





SHEETS are the best ever—they are even more simple, more 
convenient and easier to use. Our entire effort was directed 
toward making your annual inventory taking an easier and 
surer undertaking. 

These WHITE INVENTORY SHEETS will fit the regular 
HARDWARE AGE Inventory Sheet Binder, which are used 
by thousands of dealers who reorder their Inventory Sheets 
from us year in and year out. 

Due to the exceptional low price at which these sheets are 
sold and which applies to the United States and its possessions 
only, please have your money order or check accompany your 
order. 

Make your inventory taking this year easier and surer with 
these WHITE INVENTORY SHEETS. Order your supply today 
from HARDWARE AGE, 100 E. 42nd St., New York 17, N. Y. 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 
Set solid, maximum, 50 words............ $5.00 
Each additional word........... 


Positions Wanted 


foote) Rate) set solid, maximum, 


“Each additional word 
Allow Seven Words for Keyed Address 
or Your Address 





BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N.Y. 


CLASSIFIED ADVERTISING RATES 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to to box 
number ‘advertisers unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 
HARDWARE AGE is 


Thursday. Classified forms close 
prior to publication date. 


published every other 
15 days 


Remittance must accompany order in form 
of check or money order, not currency or 
stamps. 











Representatives Wanted 


Representatives Wanted 


Representatives Wanted 








50 YEAR OLD MFR.... 


Wants experienced builders hardware man 
travelling out of Denver to cover Utah, Wyom- 
ing, Colorado, Nebraska, Kansas and Western 
Missouri. Quality line. In reply give full de- 
tails and experience. This ad is known by all 
in our organization. 
Address Box A-900, Care of HARDWARE AGE 
100 E. 42nd St., New York 17, N. Y. 








0,000 A YEAR SALESMAN. MANU- 
FAC TURER’S agents covering entire Southeast 
for quality manufacturers has opening for three 
salesmen to travel in the South calling on whole- 
sale trades in building supplies, hardware, metal 
and roofing. Our men earn far above average 
for salesmen on straight compensation basis. Car 
necessary. Give background and experience in 
first letter to P. O, Box 266, Columbia, S. C. 














RESIDENT SALESMEN IN CHICAGO 
AND San Francisco to carry exclusively prod- 
ucts of reputable manufacturer of electrical ap- 
pliances. Resume and full details. Address Box 
A-927, care of Harpware Ace, 100 E. 42nd 
Street, New York 17, N. Y. 

ALES REPRESENTATIVES-EXCLUSIVE 


TE Ri TORY 


to retailers Minnesota, New York, Eastern Penn- 
sylvania, West Virginia, others—quality garden 
and farm tocls backed by 80 years experience— 
shovels, forks, hoes. rakes, repair handles. If in- 
terested write full information (experience, pres- 
ent lines, age) to Miller Manufacturing Co., 


Hicksville, Ohio, 





SALESMEN WANTED 


Leading tool manufacturer expanding sales organiza- 
tion requires Junior salesman, 30-35 years of age, 
preferably with sales experience, for eastern and middle 
western territory. Education: High School graduate. 
Excellent future. Give full details regarding past 
experience 


Address Box A-926, care of HARDWARE AGE 
100 E. 42nd St., New York 17, N. Y. 














EXPERIENCED SALESMAN: WITH FOL- 





LOWING AMONG retail hardware and house 
furnishing stores to introduce a unique all-steel 
clothes drying rack. May be handled as a side 
line. Liberal commission. Many choice ‘“Pro- 
tected”’ territories open. Give us complete details 
of yourself and territory. Sturgis Plating and 
Manufacturing, Sturgis, Michigan. 
SALESMAN—WELL KNOWN PLUMBING 
SUPPLY house desires experienced salesman to 
call on established hardware trade in metropolitan 
area. Salary and commission. Good opportunity. | 
Address Box A-916, care of Harpware AGE, 
100 FE. 42nd Street, New York 17, N. Y. 
SALESMEN WITH FOLLOWING TO 


HARDWARE, garden supply dealers. Volume 
garden line being offered on direct basis for first 


time. All areas east of the Rockies, except New 
York, open. Liberal discounts for dealers, good 
commission. Address Box A-917, care of Harp- 
WARE AGE, 100 East 42nd Street, New York 17, 
Nod, 
192 





OPEN for commission sales direct | 





CIRCULAR SAW BLADE. 


SALESMEN | 


AND manufacturers’ representatives wanted call- | 


ing on hardware dealers, jobbers, power tool 
dealers and mill suppliers to carry a full line of 
circular saw blades. Address Box A-850, care of 
a alm Ace, 100 East 42nd St., New York 17, 





BUILDERS HARDWARE REPRESENTATIVE 


We need an experienced man to cover northern 
Wisconsin, Minnesota, lowa and North and 
South Dakota. Working out of vicinity of 
Twin Cities. Old, well known company. Write 
with complete information about your quali- 
fications. Our people were told of this ad. 
Address Box A-899, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 














HARDWARE SALESMEN OR MANUFAC- 
TURERS AGENTS. Experienced only. Own car. 
Good following. Store ay HP furniture manu- 
facturers and cabinet shops. Good opportunity with 
New York manufacturer and wholesale ber. 
Protected territories, Write in full detail. Ad- 
iress Box A-401, care of Harpware Acer, 100 
East 42nd Street, New York 17, N. Y. 


FACTORY REPRESENTATIVE WANTED 
tO SELL quality lines of imported hinges and 
lines of fine imported wood screws azd_ bolt 
products. Good commissions. Please write stating 
territory desired, Also current references and 
lines handled. Items listed to be offered as tcl- 
‘ows: Hinges to wholesale hardware and lumber 
ind millwork companies; screws and bolts to 
manufacturers, hardware and mill supply com- 
ganies, Address Box A-817, care of Harpware 
Ace, 100 East 42nd St., New York 17, N. Y. 





REPRESENTATIVE WANTED. SALES- 
MEN—HARDWARE, paints and allied lines. A 
real opportunity to supplement your earnings. 
Does not involve your present employment, selling 
or solicitation. Write for details. Address Box A- 
882, care of Harpware Acez, 100 E. 42nd St., 
New York i eZ 





SALESMAN WITH FOLLOWING AMONG 
HARDWARE and_ house furnishing stores to 
sell a popular priced line of hardware and 
specialty items out of New York. We furnish 

lete net priced catalog. No objection to non- 
condiiotine lines, Liberal freight allowance given. 
Good commission. All territories open. Address 
Box A-897, care of Harpware Acez, 100 East 
42nd Street, New York 17, N. Y 








SALESMEN WANTED CALLING ON 
LARGE DEALERS and lumber yards by manu- 
facturers of builders’ hardware such as tubular 
locksets, letterbox drops, door knockers, etc., ete. 
Also line of imported door hinges, Liberal com- 
missions, very competitively priced, State terri- 
tory now covering and lines handling. Address 
Box A-904, care of 7. om Ace, 100 East 
42nd Street, New York 17, N. Y. 





EXCLUSIVE PROTECTED TERRITORIES 
OPEN ON nationally advertised Mak-O-Washer 
to agents calling on hardware distributors, dealers 
and plumbing supply houses. Unique demonstra- 
tion sells eight out of ten on first call. Excellent 
for opening new accounts and high volume re- 
peat business. Address Box A-870, care of 
a a Ace, 100 E. 42nd St., New York 17, 
R.. ds 








Accounts Wanted 


SALES REPRESENTATION AVAILABLE 
FOR MICHIGAN, Ohio, Indiana, Kentucky. Cap- 
able. agressive and firmly established with four 
leading lines to the wholesale hardware, specialty 
jobber, department and chain stores. Opening for 
one more line represent monnfacturers only. Ad- 
dress Box A-878, care of Harpware Ace, 100 
East 42nd Street, New York 17, N. Y. 


NEW ENGL MANUFACTURER'S 
REPRESENTATIVE. CALLING on the whole- 
sale and retail hardware trade, covering the six 
new England States, having one line, desires to 
take on one more line representing an estab 
lished manufacturer, with some established busi- 
ness. Address Box 902, care of Harpwarr 
Acre, 100 East 42nd Street, New York 17, N. Y. 


EXPERIENCED AND LONG’ ESTAB- 
LISHED MANUFACTURERS representatives 
have opening for additional lines. Call regularly 
on hardware jobbers and large distributors in 

ichi io, Indiana and Kentucky. Par- 

















SALESMAN WANTED — PROMINENT 
PAINT. BRUSH manufacturer has open terri- 
tories for successful sales producer. Prefer men 
now calling on paint, hardware, lumber dealers 
and industrials. Drawing account against gocd 
commissions. Will also consider side line man or 
manufacturer’s agents. Address Box A-823, care 
¢ ery 100 East 42nd Street, New 

ork 





REPRESENTATIVE WANTED 


Old established builders’ hardware manufacturer needs 
representation in Ohio, Kentucky, Western Pennsyl- 
vania and Far Western New York State. Prefer ex- 
perienced builders’ hardware man to headquarters in 
or near Cleveland. Tell us about yourself in first 
reply. Our men all know of this ad. 


Address Box A-901, 
100 East 42nd St., New York 17, N 











care of HARDWARE ~ | 





interested in Hand Tools and Shelf 
Address Box A-910, care of Harp- 
100 East 42nd Street, New York 


ticularly 
Hardware. 
warF Acr, 
i Be 








NATIONAL DISTRIBI/TORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 

Branch Offices 
New York © Philadelphia ® Detroit 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry 
the accounts or you can bill direct. 
Write for further information and references. 











MANUFACTURER'S REPRESENTATIVE 
WITH HARDWARE COVERAGE in the States 


of Washington, Oregon, Idaho and Montana, 
seeks additional quality line on exclusive basis. 
Address Box A-925, care of Harpware Ace, 190 
E. 42nd Street, New York City. 
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Classified Opportunities Section 











Accounts Wanted 


Accouasts Wanted 


Help Wanted 





EXPERIENCED HARDWARE SALESMAN 
WITH GOOD following amo g hardware jobbers 
and hardware retailers in Central and Western 
Pennsylvania, desires to represent hardware man- 
ufacturer in this area. Age 40. Address Box 
A-922, care of Harpware Ace, 100 E. 42nd St., 
New York 17, N. Y. 





WANTED, TO REPRESENT IN STATES 
OF FLORIDA AND ALABAMA, calling on 


SALES PLUS. ESTABLISHED TWO MAN 
sales agency, with strong following and promo- 
tional “Know how,” wants additional direct 
factory line for metropolitan New York and New 
Jersey. We sell every large rated wholesaler, de- 
partment store, mail order concern and numerous 
specialty operations. We will attend and work the 
Chicago Housewares Show in January. Address 
box A-919, care of Harpware Ace, 100 E, 42nd 
Street, New York 17, N. Y. 
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McQuivey & Thomas, Manufacturers sales agents, | REPRESENTATIVE wih large following 
Route 1, Box 80, East Palatka, Florida. sire additional volume line to sell to whholesnte 
hardware, mill supply and builders supply oe 
ty AeA in Oklahoma, Texas, Arkansas, Mississippi 
IOWA NEBRASKA THOROUGHLY | Louisiana. We maintain a_ well-equipped 


COVERED WITH following of leading dealers. | with three salesmen calling on wholesale 
Mill supply and other important outlets covered. | only. 
Write Mark 
Box 494, Des 


Want to add substantial tool line. 
Anthony, Manufacturer’s Agent, 
Moines, Iowa. 


implement dealers and large 
dairy and ranches, lines of equipment and hard- 
ware specialties direct from manufacturer only. 


100 E. 42nd Street, New York 17, N. Y. 


WELL ESTABLISHED MANUFACTURER’S 


Address box A-920, care of HarDWaARE Ac E, 








MANUFACTURERS’ 
CALLING ON HARDWARE, automotive, 


refrigeration and mill ‘supply distributors 
Western Ohio. Willing 
to represent an ethical manufacturer in any part 
or all of the above territory whose product would 
interest any of above distributors. Commission 
basis in exclusive territory only. Address Box A- 
879, care of pes Acz, 100 E. 42nd St., New | A-921, 


ing, 
throughout Michigan and 


York 17, 


REPRESENTATIVE 


AVAILABLE. 
plumb- 
Babson Institute of Business 
Studied dozens of books on salesmanship. 
engineering experience, 
consumer, 


care of HARDWARE AcE, 100 E, 
New York 17, . 





MANUFACTURER’S 


HANDLE one or two additional lines 


states of Virginia, North and South Carolina. 
Coverage of hardware distributor and contract ac- 


AGENT ABLE TO 


EXPERIENCED INDUSTRIAL SALESMAN 
AGE 47, married, three children, 
engineering degree. Many night schools including 
Dale Carnegie Institute of Human Relations and 
Administration. 
10 years 
13 years selling wholesale 
hardware, mill supply and direct to industrial 
Available in sixty days. Address Box 
42nd St., 





in the EXPERIENCED HARDWARE 





. 2 Box A-923, care of Harpware Ace. 


HOUSWARES SALESMAN with large follow- 
ing desires to take on hardware, housewares and 
counts. Only national reputable lines will be con- | tool lines as manufacturer’s representative with 
sidered. Address Box A-918, care of Harpware | office in Boston, covering New England. / 
Ace, 100 E. 42nd Street, New York 17, N. 





SHIPPING RECEIVING CLERK BY 
JOBBER to take complete charge assembling, 
packing orders, toys, housewares. Good_ starting 
salary, Opportunity for advancement. Reply in 
detail to P.O. Box 1409, Rochester, N. Y. 





SALES MANAGER WANTED. WELL 
RATED and long established rope, baler twine, 
binder twine, wrapping twine firm seeking ¢x- 
perienced man to help set up distributors through- 
out the United States. Permanent position with 
good future possibilities. Also exceptional oppor- 
tunity for experienced salesmen—good live terri 
tory open. Write Bob Stone Cordage Co. (Na- 
tional Twine distributor) Chariton, Iowa. 





Business Opportunities 


FOR SALE: HARDWARE, VARIETY AND 
store. Best location in At- 
= City. “Minmmum gross sales $100,000. Cash 
basis. Clean stock at cost $30, Long term 
lease. Operating business. ust be seen to be 
appreciated, Owner desires to retire because of 
ill health. Address Box A-903, care of Harmpware 
Acz, 100 East 42nd Street, New York Je Be Se 











Positions Wanted 





TOP-NOTCH EXECUTIVE TYPE SALES- 
MAN, capable of developing virgin territory, 
wishes to represent a manufacturer desirous of 
developing Chicago and suburbs. Excellent 


record. 10 years retail management and past 12 
years wholesale experience selling hardware and 
paint dealers, lumber yards. Address Box A-924, 
care of HARDWARE AcE, 100 E. 42nd Street, New 
York 17, N 





Invaluable DATA! 


Complete e Authentic e Up-to-the-minute 





Every Man Who Sells Through Hardware Channels 
Needs This Gold Mine of Information 


For market planning, for setting up 
sales territories, for making personal 
contacts with officials and buyers — 
you'll find HARDWARE AGE’s Veri- 
fied List an indispensable aid to effi- 
cient selling in the $2! billion dollar 
hardware market. 


, The most comprehensive and authori- 
tative list of its kind, HARDWARE 
AGE’s Verified List has been the hard- 
ware industry’s traditional guidebook 
of wholesalers for many years. The 
20th Edition is better than ever, giving 
you complete, up-to-date information 
on the hardware wholesale houses and 





LISTS 


547 Hardware Wholesalers in U.S. 
114 Hardware Wholesalers in Can- 
ada, Hawaii and Mexico 
135 Heavy Hardware Wholesalers 
in U.S. 
(These are in addition to 398 
Hardware Wholesalers handling 
heavy hardware.) 
2,139 Industrial Supply Distributors 
in U.S. and Canada 
1,092 Plumbers’ and Tinners’ Supply 
Jobbers in U.S. and Canada 
2,640 Manufacturers’ Agents handling 
hardware and _ housefurnishing 
lines in U.S., Canada and For- 
eign Countries 
323 Hardware Chain Stores in U.S. 
representing 4,014 units 
Distributors selling through 
franchised dealers representing 
6,092 units 


— 


other organizations distributing hard- 
ware and allied lines in the U.S., Can- 
ada, and foreign countries. 


You'll find its pages filled with sta- 
tistics and facts that are invaluable 
for contacting the wholesale 
hardware field by direct mail 
as a supplement to your reg- 
ular publication advertising 

. and for exploring the pos- 
sibilities of new accounts. 

Nowhere else can you ob- 
tain such complete informa- 


tion on the hardware distrib- Sales Tax. 


CLIP AND MAIL TODAY 


—------—---—-—--—----------- 5 


HARDWARE AGE, Verified List Department 
100 East 42nd Street, New York 17, N.Y. 


HARDWARE AGE Verified List, for which find 
(at $15.00 per copy). 











utive trade in book form. In Name 


countless ways its 232 fact- — 





filled pages will repay you Street 





the cost many times over. 


ms Silage rer ageci 


City 





Order your copies today. 
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Mail postpaid __ copies of the new, 232-page, 20th Edition of the | 
4, 

Note: For New York City sales, add 45¢ for 3% 
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HY-LO Quart & Pint Vacuum Bottles 
and Workman's Lunch Kits 


SPACE CADET 12 pt. Vacuum Bottles 
and School Lunch Kits 


The New Aladdin Low Cost Plastic 
Vacuum Pitcher 


HOPALONG CASSIDY ' pt. Vac- 
uum Bottles and School Lunch Kits 


“WIDE MOUTH.” Eat out of it. . . Drink 
out of it . . . Vacuum Bottles and School 
Lunch Kits 


quick 
turnover 
eee Quick 


profit 


Meddldi 


VACUUM WARE 


ADVERTISED IN 
Life, Look, Parents’, 
Good Housekeeping, 

Woman's Home 

Companion. 


ALADDIN INDUSTRIES, INC., NASHVILLE, TENNESSEE 








for your fine cooperation 


THIS “‘trio’’ of popular MILK FILTER DISCS has 
won the No. 1 spot in dealer distribution because 
your merchandising sense has recognized them as the 
profit line, designed with your CUSTOMERS in mind! 


BEST LINE - BEST ADVERTISED - MOST PROFITABLE 
Again: Over 43 Million Ads in 1952 


to help you sell your farm trade. Free ‘‘dealer helps’’ 
also available. 
ASK YOUR JOBBER .. . or write for FREE SAMPLES. 





SCHWARTZ MFG. CO., Two Rivers, Wis. 
America’s No. 1 FILTER DISC LINE © Tops in profits? 





Promotional 
BIRD CAGE 









© Tip-Proof Heavy Duty Cast Base. 
© Handsome Baked Enamel Finish. 
© Heavy-Gauge Steel Construction. 
© Decorator Styled Embossed Base. 

© Fits All Standard Size Bird Cages. 


Through your wholesale distributor or write direct. 
> 








°* NEWARK 


MEEKER AVENUE 














3 Imported BEST SELLERS for 
Household, Sports and Hobbyists 


A. — FRANCE The stainless pocket tool knife with 
wrenc 

B. FROM SWITZERLAND The Wenger stainless sports- 
man's knife 

C. FROM GERMANY The Hubeo pocket tool knife with 
plier . . . heavily nickel plated 


JULIUS FEIST 


141 West 73rd Street 
New York 23, N. Y. 


Jobbers Inquiries Invited 
Price List on Request 











194 











Index to Advertisers 


A 


Ace Rubber Prod., Inc. .......... 
| Aladdin Industries, Inc. 
| Amalite, Inc. 
| American Chain & Cable Co. ... 
| American Grease Stick Co. ..... 
American Pad & Textile Co. 
American Sponge & Chamois Co. 
Armstrong-Bray & Co. ........... 
Arrow Fastener Co., Inc. 
Arrow Metal Prod. Co. ........... 
Artmoore Co. os 
Ee 
I ig Ws Ss ov evicvcccsacece 
Autoyre Co., The 





Ballonoff Metal Prod. Co. ... 
Barcalo Mfg. Co. 
Barrows Lock Works 
Bassick Co., The ...... : 
Bean Co., John 
Bennett-lreland, Inc. 
Bernz Co., Otto ......... 
Bethlehem Steel Co. 
Better Homes & Gardens 
Blair Mfg. Co. 
Bommer Spring Hinge Co., Inc. .. 


Bridgeport Chain & Mfg. Co. ... 
Brink & Cotton Mfg. Co. 
oe Re 
Buck Bros. 


Buffalo Bolt Co. 


Campbell Chain Co. 
Carborundum Co. ..... 
Carlisle Mfg. Co. 
Carlon Prod. Corp. ...... 
Central Screw Co. ...... a 
Champion deArment Tool Co. 
Chase Brass & Copper Co., Inc. . 
Chattanooga Impl. & Mfg. Co. ... 
Cheney Hammer Corp., Henry 


Chicago Roller Skate Co. 
Chicago Screw Co. . 

Chicago Spring Hinge Co. 
ee ee 

| Cleveland Cap Screw Co. 

| Cleveland Chain & Mfg. Co. 

| Cleveland Mills Co. ......... 

| Cleveland Twist Drill Co. 

| Coburn Prod. Div. . 187, 
Colorado Fuel and Iron Corp. . 
Columbian Rope Co. bias 
Columbian Vise & Mfg. Co. ..... 
Columbus-McKinnon Chain Corp. 
Columbus Plastic Prod., Inc. ..... 
Continental Motors Corp. 
Continental Scale Corp. 
Cooper Mfg. Co. ... 
Cooper Thermometer Co. ........ 
Cop-R-Nu, Inc. 
Coprax, tuc. ...... 
Cornish Wire Co., Inc. 
Crescent Tool Co. 
I Ce ook ic cSlicenvecwess 





ES 2 eer reer rer ere 
oo eee 
NG i ict ass ccicn ben canine ciple 
Diamond Calk Horseshoe Co. .... 
oo gh eee 





. 169 


.. 1% 
. 126 


. 176 


.. 196 


--» 188 
. 135 


. 106 
Chicago Heights Furnace Supply 
Co. Ganceoaiae 


32 
38 
188 
183 
137 


138 


33 
29 
194 


63 


23 
36 


Domes of Silence ................. 1% 
Dow Chemical Co. ............ ... 149 
Draper-Maynard Co. ............. 163 
du Pont de Nemours & Co., Inc., 
E. |., Poly Chemical Dept. ..... 143 
E 
Eagle Lock Co., The ............. 4 
Eagle Woodenware Mfg. Co. .... 17! 
MICU. Hipisincvetesasuskeoas sss 169 
Engineering Research Associates, 
SUG  6sGisbd enc eussdi eis adteneess 196 
F 
Fairbanks, Morse & Co. ......... 45 
Fasco Industries, Inc. ............ 146 
Faultless Caster Corp. ............ 185 
SE MEE cicdanninteeseccdewenes 194 


Ferry Cap & Set Screw Co. ..... 10! 


Flour City Brush Co. ............. 189 
GS 
Gardner Wire Co. ..............- 175 
General Electric Co. ............. 48 
General Filters, Inc. ............. 129 
Gensco Tool Div., General Steel 
Warehouse Co., Inc. .......... 164 
Gibson Good Tools, Inc. ......... 188 
Gilbert Plastics, Inc. ............. 167 


Gillette Safety Razor Co. ........ 56 





Glynn-Johnson Corp. ............. 128 
Goldblatt Tool Co. ............ 177 
ee FE, WES deci cicecccics 177 
Graham Co., Inc., John H. ..... 119 
Mratager tac, W. W. .ccccsvcnes 186 
Grand Specialties Co. .... ... 188 
Greenlee Tool Co. ........ 196 
ROE, TOS. cide viseccveceese 19 
H 
Co ere 147 
PRED GD. nose Kicccvcsies 142 


Hencock Nilq., Inc. «2.020.250.0000. 163 
Hanser Organization, Harry .... 


Heinemann Saw & Mfg. Co., F.... 165 
ge a er 177 
Heller Brothers Co. .............. 100 


Hodell Chain Co. ................ 4 


Holthouse & Hartup ............. 154 
Hopkins Agricultural Chem. Co... 179 
Hoppe, tac., Frank A. ........... 157 
Horrocks Ibbotson Co. ........... 162 
Huenefeld Co., The ......cccsccce 198 
SE TRS. odin caw nevenwaeds 189 
Hydroponic Chemical Co. ....... 175 
EEE EE, SD cos <ssacesvndaes 189 
1 
Independent Lock Co. ........... 9 
Indestro Mfg. Corp. ............. 165 
Institute of Surplus Dealers ...... 133 
International Lighting, Inc. ...... 182 
See Ge “ES tue castensereesees 159 
J 
PS TR TN ois iver cccvenes él 
Jay-Kay Metal Specialties ....... 51 
EER ee 120 
Joliet Wrought Washer Co. 140 


Jones & Laughlin Steel Corp. .... 93 
SUS Gon Wey He. Giseccscécacs 





Judsen Rubber Works, Inc. 


HARDWARE AGE, DECEMBER 11, 1952 








In 





Kay-Tite Co. 
Kester Solder Cx 
Keuffel & Esser 
Kligore, Inc. 
Kimble Glass C 
Glass Co. ... 
King Cotton Cor 
Klean-Strip Co., 
Kohler Co. 
Kwikset Sales & 


Laitner Brush C 
Lamson & Sessic 
Larson Co., Che 
Lenk Mfg. Co. 
Libbey Glass | 
Glass Co. ... 
Lombard Gover! 
Lumite Div. 


Macklanburg-Du 
Magor Car Cor 
Mann Edge Too 
Marshalltown Ti 
Martin Fabrics 
Martin Rubber 
Martin Stampin 
Master Lock Cc 
Mastercraft Tra 
Mastic Tile Cor, 
Mayes Bros. Toc 
McGill Metal P 
McKaig-Hatch, 
McKay Co., Th 
Mell-Hoffman 
Metaloid Co., ° 
Midway Tool C 
Miller, Inc., Ro! 
Moline Iron We 
Monsanto Chem 
Montague Rod 
Moore Push Pin 
Musgrave Mfg. 


National Cash | 
National House 
National Lead | 
National Lock | 
National Mfg. ‘ 
National Metal 
National Sporti 
New Bedford C 
New England C 


Ocean City Mfc 
Ohio Hoist & M 
Okonite Co., Te 
Oster Mfg. Co., 
Oster Mfg. Co. 


Pacific Coast B: 
Patent Novelty 
Pearl-Wick Cor 
Peerless Freezer 
Peerless Pump | 
Peoria Metal S; 
Perrow Chemicc 
Phoenix Table kh 
Pittsburgh Nipp 
Pittsburgh Plate 

Front Div. ... 


HARDWAR 


- 1% 
o 
. 183 
nc., 
jon 10 


~w & 
- 146 
‘oo 
. 194 
»oo $01 
.. 189 


. 175 


ye! 


. 147 


165 
133 
182 
159 





Index to Advertisers 











K 
DPN a0 Sb cccse reba pincws él 
Se 130 
Keuffel & Esser Co. .............. 103 
SN MNES aiousis 24 ne rues apes 191 
Kimble Glass Div. Owens- Illinois 
IS cndchensacceoseabenwes 
King Cotton Cordage ............ 119 
Klean-Strip Co., Inc. ...... ... 108 
ES 5 ion crea. = alles dp mcmaeuon 134 
Kwikset Sales & Servies EE ee 3 
L 
Laitner Brush Co. ... bowed 184 
Lamson & Sessions Co. ........... 27 
Larson Co., Charles O. .......... 179 
Lenk Mfg. Co. . . 152 
Libbey Glass Div. Owens-Illinois 
Glass Co. ..... es 
Lombard Governor Com. ——— 
Ic cnginndwstbewsetghesswe 2 
M 
Macklanburg-Duncan Co. ........ 113 
Maser Gar Germ. .........620600. 90 
Mann Edge Tool Co. ............ 30 
Marshalitown Trowel Co. ... . 185 
Martin Fabrics Corp. ............ 180 
Martin Rubber Co. .............. 195 
Martin Stamping & Stove Co..... 132 
Master Lock Co. ......... —— 
Mastercraft Trailers, Inc. .... 185 
Mastic Tile Corp. of America .... 127 
Mayes Bros. Tool Mfg. Co., Inc... 187 
McGill Metal Prod. Co. ......... 176 
McKaig-Hatch, Inc. .............. 20 
PP Gs: FRR s. 6 o05ceeecveceses 89 
Mell-Hoffman Mfg. Co. .......... 122 
NED Gin. TD vescvasiveccesies 118 
Midway Tool Co., Inc., The ... 187 
Miller, Inc., Robert E. ........... 1% 
Moline Iron Works .............-. 165 
Monsanto Chemical Co. .......... 39 


Montague Rod and Reel Co...... 42 


Moore Push Pin Co. .............- 142 
Musgrave Mfg. Co. ............-. 163 
N 
National Cash Register Co. ...... I4l 
National Housewares Mfrs. Assoc. 52 
National Lead Co. .............. 58-59 
National Lock Co. ...........+-.- 64 
National Mfg. Co. ............-.. 183 
National Metal Prod. Co. ........ 37 


National Sporting Goods Assn.... 155 
New Bedford Cordage Co. 
New England Carbide Too! Co. 121 


° 
Ocean City Mfg. Co. ............ 42 
Ohio Hoist & Mfg. Co. ........... 137 
Okonite Co., Tape Div. .......... 129 
Oster Mfg. Co., John ............ 178 
Oster Mfg. Co., The ............. 16 
P 


Pacific Coast Brush Co. 
Patent Novelty Co. 
Pearl-Wick Corp. . 
Peerless Freezer Co., The ...... . 104 








Peerless Pump Div. ............. 153 
Peoria Metal Specialty Co. ...... 195 
Perrow Chemical Co. ......... 185 
Phoenix Table Mat Co. ........... 189 
Pittsburgh Nipple Works, Inc. .... 190 
Pittsburgh Plate Glass Co., Store 
 » ese 47 


Plating & Galvanizing Co., The.. 137 


Het & Co. Arthar b. ..es000c0 181 
Portable Electric Tools, Inc....... 181 
Pe TOE: GTR. ices nos vecvccce 9 
3 eee ae 15 
R 
R.P.M. Mfg. Co. ...... oe 
OE Df rrr 
Reflector Hdwe. Corp. ........... 170 
Remington Arms Co., Inc. ........ 87 
Ridge Tool Co. ... demic soacne 
Rival Mfg. Co. ......... 179 
Round Chain Companies ......... 137 
Royal Electric Co., Inc. ......... 187 
s 
Sager Lock Works ............... 133 
Samson Cordage Works .......... 139 
Schacht Rubber Mfg. Co. ....... 142 
CE, snnteokes<avetenesens 166 
Schwert. Wile. Ce. .....cscecese. 194 
Sharon Bolt and Screw Co. ...132, 180 
Sheffield Bronze Paint Corp. ..... 153 
Slaymaker Lock Co. ............. I 
a eS ee 138 
South Bend Toy Mfg. Co. ........ 144 


Southern Chain & Mfg. Co., The.. 137 
15 


Southern Fabricators ............. 9 
Southern Screw Co. ............%. 18 
Southington Hdwe. Mfg. Co. .... 159 
Specialty Importers .............. 183 
EE a ne 110 
Sprayers & Nozzles, Inc. ........ 180 
Standard Horsenail Corp. .... 175 
Stanley Works, The ............ . 
Sterrett Co., The L. S. ........... 21 
Superior Fastener Corp. ......... 178 
Swing-A-Way Mfg. Co. .......... 54 
T 
Er na Ty OOS aide vekcccescccse 185 
Templeton, Kenly & Co. ......... 136 
DL. vcovsancicasponseads 22 
PN, GOES s vckinvcnccesivese 190 
Turner & Seymour Mfg. Co. ...... 168 
U 
United States Plywood Corp....... 60 


United States Rubber Co. ...49, 155 
United States Stee! Co. 


Cyclone Fence Div. ............ 97 
Vv 
Vichek Tool Co. ...... . 13% 
Ww 
Wagner Mfg. Co., E.R. ......... 105 
Wallace Bros. Div. . Wallace & 
eae 
Washington Steel Prod., Inc. .... 125 


Weisman Sales Organization, Sam 190 


Westclox Div. of General Time 
DR Nott ncancdeeidewteverneeme 53 

White Mop Wringer Co. ......... 183 

NE Sn clcreresossencetey 195 


Wickwire Spencer Steel Div...102, 196 
Wilcox, Crittenden & Co., Inc. ... 187 


Gee Ge” TED csvccvsconcddave 123 

So RS ee 182 

Wooster Rubber Co. ............ 55 
Y 

Yale & Towne Mfg. Co. ........16-17 


HARDWARE AGE, DECEMBER 11, 1952 











BRING US 
THE 


SEASON 


May THIS HOLIDAY 
CLOSER TO THE TEACHINGS OF 


PRINCE OF PEACE. 
Your open expression of loya 
we hold with highest esteem. 
cere appreciation. 


Ity and friendship is a Treasure 
My sin- 


AMERICA'S FINEST 


WOODEN WARE 


"2421 MeKINNEY AVE. DALLAS! TEXAS 








remember to add CHICAGO roller skates to 
your Xmas selling list... . they're great! 








Year'round Appeal 


Pemsco’s NEW 
ALL-PURPOSE 


Food Carrier—Cover Combination 


The newest item in kitchen- 
ware. Use it as a cover or 
earrier for pies, cakes, hot 
dishes and sandwiches. Beau- 
tiful color decora- Only 
tion and its ALL 
PURPOSE uses 95 
gives this item 

Year ’round 

APPEAL! 


WRITE TO: 
PEORIA METAL SPECIALTY CO. Peoria, Illinois 





















A real fast-selling, indoor 
or outdoor game for chil- 
dren. All the fun of real 
horseshoes. Two red and 
two green rubber horse- 
shoes. Two wooden pegs 
with non-skid rubber 
bases. Suggested retail — 

$1.29. j 


MARTIN RUBBER CO. 


LONG BRANCH, NEW JERSEY 


195 





~—-WICKWIRE 


@ Padlocks 
@ Window sash locks 


@ Curtain springs 
@ Window screen springs 
@ Screen door closer springs @ Door check springs 


@ Perfection door springs @ Wiring nut springs 


Let us know your requirements for springs in any 
size, shape or design. Write to Sales and Engineer- 
ing, 2 New Bond Street, Worcester, Mass. 


Ane @ 28 a SPRINGS 
A ott thet neitit es 


RAD 

















Here's a Fast-Selling Item 
Order Now— 


' 0 
1 al 7 - 








Combination Square 


TRAMMEL HEADS 


Used on a combination square scale to make 
ACCURATE COMPASS, HEIGHT GAUGE, 
OUTSIDE OR INSIDE CALIPERS. 


Head chrome plated, screw 
parts protected by cadmium 
plating; scriber points made 
of hardened tool steel. Per- 
fect for work on wood, plas- 
tic, sheet metal, linoleum, die 
or tool layout. Hundreds of 
uses. Comes complete with 
plated head, scriber points, 
pencil tips, special caliper 
points. WRITE FOR LIT- 
ERATURE. ORDER 
THROUGH YOUR JOBBER. 


ENGINEERING RESEARCH: ASSOCIATES, INC. 


3475 East Nine Mile Road Hazel Park, Michigan 


























orate 


Uniformly fine Solid Center type 
... accurately sized, perfect 
cutting edges for fast, clean 
action. Available with or 
without handy plastic rolls. 


GREENLEE 


Write for tree 
GREENLEE 
Hand Tool Quick 
Reference File 


GREENLEE TOOL CO., 1813 HERBERT AVE., ROCKFORD, ILL, 


| 
| 
| 





SAWHORSE VISE 


B~C 











HOLDS IT! 


Use this B & C sawhorse or wood- 
worker’s vise for nearly every kind of 
work. Holds work in any position 
desired—horizontal or vertical. Vise 
Clamp opens to 2”, with the jaws 
opening 4”. Portable—Lightweight— 
Practical—Strong—Solid—Grey Iron 
Jaws—Green Enamel. 
See your jobber or write 





roe BRINK & COTTON merc. co 


322 POLAND STREET @ BRIDGEPORT, CONN 








DISPLAY Genuine, easy-to-sell 


One set on a Card. 
12 Cards in a box. 

Wy 1%” 11/16” 
i” ” 

\ 4” 44” 


World's 
best known, 
quickest- 
selling 


FURNITURE 
GLIDES 





DOMES or SILENCE 


Ask your jobber or write 
DOMES of SILENCE, Division of 


ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 


One Set in a 
box—12 boxes 
in carton. 


SIZES 
Yo” We” 7%" 
%” 5” Yo” %” 











HARDWARE AGE, DECEMBER 11, 1952 














Here's a Fast-Selling Item 
Order Now— — 


Combination Square 


TRAMMEL HEADS 


for al Used on a combination square scale to make 
ACCURATE COMPASS, HEIGHT GAUGE, 
neuen © Curtain springs || OUTSIDE OR INSIDE CALIPERS. 


as: 
| types of hardware equipment such 


e ‘ . parts protected by cadmium 
Screen door closer springs @ Door check springs plating; scriber pomts made 


@ Window sash locks @ Window screen springs Head chrome plated, screw : 


of hardened tool steel. Per- 
Z fect for work on wood, plas- 
Let us know your requirements for springs in any tic, sheet metal, linoleum, die 
size, shape or design. Write to Sales and Engineer- or tool layout. Hundreds of 
; uses. Comes complete with 
ing, 2 New Bond Street, Worcester, Mass. plated head, scriber points, 
pencil tips, special caliper 

i WRITE FOR LIT- 


. ORDER 
wi c KWI R E Ss PR I N a 3 THROUGH YOUR JOBBER. 
AND FORMED WIRES 
rennin: — ENGINEERING RESEARCH ASSOCIATES, INC. 


Rad FUEL AND TRON RPORATION 3475 East Nine Mile Road Hazel Park, Michigan 


@ Perfection door springs @ Wiring nut springs 
































SAWHORSE VISE 


HOLDS IT! 


Secon BITS 7. Use this B & C sawhorse or wood- 


Uniformly fine Solid Center type RS wee, worker’s vise for nearly every kind of 
.., accurately sized, perfect y work. Holds work in any position 
ne ofocs in? feet, ee ge desired—horizontal or vertical. Vise 
without handy plastic rolls. i Clamp opens to 2”, with the jaws 

opening 4”. Portable—Lightweight— 
Practical—Strong—Solid—Grey Iron 


Site, for ieee TOOLS FOR CRAFTSMEN __.. Jaws—Green Enamel. 


tend Tool Cac G PB iE. L E E See your jobber or write 








rue BRINK & COTTON mec. co. 


322 POLAND STREET @ BRIDGEPORT, CONN 








GREENLEE TOOL CO., 1813 HERBERT AVE., ROCKFORD, ILL, 








DISPLAY Genuine, easy-to-sell 


DOMES of SILENCE |=" 


” ” Ye” 
One set on a Card. World's sf sr ter i, 


12 Cards in a box. 
best known, 
quickest- 
selling 
FURNITURE 
GLIDES 


Ask your jobber or write 
DOMES of SILENCE, Division of 


ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 


Wwe Wy, ” 11/16" 
1 %4” 44” 











HARDWARE AGE, DECEMBER 11, 1952 








